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Sparks 


State of the Nation’s Economy: 
Up 

Crupz-On Strocks— Totaled 266,- 

942,000 barrels in latest week report- 


- ed, an increase of 3,044,000 over the 


~ lays amounted to $2.5 billion against | 


previous week. March oil demand 
was estimated 8.5 million barrels, 
or 3.7 percent above March of last 
year. 

Bank Assets—Commercial and 
savings banks boosted their assets 
at the end of 1953 to a record 
$211 billion, or $6 billion above 
1952, according to Federal Deposit 
Insurance Corp. 

Automotive Output — Estimated 
last week by Automotive News at 
143,185 units, compared with 138,185 
the previous week, an increase of 


Business Inventoris—Were val- 
ued at $80.3 billion at the end of 
February, according to Commerce 
Department, or $193 million higher 
than in January and_ $2.6 billion 
above February, 1953. 


Russer Propuction — \Watural 
rubber output all over the. ld 
totaled 140,000 long tons in Keb- 
ruary and 302,500 tons in the t 
two months, compared with 285 
000 in the like 1958 period. 

New Construction — March out- 


| $2.3 billion in February, according 


to Commerce Department. For the) 


_ first quarter, the total was $7.3 
billion, compared with $7.2 billion a 


4 


Down 


Jopser Sates—Totaled $8.1 billion 
in various fields in February, or 


« $134 million lower than in Febru- 
- ary, 1953. 


Persona, INcome— Was at an 
annual rate of $283 billion in Feb- 
ruary, a drop of $750 million from 
January, according to Commerce 
Department. 


Business Dectinse—A survey of 


; the National Industrial Conference 


' Board among 157 manufacturers 
_ shows that 60 percent of them have 


ce been affected by the current busi- 
_ mess decline but most of them look 
_ for an upturn by the end of the 


in. 


Store Sates—Department store 
sales in latest week reported were 
13 percent below the previous 
week and 11 percent below the 
like week a year ago. 


Banx Reserves — Decreased $545 


-tmillion, according to Federal Re- 


Z serve Board. 


Top Cars 


New-car registrations for two 
months, plus three states for 
March: 
1954 Pos. 

1—182,018 
2—130,771 
3— 65,790 
4— 61,355 
5— 52,459 


1953 Pos. 


153,147-— 2 
169,158— 1 


Make 
Ford 
Chev. 

‘lym. 


750,393 
For further details, see page 
50, today’s issue. 
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es are those reported by the local dealer associations and cover railroad and haulaway truck averages. 
are those NOT registered with Interstate Commerce Commission and are figures quoted by Detroit 


+ “DRIVEAMAY’ eS Slat en eee Gan a ene independent driveaway companies in Detroit. 
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Freelance Transporters 


Are Enjoying 


By Joe Callahan 
Staff Writer 
IHE current outbreak of new-car 
bootlegging has thrown the 
spotlight on “irregular” delivery 
methods which permit some dealers 
to save as much as 80 percent on 
their car transportation costs. 
Dealers recognize that this dif- 
ference in delivery costs repre- 
sents a large price advantage, 
particularly in the south and on 
the West Coast, where dealer 
groups have long clamored for 
uniform freight rates, 

These methods, mostly tow-bar- 
ring (nonregistered) and the use of 
auto driveaways, have helped con- 
vert an old “alley” operation into 


a booming industry of 30 ‘small|, 


firms which expect to move at least 
50,000 cars this year from Detroit 
to all sections of the country. It is 
estimated that these firms will earn 
about $1.8 million in 1954 and will 
save auto dealers and buyers about 
$11.5 million in freight charges. 
* ~ oe 


|= appeal of these methods of 
transportation can be measured 
by the fact that a Portland (Ore.) 
dealer, who must pay $413 in regu- 
lar freight charges on the heaviest 
Cadillac, can get the same car de- 


Production 
Automotive News Estimates: 
U. 8. Cars, Trucks 

168,978 


143,185 188,454 


Last Prev. 1963 
Week Week Week 


For complete production totals 
, see table, page 62. 


Boom 


livered through a driveaway com- 
pany for $75. Or he can have two 
of these cars tow-barred to him for 
$150 apiece. (See accompanying 
chart for other comparisons.) 

In this article, the term “tow 
bar” refers to those concerns which 
make verbal contracts with com- 
panies or individuals to “find some- 
one in the neighborhood” who will 
deliver two hitched-together cars. 

(These companies should not 
be confused with the tow-bar 
firms which guarantee delivery 
and whose rates are filed with 
the Interstate Commerce Com- 
mission. Rates of these firms ap- 
proach regular freight charges. 

(“‘Driveaway” firms deliver in- 

(Continued on Page 11, Col. 1) 





Reo Directors OK 
$16.5 Million Sale 
Of Firm to Henney 


ANSING.—The $16.5 million sale 
of Reo Motors, Inc., to Henney 
Motor Co., veteran manufacturer 
of ambulances 
and hearses, was 
approved by Reo 
directors last 
week. The deal 
still must be rati- 
fied by share- 
holders. 

No date for the 
meeting of stock- 
holders has been 
set. However, if 
approved, it is ex- 

C. BR. Feldmann pected the sale 
would be effective about Aug. 31. 
The Henney firm, Ss Freeport, 
Til, was founded in 1868. 
'A joint statement by Joseph S. 
Sherer jr., Reo president, and C. 
Russell Feldman 


(Continued om Page 64, Col. 1) 
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Output Hiked 5%; 
2-Millionth Unit 
To Roll Thursday 


By Tom Hewitt 
Staff Writer 


OARING sales caused U.S. car- 


production to jump almost 5 
percent last week, to the second 
highest point of the year. 

The output boost will result in 
the two-millionth vehicle of 1954 

being produced Thursday (Apr. 
15), only one week behind its 1953 
coun 
Turned out last week, according 
(Continued on Page 62, Col. 3) 
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New-Car Sales 
Still Soaring in 
Many Areas 


Exceed Expectations; 
Used-Auto Market 
Is Keeping Pace 


By Bob Lienert 
Staif Writer 

TS boom is blooming. As April 
moves along, dealers report 
new-car sales are gaining at a 
steadily increasing rate. And the 
dealers are building from a level 

already surprisingly high. 

March sales, unofficial reports 
indicate, were far better 
anybody had expected and o 
distanced February totals by a 
wide margin, 

Early reports from scattered lo- 
calities show March sales running 
as much as 115 percent over Feb- 
ruary. The heavy increase came 
late in the month and is accelerat- 
ing in April, it is reported. 

* . * 

N AT least three cases, March 

sales were great enough to push 
the first quarter ahead of the same 
period of 1953. 

The used-car market is keeping 
pace, saleswise, although prices 
have been shaved on some models 
in the last few weeks. 

The 115 percent increase in new- 
car sales was enjoyed by dealers in 
South Bend, who sold only 382 cars 
in February, but jumped the total 
to 823 in March — and 596 of the 
March sales were clean deals. 

* eo = 


ques BEND dealers reportedly 
were moving used cars at a 
fast clip, toc, and ordering in- 
creased shipments of new cars from 
their factories. 

In Washington, D.C., March 
sales climbed 68 percent above 
February. The March total was 
1,955 while the February turn- 
over was 1,197. 

The big sales jump extended right 
down the line in Columbus, O., last 
month. New cars were up 55 per- 
cent while used cars gained 49 per- 
cent. New-truck sales ran 17 per- 

- (Continued on Page 64, Col. 1) 


"54 Sweepstakes Winner—Studebaker Land Cruiser 


Studebaker Wins Economy Run 


By Bob Finlay 
Managing Editor 
SUN VALLEY, Id.—In one of the greatest victories ever chalked up 
in the Mobilgas Economy Run, Studebaker swept the field here last 
week in 1,335 miles of tough driving in three days. - 
Studebaker took the top award—the ton-miles-per-gallon sweepstakes 


—as well as finishing first in actual mileag 


e and first in three of the 


seven classes in the run. Its eight topped all eights and sixes, and its 


six topped all sixes. 


The sweepstakes winner was an overdrive-equipped Studebaker Land 
Cruiser with 60.8465 ton miles per gallon. The winner in actual miles 
(Continued on Page 8, Col. 1) 
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More U. S. Cars and Trucks Going Abroad . . . 


Exports Top ’53 Pace by 10 Pet. 


DETROIT. — Despite lower pro- 
duction rates, U.S. exports of motor 
vehicles in the first two months of 
1954 topped those of the comparable 
1953 period by more than 10 per- 
cent, the Automobile Manufacturers 
Assn. said last week. 


New vehicles shipped abroad in 
January and February numbered 
67,497, or 6.24 percent of the 1,- 
081,475 sold at the factory, AMA 
figures showed. In the corres- 
ponding months of last year, 61,- 
106 units were exported, or 5.32 
percent out of a total of 1,148,173. 


Car exports in the first two 


Ford Aide Views 
Competition As A 


Welcome Change 


TAMPA, Fla.—A new and vigor- 
ous era of competition in business 
and industry was described as a 
welcome change in the American 
economy last week by Walker A. 
W: sales and advertising 
vice-president of Ford Motor Co. 

He told the Greater Tampa 
Chamber of Commerce that this 
competition will lead to a “more 
prosperous and more secure life for 
our people.” 

Williams cited the return of “old- 
time vigor” to the automotive in- 
dustry as an example to all busi- 
ness. 

“Perhaps you have heard rumbles 
out of Detroit, reverberations of 
the competitive struggle which is 
now under way,” he said. “That 
struggle is only the latest lusty epi- 
sode in a 50-year battle which has 
repeatedly pumped new, invigorat- 
ing blood into our economic life- 
stream.” 
_ The industry has outgrown pre- 
dictions of saturation markets more 
than once, he said. In 1910, it was 
said the American road would 
never see more than 1.5 million 
vehicles. Today, about 54 million 
cars and trucks ride the American 
road 


Williams said the American busi- 
nessman should also draw con- 
fidence, not pessimism, from build- 
ing plans for more than a million 
new homes, employment of more 
than 60 million persons, industry 
expansion totalling about $28 billion 
a year and a “swelling population, 
which threatens to eat us out of 
house and home.” 

The bountiful future is contingent 
on the confidence and courage of 
the American businessman to 
achieve it, said Williams. 

But he warned that heeding the 
“scaremongers” could turn America 
into a “nation of economic hypo- 
chondriacs.” 


Alma Mater Gets Colbert 
As Graduation Speaker 


AUSTIN, Tex.—L, L. (Tex) Col- 
bert, Chrysler Corp. president, will 
be the commencement speaker May 
29 at his alma mater, the University 
of Texas. 

Colbert was graduated from 
Texas in 1924 and received his law 
degree from Harvard University in 
1929. 





months were 40,677, or 4.53 percent 
of 897,551 sold at the factory, as 
against last year’s 36,821, or 3.91 
percent out of 939,390. 

In February alone, 21,175 cars 
were sent to foreign markets, or 
4.76 percent out-of a fotal of 444,173. 

January-February ‘truck exports 
were 26,774, or 14.61 percent out of 
183,197, compared with last year’s 
24,248, or 11.63 percent out of 208,- 
339. February’s share was 14,170 
units, 6r 16.28 percent dut of 87,030. 

Bus exports in this year’s two- 
month periéd were 46, or 6.32 
percent out of 727, in contrast to 
the 1953 figure of 37, or 8.33 per- 
cent out of 444, Only six buses 
were exported in February, or 
1.84 percent out of 326. 

Coinciding with the tighter do- 
mestic market that has made itself 
felt this year, the AMA tabulations 
indicate that auto makers may be 


450 Sure Deals 
New Ford Franchise Holder 


To Give ’Em Away 

MOUNT VERNON, O.—Dallas E. 
Winslow, Detroit millionaire who 
each year gives away hundreds of 
new Fords to his employes, has pur- 
chased a Ford dealership here from 
E. W. Marquart. 

The dealership will be operated 
as part of Mast-Foos Mfg. Co., par- 
ent concern for Winslow’s enter- 
prises. 

Winslow, self-made industrialist 
who long has practiced profit-shar- 
ing, this year is scheduled to turn 
over a new Ford to each of the 452 
workers now employed by his seven 
companies in Indiana, Michigan and 
Ohio, Winslow first gave cars to 
his workers in 1950, when they to- 
taled 250. 

He said dealership employes here 
also would be eligible to get cars. 
Winslow retains the titles, but per- 
mits unrestricted use of the cars 
until it is time for their annual 
tradein. 

Among his businesses, Winslow 
operates the Auburn-Cord-Dusen- 
berg parts-making plant in Auburn, 
Ind. He is owner of dies and blue- 
prints for about 25 discontinued 
makes of cars. 








studying promotion of foreign sales 
as a long-range venture. 

The motor vehicle export pace 
that was set in the first two months 
of this year—6.24 percent of factory 
sales—compares with only 4.43 per- 
cent for the full 12 months of last 


year. 


Crumpacker to Air 
Monopoly Charge 


Before Committee 


WASHINGTON. — Rep. Shepard 
J. Crumpacker, Indiana Republi- 
can, who on March 30 introduced 
a resolution in the House calling 
for a full-scale investigation of 
competitive practices in the auto 
industry, early this week will have 
an opportunity to tell his story to 
the House Interstate and Foreign 
Commerce Committee. 

His resolution had been referred 
to that body. 

Crumpacker may be heard today 
(Apr. 12), according to a commit- 
tee spokesman. There will be no 
witness heard at this time. That 
is the usual procedure. 

After hearing Crumpacker, the 
committee will decide whether it 
will hold public hearings on the 
resolution at some later time. 
Charles A. Wolverton, New Jersey 
Republican, is chairman of the 
group. 

At the Department of Justice, the 
same situation exists as when the 
Missouri Automobile Dealers Assn. 
late last year complained of cer- 
tain factory practices and was told 
by Judge Stanley M. Barnes, as- 
sistant attorney general in charge 
of the antitrust division, that 
“some of the activities of auto 
manufacturers . . . which are the 
subject of complaint . .. are al- 
ready under investigation by the 
antitrust division.” 

At the Federal Trade Commis- 
sion, a spokesman said that the 
agency is not conducting any kind 
of investigation of auto industry 
practices. 

It appears that the Crumpacker 
resolution has not yet started a 
commotion at either the FTC or 
the Justice Department. 





Tiny Motor Does 27 Jobs 


Auto-Lite Unveils Single-Unit System for Running 
Power Accessories in Cars 


NEW YORK. — A new electro- 
hydraulic power system that would 
replace most of the smail motors 
on today’s cars was revealed last 
week by L. H. Middleton, engineer- 
ing vice-president of Electric Auto- 


Lite Co. 

Speaking before the opening of 
Electric Auto Lite’s Easter Pa- 
rade of Stars in New York, Mid- 
dleton said the gadget—no bigger 


the hood and doors and perform 
many other tasks, 
Criticizing the present car brakes, 


Hudson Adds $1,621 Jet Sedan— 


A two-door Jet family club sedan, priced around $215 below its previous price 
leader, has been announced by Hudson According to N. K. VanDerzee, sales vice- 
president, the car “offers the same advantages in performance, roadability and safety 
as the higher-priced Hudson cars." Its L-head six-cylinder engine is said to deliver 
“ynusuval” gas mileage. The car is offered with manual transmission, overdrive or 

Advertised-delivered price is $1,621—or $2 under the lowest-priced 
six-passenger sedan offered by the Big Three, Hudson spokesmen point out. 


he said that something has to be 
done to improve stopping power to 
offset the added weight and power 
of the modern auto. 

Referring again to the revolu- 
tionary power device, Middleton 
said, “We have a list of 27 separate 
mechanical things which can be 
done with this device. 

“Five of them—window lifting, 
seat adjusting, steering, braking 
and gear shifting—are now being 
done independently.” 

Middleton asserted that the elec- 

tro-hydraulic system would bring 
the cost of many of these auxiliary 
items within the reach of the aver- 
age buyer, making their inclusion 
possible on even the low-priced 
car. 
He stated that the unit, which 
would operate under extremely high 
pressures of 1,500 pounds to the 
square inch, would open new fields 
to the designer, from which he is 
now barred because of insufficient 
power. 

Discussing batteries, Middleton 
declared that dry cell units will 
probably be outmoded in two 
years, being replaced by electro- 
chemical regenerating batteries 
— will have a much longer 

e. 


“A few manufacturers are work- 
ing on brakes,” he said, “but in too 
desultory a way. Present brakes 
merely make it easier to use a me- 
chanical system. It has nothing to 
do with stopping the car which you 
could do with your foot just as well 
before.” 
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Graph indicates the variations in market penetration for the Big Three and the 
independents since January, 1953. The chart reflects a downward trend for the 
independents, which reached a low point last November and then staged a mild 
recovery. Ford Motor Co.'s low point came in June amid supply troubles. Ford climbed 
sharply during the summer, then leveled off, showing a slight additional increase in 
December. Chrysler Corp.'s overall trend has been downward, with its highest point 
registered in January, 1953, and its lowest in February, 1954. General Motors shows 
an increase for January and February, 1954, but is still well below the peak set in 
June. GM's June high spot coincided with the sag for Ford, and its initial 1954 


increase roughly corresponded with a decline for Chrysler. 





Three Sales Battles Flare 
Among Top Six Makes 


—- separate battles for new- 
car sales positions have shaped 
up within the top six spots in the 
industry. 

Top-ranking scramble is the 
fight between Ford and Chevrolet 
for first place. Next comes the 
fight for third, between Plymouth 
and Buick. Pontiac and Mercury 
are slugging it out for fifth spot. 

On the basis of complete tabula- 
tions for the first two months of 
1954, Ford held top position with 
173,202 sales, compared with 171,623 
for Chevrolet. Ford’s margin was 
0.92 percent. 

* * * 

Fr THE next contest, Plymouth 

led Buick at the end of two 
months, 62,680 to 56,971. That repre- 
sented a margin of 10.02 percent. 
Pontiac had Mercury edged for fifth 
spot by 6.45 percent or 49,947 units 
to 46,922, 

Figures for February alone give 
a slightly different picture. Ford 
not only retained its leadership 
on the one-month basis, but its 
margin over Chevrolet in Febru- 
ary was 2.68 percent. 

In the Buick-Plymouth contest, 
Buick passed Plymouth in Febru- 
ary, outselling it by a margin of 
13.55 percent, (Buick announced 


last week that reports indicated its 
March sales were high enough to 





& 


Joy for a Boy— 

Jack Shumaker, 16, who had his right 
leg amputated two days before Christmas, 
was cheered b-- Tom Sherlock (right), man- 
ager of San Gabriel Valley Motors (Lin- 
coln-Mercury), San Gabriel, Calif., with 
the presentation of a Hydra-Matic- 
equipped car. Employes donated their 
labor in reconditioning it. 





put it into third spot for the year 
to date.) . 
+ 7 * 
| grving een appeared to be widen- 
ing the gap between itself and 
Mercury, for its February margin 
was 9.67 percent. 


Actually, the fierce battle for 
sales positions goes back through 
last September, about the time 
when the industry returned to a 
real competitive market. 


Here is the picture for the six- 
(See SALES FIGHT, Page 8, Col. 4) 


F ord Sales Set | 
30-Year Mark 


In First Quarter 


DEARBORN.—The highest first- 
quarter sales for Ford cars and 
trucks in 30 years were reported 
last week by L. W. Smead, general 
sales manager, Ford Division. Ford 
dealers delivered 377,545 units from 
January through March, the best 
first quarter since 1924. 


“In March, Ford dealers sold 143,- 
868 cars and trucks for the best 
March record since 1930," Smead 
added. “In fact, the March record 
was exceeded in only one month in 
the last 24 years — and that was 
October, 1953.” 

For January, Ford Division re- 
ported an all-time retail sales rec- 
ord for the month of 112,593 units. 
In February, the sales pace con- 
tinued with 121,084 units sold for 
the best February since 1924. 

March sales were 22,784 units 
above February, an increase of 
more than 18 percent. 

* * = 
Mercury Sales 


Smash Record 


DETROIT. — More people bought 
Mercury cars in the first three 
months of this year than in any 
previous first-quarter in Mercury 
history, Joseph E. Bayne, general 
sales manager of the Lincoln-Mer- 
cury division, announced last week. 


The total of 75,444 sales during 
January, February and March this 
year put 15,136 more people behind 
the wheel of a new Mercury than 
in the same period of 1953 when 
there were 60,308 purchasers. The 
previous high first quarter was 1950, 
with 72,181 buyers. 

Lincoln sales for the first quarter 
this year were 21 percent above 
1953. A total of 9,411 customers 
bought Lincolns in the first three 
months this year compared to 7,969 
in the same period of 1983. 
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Sealers tell me 


By John O. Munn 


N° AUTOMOBILE factory can | 
hope for permanent success, 
however scientifically its product is 
engineered, skillfully produced or 
energetically marketed, unless it 
provides the one essential thing— 
the best possible fulfillment of an 
individual owner’s expectations in 
the use of the product. The fact 
that there are now 52 million own- 
ers explains the validity of that 
truism. 

The statement also points to the 
urgent need for a contractural re- 
lationship between dealer and fac- 
tory that better distributes the risk 
for making investments to fully as- 
sure the ability of the trade to com- 
pletely satisfy owners’ needs now 
and in the future. 

The cancellation clause in the 
present contract has automati- 
cally limited the size of dealer 
investments in service facilities. 
It has cramped dealer expansion. 
As a result, only a small share of 
the total maintenance business, 
which naturally belongs to a 
dealer, is directed to him. 

There are many other obvious 
reasons why a new contract should 

be offered immediately. Every mem- 
ber of the trade is familiar with 
them and they don’t need to be re- 


peated now. 
* + * 


Rugged Individualist 

F THE need for a new contract 

is so thoroughly indicated, why 
isn’t one instantly available? There 
is just one reason. It isn’t the 
manufacturer. It isn’t NADA. It is 
the lack of the individual dealer 
understanding of the reasons for a 
new contract and the necessity for 
it. 

Not very long ago I made a sur- 
vey of dealer opinion on the neces- 
sity of a new contract. It was just 
a limited survey. Take it for what 
it is worth. The opinions expressed 
certainly can’t throw you off more 
than the prediction in some of the 
recent national polls. A great ma- 
jority of dealers urge a new con- 
tract. 


Not so many of them, however, 
have given any thought to the 
terms of such a contract. It is 
always interesting to talk to 
dealers. Try some interviews 
yourself and see if you don’t get 
the same results. 

I am sure, too, you will come 
across a dealer who says, “I got 
along all right under the present 
contract. Why change it?” 


Such a dealer has probably just 
recited his entire history to me. 
How he has been in business for 
forty years. That for many years it 
was nip and tuck as to whether the 
sheriff would catch up with him. 
All during the first 30 years of his 
experience he worked both days 
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and nights. But he did send his 
kids to college. He bought addi- 
tional real estate. He expanded his 
business. 


+ 
Why Worry? 
|B perenne gy the immediate postwar 


years, he had made more money 
(Continued on Page 63, Col. 2) 


* * 


All Aboard! 


N. C. Dealers Combine Parley, 
Cruise in May 


RALEIGH, N.C. — The North 
Carolina Automobile Dealers Assn. 
| will take its 19th annual conven- 
tion out to sea. : 

Business sessions will be held 
| May 18-23 aboard the cruise ship 
Queen of Bermuda. 

A cocktail party will be given by 
Case Driveway, Inc., Huntington, 
W. Va. Other firms planning parties 
include Auto Finance Co.; First 
Citizens Bank & Trust Co.; Secur- 
ity National Bank; Universal C.LT. 
Credit Corp., and Wachovia Bank 
& Trust Co. 








Long Beach Dealers Elect Officers— 


Newly elected officers of the Long Beach (Calif.) Motor Car Dealers Assn. are 
(seated, from left) Owen Masters, vice-president; Jim Crooker, president, and Ed 


Gould, secretary-treasurer. Standing: N. 


Harry Swanson, Bill Bryant, Bud Ridings and Dick Browning, directors. __ 


Nash Denies Retail Sales x 


L. Mclaughlin, executive secretary, and 


As Okla. Dealer Sues 


OKLAHOMA CITY. — Nash-Kel- 
vinator Corp. last week denied 
charges of a former dealership that 
the factory was selling cars in un- 
fair competition with dealers in 
Oklahoma, County. 

The ex-dealership, Capitol Hill 
Nash, Inc., 2423 S. Walker, Okla- 
homa City, has filed a $500,000 
damage suit in Federal Court 
against Nash - Kelvinator Corp. 
and Nash-Kelvinator Sales Corp. 

A Nash spokesman in Detroit 
said, “The corporation has no retail 
license in that area and therefore 
could not possibly be selling cars. 
All cars sold in that area have been 
sold through the retail dealers.” 

In its petition, Capitol Hill 
charged that the manufacturer 
sent representatives into the Okla- 
homa City area who were selling 
Nash cars directly to customers at 
prices slightly above the wholesale 
price. 

In the first cause of action, 
Capitol Hill Nash, through its 
president, L. O. Barton, asks 
damages of $200,000. The firm is 
also asking $50,000 for lost profit, 

$50,000 for loss of franchise and 
triple damages, or $300,000. 

Capitol Hill held a Nash fran- 
chise until Feb. 15, when the firm 
resigned to sign the franchise of a 
competing manufacturer, according 
to the Nash-Kelvinator spokesman. 

The dealership’s petition alleges 
that Capitol Hill was required by 
Nash-Kelvinator to spend $40,000 to 
remodel its building, and was also 
required to spend several thousand 
dollars for service tools and equip- 
ment. 

Capitol Hill says further that it 
was provided a price list on new 


Seattle Schedules 


‘Carnival Week’ 


SEATTLE.—A spring open house 
“Carnival Week” will be staged in 
new-car dealerships here Apr. 19- 
24. 

The event will be sponsored 
jointly by the 40 members of the 
Seattle Automobile Dealers Assn. 
and the Seattle Automobile Sales- 
mens Union. 

Factory-supplied working ex- 
hibits and special models will be 
featured on the program, along 
with free prizes and entertainment. 


cars. Although the firm was not 
told to sell cars at the stated price, 
the petition says, the price list car- 
ried implications that it must be 
followed. 

“On or about Feb. 1, it was as- 
certained that the defendant was 
selling new and unused cars in 
Oklahoma County in competition 
to authorized dealers and slightly 
above wholesale, which was con- 
siderably less than retail,” the 
petition says. 

Capitol Hill Nash charges Nash- 
Kelvinator “unlawfully took ad- 
vantage of its advertising, exhibi- 
tion of Nash cars and service facil- 
ities, and the action does not con- 
stitute free and proper competi- 
tion.” 

The local firm also charges Nash- 
Kelvinator with “subterfuge in that 
sales were listed through author- 
ized Nash dealers in order to secure 
automobile titles through the State 
Tax Commission.” 


Portland Dealer 
Licensed After 
BBB Agreement 


PORTLAND, Ore. — A 1954 busi- 
ness license has been issued to 
Hollywood Ford Motors after Chief 
of Police James W. Purcell with- 
drew objections based on com- 
plaints of unethical business prac- 
tices. 

Purcell informed Mayor Fred L. 
Peterson that the dealership has 
filed with the Portland Better Busi- 
ness Bureau a letter agreeing to 
subscribe to business practices set 
forth by the bureau’s executive 
committee. BBB said it could “voice 
no opposition” to granting of the 
license. 

Hollywood has indicated that it 
will “put forth every effort” to ad- 
just complaints filed with the police 
and BBB. 

Purcell’s original objection was 
filed Jan. 4. An appeal was filed by 
Hollywood but was postponed three 
times pending investigation of com- 
plaints by police and the BBB. 


Complaints against Hollywood 
had charged misuse of “would-you- 


accept the firm’s advertising. 
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For Justice Dept... . 








NADA Prepares Brief 
On Bootleg Proposal 


ILE NADA officials continued 

work on a formal legal brief 
to be presented to the U.S. Justice 
Department, Executive Vice-Pres- 
ident Fred Bell expressed confidence 
last week that NADA’s anti-boot- 
legging proposal would be approved 
by Government officials. 

The legal document, covering 
all possible arguments pro and 
con on the subject, is expected to 
be ready for presentation to the 
Justice Department by Apr. 23. 

“With NADA doing all the re- 
search possible beforehand,” Bell 
said, “we hope that final action by 
the Justice Department may be 
speeded up.” 

NADA’s proposal, which has been 
approved by various auto makers, 
was discussed Apr. 1 with Judge S. 
M. Barnes, assistant attorney gen- 
eral in charge of antitrust activities, 
by Charles Freed, NADA president; 
Bell, and James Moore, NADA legal 
counsel, 

Justice Department approval of 
the proposed clause is necessary to 
avoid any charge in the future that 
tactories or dealers are acting in 
restraint of trade. 

+ * 


PELL had said previously that if 
=% NADA receives a go-ahead from 
the Justice Department, he has 
been assured by factories that they 
will proceed to revise dealer con- 
tracts in regard to protection of 
territories. 

Bell made his remarks last week 
before the regular meeting of the 
Automotive Trade Assn. of the Na- 
tional Capital Area. 

He reviewed NADA’s effort to 
end car bootlegging and said that 
the association would welcome 
any suggestion that would help 
to lick the “present pernicious 
bootleg practices.” 

Bell said one of his fond hopes 
for the future is for every manu- 
facturer to have a vice-president 
for dealer relations — a vice-pres- 
ident whose only function would be 
to promote better relations between 
the manufacturer and the seller. 

The “lunatic fringe” among deal- 
ers, Bell said, usually destroys it- 
self, but not always soon enough. 

+ * * 


JN DISCUSSING the bootleg sit- 

uation, Bell touched on new-car 
freight charges to the southwest 
and west coast. Possibly, he said, 
dealers in the National Capital area 
weren’t interested in the subject 
because it was happening to some- 
body else at a great distance. 

However, dealers everywhere 
should be concerned, he said. 

“If the good dealers, the nation 
over, march shoulder to shoulder 
... they can’t help but win better- 
ment of conditions for all,” Bell 
said. 


* * * 


ADA’s efforts got added, though 
indirect, support last week 
when the Georgia Automobile Deal- 
ers Assn. prepared for statewide 


distribution a nine-page circular, 
entitled Territorial Security Is the 
Only Answer. 

“With the present unregulated 
and unrestricted automobile sales 
competition, the authorized dealer 
is in a situation comparable to a 
man running a race for survival 
with a 100-pound anchor around 
his neck,” the circular said. 

This handicap, it said, is the di- 
rect and indirect expense obliga- 
tions of the franchised dealer as 
compared with those of the non- 
contract auto dealer. 

“Today, many ethical contract 
dealers of the automobile industry 
are faced with sudden death,” the 
circular said, and added that ex- 
penses carried by a city dealer 
average from $750 to $1,000 daily. 

+ * + 


: EN gross profit is drastically 
and sharply reduced by cut- 
(Continued on Page 59, Col. 1) 


Quad-City Show 
Cracks Record 


For Attendance 


ROCK ISLAND, Ill.—More than 
10,000 spectators jammed the Rock 
Island Armory in the first two days 
of the 1954 Quad-City Autorama, 
which closed yesterday (Apr. 11). 

Official count for the entire show 
was unavailable, but spokesmen 
said a record attendance for the 
event was assured. 

The Autorama was sponsored by 
17 car dealers of Davenport, Ia., and 
Rock Island, Moline and East Mo- 
line, Ill. Special models designed by 
Chevrolet, Packard, Buick, Oldsmo- 
bile, Cadillac, Chrysler, Plymouth, 
Dodge and Kaiser were displayed 
in addition to regular production 
cars. 

The entertainment was headlined 
by Wayne King and his orchestra. 
A fur style show was stagéd daily. 


200 Dealers Hold 
Memphis Parley 


MEMPHIS.—More than 200 west 
Tennessee dealers and their per- 
sonnel attended the Tennessee Au- 
tomotive Assn.’s spring regional 
meeting here. 

Speakers were John W. Mock, 
sales and management consultant 
of Evanston, Ill.; Chester R. Pace, 
TAA president, and David P. Whel- 
chel, executive vice-president. 


Lafayette Dealers Join 


In Spring Open House 


LAFAYETTE, Ind.—Ten new-car 
dealers here have cooperated in 
presenting a Spring Open House at 
each of the dealerships. Twelve 
cash prizes were given away at a 
drawing at the close of the 16-day 
event. 





Bell Addresses Capital Area Dealers— 


Bootlegging, union activities, freight charges and factory-dealer relations were 
. discussed by Frederick J. Bell (left, foreground), executive vice-president of NADA, at 
takes,” and newspapers refused to|a meeting of the Automative Trade Assn. of the National Capital Area. Attendance 


at the meeting set a record. 
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OUR PLATFORM 


” |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 

i 2. Every dollar of gasoline and oil taxes, collected by state and federal 
governments, applied to the building and maintenance of highways; 

{| 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Industry in the Spotlight 
Must Step with Care 


IS ironic—but not unexpected—that the first full year 

of free competition since the war in the auto industry 
should be followed by a resolution in Congress charging 
monopoly. 

Ever since 1941, the industry has enjoyed only brief 
periods of respite from government controls in one form or 
another — ranging from all-out controls, materials alloca- 
a credit controls, price controls, or a combination of 

ese. 

But early last year, the barriers were lifted and a no- 
holds-barred struggle began. 


It wasn’t long before there were rumblings in the indus- 
try. Individual dealers and dealer associations began to talk 
of state legislation and investigations by the Department 
of Justice and the Federal Trade Commission. 


Can it be that the auto industry can’t stand free competi- 
tion? Or that we have become so accustomed to the paternal 
hand of the Federal Government that we can’t go our 
own way? 

Is it just the case of dealers growing soft and real selling 
_ techniques getting rusty? 
Or perhaps the factories became so used to dealers asking 


for more cars that they couldn’t hear the dealers when they 
asked for fewer cars? 


Have we forgotten the difference between good, hard 
aggressive selling and deceptive, demoralizing forced selling? 


Are some inexperienced men in both factories and deal- 
erships overlooking the long-term good of the industry for 
short-term advantages in production races? 


Few can answer all of these questions. But it might be 
well to ponder them. For the Crumpacker resolution, what- 
ever happens to it, reflects symptoms of something amiss 
in the industry. 


Certainly it is time to walk with care, to temper ag; 
siveness with good judgment, to sell hard but avoid even 
the appearance of forcing cars on dealers, or of deceiving 
the public. 

' The industry is in the spotlight. False moves will be mag- 
nified and reflect adversely on the industry. 











AUTOMOTIVE NEWS, APRIL 12, 1954 


Coming 
Events 


Dealers Auto Shows 


April 19-25 — Denver Auto Show, Denver 
Municipal Bidg., Denver. 


April 22-25—Sioux City Automobile Show, 
Municipal Auditorium, Sioux City. 
April 29-May 2—Logansport Auto Show, 
City Armory, Logansport, Indiana. 
May 22-31 — Indianapolis Custom Auto 
Show, Manufacturers Building, Indiana 
State Fairgrounds. 
Se. @ <2 


Dealers Conventions 


April 14-1$—Automobile Dealers Associ- 
ation of Indiana, iInc., Convention, 
Claypool Hotel, Indianapolis. 

April 15-l6—Automobile Dealers Associa- 
tion of Indiana Convention, Claypool 
Hotel, Indianapolis. 

May 3-4—Illinois Automotive Trade Associ- 
ation Convention, Leland Hotel, Spring- 
field Ill. 

May 7-8—South Carolina Automobile Deal- 
es Association Convention, Francis 
Marion Hotel, Charleston. 

May 10-1i—Missour: Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. 

May |1-i2—Massachusetts State Automo- 
bile Dealers Association Convention, 
Hotel Statler, Boston. 

May .18-23— North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 


muoa. 

May 23-25—Michigan Automobile Dealers 
Association Convention, Pantlind Hotel, 
Grand Rapids. 

June 3-5 — Wasnington State Auto Deal- 
ers Association Convention, Bellingham, 
Wasnington. 

June — Automobile Trade Association of 
Maryland Convention, Ocean City, Mary- 
land. 

June 7-8—Automobile Dealer Associations 
of Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls. 

August — Automobile Dealers Association 
ot West Virginia, Greenbriar Hotel, 
White Sulphor Springs. 

Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 


HEY, GRAMPS— 
WHOS THE NEW GUY? 


OR IS HE 
A WNIIRAGE? 


Springs. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 


Sept. 12-13— South Dakota Automobile 
Dealers Association Convention, Rapid 
City, South Dakota. 

Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. Convention, Hotel Hilton, 
Albuquerque. 

Sept. 17—Kansas Automobile Dealers Assn. 


Convention, Broadview Hotel, Wichita. 


an, 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

Sept. 19-22—New York State Automobile 
Dealers Convention, Saranac inn, Sara- 
nac, New York. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 20-2i—Wisconsin Automotive Trages 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hertel Biloxi, Miss. 

Oct. 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 


Letterbox 





sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Mississippi Automobile Deal- 
- Assn. Convention, Buena Vista hotel, 
Oxi. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Agie- 
thorpe Hotel, Savannan. 

Oct. 17-19—Arizona Automobile Dealers 
Assn. Convention, Westward Ho Hotel, 
Pnoenix. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Horel, Mem- 
phis. 

Oct. 23-25—Arkansas Automobile Deaiers 
Association Convention, Hotel George 

sone Jacksonville. 

Oct. 24-26—Florida Automobile Dealers 
Assn, Convention, George Washington 
Hotel, Jac«xsonville. 

Oct, 26 — Connecticut Automotive Trades 
Association Convention, Hartiord. 

Nov. 7-7—Ohio Automobile Dealers Assn. 


Broad Scope 


Just a line to congratulate AuTo- 
Motive News on a broader scope 
than I thought. 

You ran an item about my col- 
lection of foreign obsolete motor 
license plates a few weeks ago. Due 
to it, I received the few plates I 
needed to complete the United 
States and Canada, also one foreign 
plate. 

The real payoff was a few days 
ago when I received a plate from 
Manila, from R. M. Bownass, P. O. 
Box 309. This will probably be the 
longest distance plate I will receive. 

He is an International Harvester 
dealer. Have thanked Mr. Bownass 
and mailed him a small memento 


Convention, Mayfiower Hotel, Akron. for his courtesy.—Harotp L, FranxK- 
Nov. 7-9— Kentucky Automopile Deaiers LIN, Franklin Chevrolet, Inc., Pula- 
Association Convention, Kentucky Horel, ki. N.Y - 
Louisvilie. om, N. 2. 
Nov, 20—Utah Automobile Dealers Asso- ° : . 
ciation Convention, Newhouse Hotel, isti 
gigttes Conve otel, | Statistics Urgent 


(Continued on Page 56, Col. 4) Most astonished delayed delivery 


10 Years Ago... 


The Big Story 


Hudson reported a net income of $1,637,958 for 1943 . . . The 200,- 
000th Jeep rolled from the assembly lines of Willys-Overland .. . 
Taking issue with recent statements that increased costs may force 
auto price increases which would create a barrier to mass sales, the 


UAW-CIO said in its research report that prices can be slashed 10 
to 15 percent below prewar prices if they are based on real cost of 


production ...R. E. E. Jessop, Vancouver, has developed what he 
describes as a simple invention based on the principle of steam in- 
jection into the carburetion system, which he claims not only raises 
car mileage, but gives greatly improved motor performance . . . The 
University of Michigan engineering research department will be 
asked to study the effect of weight loads of tandem truck-trailers 
on highways . . . Petroleum Administrator Harold Ickes emphasized 


that at this time there is no possibility of increasing civilian gasoline 
rations. 


—From the Files of Automotive News. 








‘Real Payoff . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 








(ONT READ THIS BRILLIANT OBSERATION 
IE THE WEATHER SHOWS ANY SIGN OF 
BEING HUMAN BY PRESS T/ME 
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your papier stop Last issue re- 
ceived is nr 3432 stop Needing last 
issue view statistics stop Kindly 
airmail urgent thanks.—Auto Corp., 
Casablanca. 


Dealer’s Sales Problems 


This is my fourteenth year as a 
captive truck dealer, one of the 
“Big Three.” I also sell passenger 
cars. All this talk about poor sales- 
manship and poor salesmen and 
poor dealers makes me laugh 
every time I read about it. 

If these car dealers who don’t 
earry trucks think they have 
trouble with their salesmen, they 
should have both trucks and cars 
to sell. They should try to hire, 
and get results, from salesmen 
selling both commodities. 

It would seem that all the stories 
about poor salesmen and poor 
salesmanship come from the large 
towns and perhaps the large 
dealerships. I am a small dealer in 
a small town. I have one salesman 
and do some of the selling myself. 
I have had at times as high as 
seven salesmen working for me. 
This was before the war. 


Different View 


I would like to present the side 
of the dealer who is on the sales 
floor himself enough of the time to 
know some of the answers that are 
available as far as selling, sales- 
manship and hiring of salesmen in 
the automotive business. 

In following the Letter Box, I 
find that there are a lot of good 
comments on both sides of the 
question. But it seems to me that 
cne important thing has been left 
unanswered. I won’t attempt to 
bring that point into the picture 
yet, although I would like to make 
some of the following observations. 

In the first place it is a well 

(Continued on Page 57, Col. 1) 
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NOW THAT I'VE LOOKED OVER 




















As WELL, 
1M IN THE MARKET FOR A | YOUR CAR, ILL TRY TO BEAT WHAT CAN 
LATE MODEL, DUSTY. BUT “| THE BOOK MAYBE WE CAN YOU SHOW 
FIRST, WHAT’LL YOU Go ABOUT $425 _& ME ? 





GIVE ME FOR MY 
OLD JOB ?” 











LET ME SEE. | THINK | HAVE ONE THAT 
JUST FILLS THE BILL. LETS TAKE A 
LOOK AT THAT BLUE SEDAN OVER 

IN THE CORNER OF THE LOT-THE /@ 
ONE WE JUST OVERHAULED. | 


WE'VE GOT SOME REAL 
BARGAINS ! WHAT 
WERE YOU THINKING 
OF PAYING EACH ’ 











(24288 


HERE SHE IS,MR.GORMAN. ITS A NICE LOOKING | | JUST A SECOND, ILL LOOK IT UP 

WAIT TILL YOU HEAR THE JOB, ALRIGHT. WHAT'S |_| IN THE RATE CHART. THAT COMES MANAGE THAT, 
MOTOR. WEVE GOT TO JUST $62 A MONTH WITH LET ME TRY 
IT TICKING LIKE 

, A WATCH, — 








YOU BET | WANT THAT 
b S PACKAGE YOU 
WITH ALL THE PROTECTIONS ON ‘PNA { gust sHoweD 
OUR PLAN. WILL YOU MAKE OUT : Se 
\ THE PAPERS ~ FOR I8 MONTHS ? Ay, : IT PAYS TO TALK FINANCE 
ey ei | EARLY IN THE SALE.THIS 
WAY YOU CLASSIFY YOUR 


PROSPECTS AND YOU CAN 
USE THE UNIVERSAL C.1.7- 
PLAN TO CLOSE THE SALE, 
sceneries ererermsorrrecaneaat 


UNIVERSAL C, I. T. 
CREDIT CORPORATION 


6 


5%% Commission Asked .. . 


Sales Union Demands 
Rock Detroit Dealers 





By Joe Callahan 
Staff Writer 

FL Teamsters, whose organiza- 

tional drive among Detroit’s 
auto salesmen is mushrooming, last 
week announced the demands they 
will make at the 130 dealerships 
where they claim to have at least 
30 percent of the salesmen signed 
up. 

According to Henry Lower, 
business agent for the Automo- 
bile Salesmen and Demonstrators, 
Local 876, the principal demands 
will be: 

1. A commission on new cars of 
5% percent of the gross factory 
suggested retail price. This would 
be less taxes and plus accessories. 

2. A drawing account of $75 per 
week for new and used-car sales- 
men, with a “washout” after 30 
days. The drawing account would 
be charged against the salesman’s 
first $75 in commissions. If his com- 
missions failed to average $75 a 
week for a month, he’d start over 
the next month with a clean slate. 

* * * 
3 DEALERSHIPS would be lim- 

*ited to one salesman for every 
80 cars which the factory annually 
allocated to them. 

4. The dealer would hire all 
salesmen through the union, pro- 
vided that the union was able to 
provide satisfactory salesmen. 
New salesmen hired outside the 
union would be on probation for 


= es 
British Introduce 
Car to Compete 
o, e 

With Metropolitan 

LONDON. — Following introduc- 
tion of the Nash Metropolitan, 
Standard Motor Co. has announced 
a small car for export. Its ‘price 
will be $1,145. 

(The Metropolitan hardtop lists 
at $1,445 at U.S. coastal ports.) 

The new Standard four-door se- 
dan has a 33-horsepower engine, 
which the maker says will propel 
the car from a stop to 50 miles per 
hour in 24 seconds. 

The four-seater has a top speed 
of 66 miles per hour and delivers 
better than 32 miles a gallon, ac- 


cording to Standard. It has speci- 
ally strengthened shock absorbers. 


Delta Tool Pointers 
PITTSBURGH.—The Delta power 
tool division of Rockwell Mfg. Co. 
will demonstrate new ways to cut 
production maintenance time and 





costs through proper tool selection | 


at the annual show of the Amer- 
ican Society of Tool Engineers in 
Philadelphia Apr. 26-30. 


Nash Officials, Dealers Meet in West— 
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Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


30 days, after which they must 
join the union. 

5. Commissions on all house deals 
would be divided among the sales- 
men. Excepted from this rule would 
be sales to fleet accounts, sales to 
the dealer’s family and sales of two 
demonstrators annually to sales- 
men. 

6. All house deals would be re- 
ported in detail to the union by the 
fifth day of-each month. 


rr SALESMEN could purchase 
*demonstrators from the dealer 
at the cost to the dealer, or the 
salesmen could drive demonstrators 
for the dealer for which the sales- 
man would receive at least $20 per 
month in expenses. In the latter 
case, full insurance would be paid 
by the dealer, with the salesman 
paying the first $25 in the event of 
an accident. 

8. Used-car salesmen would re- 
ceive a commission of 7 percent 
on the sale price, or 7 percent of 
the cash differential if a tradein 
is involved, Minimum used-car 
commissions would be $25 per 
car, and maximum commissions 
would be $125 per car. Used-car 
salesmen would get $25 for buy- 
ing a car off the lot, $15 for buy- 
ing a car at the curb and $10 for 
wholesaling a car. 

9. Any deal accepted by the deal- 
er would be considered legal and 
no compromise commission could be 
accepted by the salesman. 

10. All salesmen would have equal 
floor time. 

” . s 
ll NO parttime salesmen of any 
* nature would be permitted. 

12. Salesmen would devote all 
their working hours to selling their 
firm’s cars. 

18. Representatives of the union 
would have the privilege of visit- 
ing the dealership to interview 
salesmen. 

14. Ordinarily, no commission 
would be charged back to a sales- 
man in the event of a repossession. 

15. New-car showrooms would 
close at 9 p.m. weekdays and at 4 
p.m. Saturdays and on days before 
holidays. Used-car lots would close 
at 9 p.m. weekdays and at 6 p.m. 
Saturdays and days before holidays. 
This would not apply during the 
auto show or used-car show or the 
10-day period after new-model in- 


troduction, 

1 ALL showrooms and lots 
* would be closed Sundays, 

New Year’s Day, Memorial Day, 

Fourth of July, Labor Day, Thanks- 

giving and Christmas. 

Lower said that the union’s 
proposals were drawn up by a 
special salesman’s committee con- 

(Continued on Page 61, Col. 1) 





These Nash executives and dealer representatives get together in Los Angeles for 





the third of a series of factory-dealer sessions. Seated around the table (from left) are 
W. B. James, San Francisco; M. B. Ballard, Salt Lake City; F. C. Groesbeeck sr., Albu- 
querque, N. M.; L. D. Felts, Longview, Calif.; C. W. Wentworth, Portland, Ore.; C. H. 
Yordi, resident engineer, El Segundo, Calif.; Karl E. Kuehl, production quality super- 
visor, Kenosha, Wis.; W. A. Cook, national service manager; E. F. Warner, plant 
production manager, El Segundo; E. Garrett, Yuma, Ariz.; S. T. Honig, Los Angeles; 
H. F. Brown, San Bernardino, Calif.; C. R. Walker, Los Angeles, and W. F. Hudkins, 
Son Mateo, Calif. Standing: L. T. Kouns, western divison sales manager; George 
Romney, executive vice-president of Nash-Kelvinator Corp.; M. F. Moore, research 
vice-president; H. C. Doss, sales vice-president, and J. B. Huntress, Nash advertising 


manager. 
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(Aptco Auto Auction. 


April 7 
(Prices very firm, Sold 115 cars 
out of 150 entries.) 

BUICK-—'52 Super 4-dr., $1,275*; RM 
4-dr., $1,230*. °51 RM 4-dr., $950*, 
$830*. '50 Super Riviera coupe, $745*; 
4-dr., $600; Special 4-dr., $425; RM 
4-dr., $700°. 

CHEVROLET—’'53 (210) 4-dr., $1,- 
425*, $1.400*. '52 SL Deluxe sport 
coupe, $860*; 2-dr., $875, $855, $815; 
Bel Air, $1,145. '51 SL Deluxe 4-dr., 
$680; 2-dr., 2 at $715, $705, $695; 
station wagon, $900*. 50 SL Deluxe 
sport coupe, $510; 2-dr., $750; conv., 
$600; station wagon, $410. '49 FL 
Deluxe 2-dr., $510, $350, $270. 

CHRYSLER—’53 NY 4-dr., $1,500*, 
$1,095*; club coupe, $985, °51 Wind- 
sor 4-dr., $890; Imperial 4-dr., $950* 
(ps). 

DeSOTO—’52 Fire Dome club coupe, 
$1,090*. ‘51 Custom 4-dr., $810*, 
$750*. ’50 Custom 4-dr., $625*. °49 
Deluxe club coupe, $470. 

DODGE—’52 Coronet club coupe, $1,- 
060, $780; 4-dr.. $840*. ’°51 Meadow- 
brook 4-dr., $775*, $750*. °50 Way- 


$1,100; 






















farer 2-dr., $505. 

FORD—’53 Custom (8) 2-dr., 
club coupe, $1,450; 4-dr., $1,425*. 
'51 (8) 2-dr., $750*, $670, $615; (6) 
4-dr., $535. °50 (6) 2-dr., $430, $415; 
club coupe, $470. ’49 (6) club coupe, 
$340. '47 4-dr.. $250. ’46 2-dr., $210. 

HUDSON—’52 Hornet 4-dr., $1,005*. 
"51 Hornet conv., $875*; 4-dr., $550; 
Pacemaker club coupe, $515. ’50 Su- 
per 4-dr., $350, 

LINCOLN—’49 4-dr., $275. 

MERCURY—’54 Monterey 4-dr., §$2,- 
380* (ps). ‘53 club coupe, $1.610*. 
4-dr.. $1,300*. °’51 4-dr.. $760*, 2 
at $755*;: club coupe, $650. '50 club 
coupe, $470, $585, $590. °49 4-dr., 
$385, $310. 

NASH—’52 Ambassador 2-dr., $935. '50 
Statesman 4-dr., $360. °49 (600) 4- 
dr., $225. 

OLDSMOBILE—’53 (88) 2-dr., $1,815*. 
’51 (98) Holiday, $1,125*. °50 (98) 
4-dr., $625*. 

PACKARD—’53 4-dr., $1,450*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1.- 

$1,095; Cambridge suburban. 

"52 Concord 4-dr., $765. °51 


210, 
$1,340. 
Concord Suburban, $740; Cambridge 
, $590; 2-dr.. $560; club coupe, 
$630, $440 Belvedere, $725. '50 De- 


4-dr. 

luxe 4-dr., $465, $405. °49 Deluxe 
4-dr., $245, $175. 

PONTIAC—’53 (8) Catalina, $1,875* 
(ps); station wagon, $1,900*. ‘52 
(8) 4-dr., 2 at $1,100*, $1,060*. ‘50 
(8) 4-dr., 2 at $650; (6) 2-dr., $335. 
"49 (6) 4-dr.. $400. 

STUDEBAKER—’52 Commander conv., 
$900. '51 Champion club coupe, $525; 
4-dr.. $425. °49 conv., $250. 

WILLYS—’52 (6) 2-dr., $525. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports Are On Pages 46, 47, 48 


First J-57 Engine Delivered 
By Ford Ahead of Schedule 


CHIGAGO.—The Ford Motor Co.'s 
Aircraft Engine Division last week 
delivered to the Air Force the first 
J-57 engine made at the division’s 
mammoth plant at 7401 S. Cicero 
Ave. 

The engine was delivered by 
Henry Ford II, company president, 
to Maj. Gen. W. F. McFee of the 
Air Force, following a tour of the 
plant by company officials, Air 
Force representatives and members 
of the press Apr. 6. 

Described as the most powerful 
Turbojet known to be in produc- 
tion and believed to be at least two 
years in advance of any other en- 
gine known in the Turbojet field, 
the new J-57 is being produced by 
Ford under a license agreement 
with the Pratt & Whitney Co. 

At a press conference following 
the tour, Ford said, “I didn’t 
know we had a recession” in re- 
sponse to a query about the “cur- 
rent business recession.” 

Optimism over the business out- 


Lone Hudson Deal 
In Atlanta Closes 


ATLANTA. — This city’s only 
Hudson dealership, J. W. Gold- 


Sales every 





Obituaries 


Arthur H. Jones, 
Pioneer Dealer, 
After Operation 


HASTINGS, Neb. — Arthur H. 
Jones, 79, pioneer auto dealer here, 
died Apr. 3 in Rochester, Minn., a‘- 
ter an operation. 

Mr. Jones, a Chrysler-Plymouth 
dealer, was the principal partner in 
A. H. Jones Co., which he founded 
in 1905, and its subsidiary, Great 
Plains Motor Parts Co., which 
serves Chrysler Corp. dealers in 
parts of Nebraska, Kansas and 
Wyoming. The company had been 
reorganized last January with Mr. 
Jones dropping much of the man- 
agement. 

Mr. Jones was one of the seven 
members of the national Chrysler 
dealer council when it was formed 
in 1951. He served 10 years as an 
NADA director and was a member 
of the association’s auditing com- 
mittee. He also was a past director 
and past president of the Automo- 
tive Dealers Assn. of Nebraska. 

He served Hastings College for 
32 years as chairman of the board, 
resigning in 1952, and a year later 
was made honorary chairman. He 
also was a charter member and 
| past president of the Hastings Ro- 
tary Club and was active in Ma- 
sonic circles. 


Pierre S. duPont, 
Ex-GM President 


WILMINGTON, Del. Pierre 
Samuel duPont, 84, former pres- 
ident and chairman of the board of 
E. I. duPont de Nemours & Co. and 
a former president of General Mo- 
tors, died Apr. 5. 

Under duPont, the century-old 
duPont company expanded into a 
varied field of chemical products. 
It developed nylon, cellophane and 
some 1,000 other products. 

It was during World War I that 
Mr. duPont became interested in 
the automobile business. Guided by 
| the advice of the late John J. Ras- 
kob, he invested his firm’s money 
|in GM stock, and in 1920 was elect- 
ed president of the corporation. He 


| served for three years. 
© * + 


Lawrence M. McComb; 


Became Dealer in 1902 


PHILADELPHIA.—Lawrence M. 
McComb, a pioneer automobile 
dealer, died here at the age of 87. 
look was expressed by Ernest R. | McComb operated a Duryea deal- 
Breech, Ford executive vice-pres- eceeip Seems 1068 to 1006. lie later 


ident. Breech said current business | a eS _ oes 
conditions are “a very mild reflec- | A 


1 ing & Loan Assn. of South Phila- 
tion of inventory adjustments such | ge|phia for many years. 
as we experienced in 1937, although a.“ © 


this adjustment is not as severe.” Bert G Cochrane 66 
» ’ 9 


Breech called for a return of con- 
fidence, “so people are not fearful Casco Products Official 
BEVERLY HILLS, Calif. — Bert 


Wednesday ) 
March 31 


(Prices firm. Sold 111 cars out of 
150 entries.) 


BUICK—’53 Super Riviera coupe, §$2,- 
015*, $1,950°. 52 Special 4-dr., $1.- 
130*; RM Riviera coupe, $1,380*, °51 
Super 4-dr., $1,070; RM _ Riviera 
coupe, $1.165*. ‘50 Special 4-dr.. 
$600°. "49 RM 4-dr., $365*. 


CADILLAC — ’51 (62) 4-dr., $1,925*. 
‘49 (62) conv., $1,200°. 

CHEVROLET—’53 (210) 4-dr., $1,270, 
$1,250; 2-dr., $1,300*, $1,250*; (150) 
4-dr., $1,175, $950; 2-dr., $1,150. °52 
SL Deluxe 2-dr., $875, $835, $715. '51 
SL Deluxe 2-dr., $715, $700, $690, 
$660; 4-dr., $710; Sport coupe $900; 
SL Special business coupe, $690. '50 
SL Deluxe 2-dr., $550; sport coupe, 
$600; SL Special 2-dr., $440, $475. 
49 SL Deluxe 2-dr., $600, $435; SL 
Special 2-dr., $400, $370. ‘48 SM 
2-dr., $260. '47 SM business coupe, 
$150. 

CHRYSLER — '51 NY conv., 
(ps); 4-dr., $945. 

DODGE—’51 Meadowbrook 4-dr., $680. 
"50 Meadowbrook 4-dr., $520. 

FORD—’53 Custom (8) 4-dr., $1,330*, 
2 at $1,235*, $1,230, $1,200, $1,180; 
2-dr., $1,300, $1,275, $1,200, $1,100; 
Victoria, $1,490*; Custom (6) 2-dr. 
$1,185*; (6)~%-ton pickup, $900. '5 
Custom (8) 4-dr., $965; club coupe, 
$950; (6) 2-dr., $985. '51 (8) 2-dr., 
$640; (6) 2-dr., $270. 50 (8) 2-dr., 
$570; (6) 2-dr., $550, $530. °49 (8) 
conv., $340; club coupe, $430; (6) 2- 
dr., $305, $270. °47 (6) 2-dr., $125. 

HUDSON—’51 Hornet 4-dr., $830. 

LINCOLN—’49 4-dr., $620*. 

MERCURY — ’52 4-dr., 2 at $1,075*; 
club coupe, $1,275*; Monterey club 
coupe, $1,350°. ’51 4-dr., $800. ’50 
4-dr., $600. '49 4-dr., $450. 

NASH—’51 2-dr., $430. '50 2-dr., $230. 

OLDSMOBILE—’53 (88) 4-dr., $1,775*. 
"52 (88) 2-dr., $1,315*. ’51 (88) club 
coupe, $980*; 2-dr., $770*. ‘49 (98) 
4-dr., $190*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,- 
050; club coupe, 2 at $1,050. °'52 
Cambridge club coupe, $810. ‘51 
Concord 2-dr., $475, $405; club coupe, 
$655. ’49 Deluxe conv., $410. 


PONTIAC—’53 (8) 4-dr., $1,600*, ’ 

(8) Catalina, $1,400*, $1,380°. 
(8) Catalina, $925; 2-dr., $915, $900; 
4-dr., $925. ’50 (8) Catalina, $845°*; 
(6) 4-dr., $460. '49 (6) 2-dr., $430; 
4-dr., $445. 

STUDEBAKER—’'52 Commander conv., 
$910; Champion 4-dr., $650, $615; 
2-dr., $635; club coupe, $935. °51 
Champion 4-dr., $250. 


$1,225° 





of having a deep recession.” 

C. J. Moore, general manager of | G. Cochrane, vice-president of Cas- 

the Ford Aircraft Engine Division,|co Products Corp., Bridgeport 

said the J-57 production program | (Conn.) parts-making firm, died at 

is slightly ahead of schedule. Regu- | his home here March 30. Mr. Bert, 

lar deliveries of J-57’s to the Air | 66, entered the automotive field in 
( Contteaed on Pege &. Col. 3) (Continued on Page 60, Col. 2) 


smith, Inc., has gone out of busi- | gems 


ness. 

The firm, founded in 1913, was 
sold to George R. Vance two years 
ago, Hudson said. Vance kept the 
original dealership’s name. 

The building being vacated by the 
Goldsmith firm at 486 W. Peachtree 
St. N.W., will be occupied by 
Downing-Nash, Downing is retain- 
ing J. K. Andrews, former Gold- 
smith service manager, to handle 
service to Hudson owners. 

The truck department of Wade 
Motor Co. (Ford) will move into 
the oli Downing-Nash location at 
440 Spring St. N.W. 





J-57. F-1 ENGINE “600.003 
FIRST FORO BUILT PRODUCTION E) 
Burr TESTED AND APPROVED 





Air Force Gets First Ford Turbojet— 


Ford Motor Co.'s aircraft engine division in Chicago last week turned over to the 
Air Force the first Ford-built J-57 turbojet engine, some parts of which are produced 
in the Rouge plant. Watching the delivery are (from left), Ernest R. Breech, executive 
vice-president; John Dykstra, group executive; Henry Ford II, president; Maj.-Gen. 
William F. McKee, of the Air Materiel Command; D. S. Harder, manufacturing vice- 
president; A. C. Moore, general manager of the Chicago division, and Lt.-Col. R. K. 
LeBeck, Air Force plant representative. 
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AUTOMOTIVE NEWS, APRIL 12, 1954 


‘““Seller’s Market!’’ 


According to the economics books, a seller’s 
market exists when buyers reach eagerly for 
a seller’s wares. 


This happens every day in the Classified pages 
of THE INQUIRER. Classified—that vital testi- 
mony to a newspaper’s power—sells millions 
of dollars worth of goods and services for 
businessmen and individuals every year in 


THE INQUIRER. That’s one reason THE 


INQUIRER is far out front in classified adver- 
tising in Philadelphia... just as it is FIRST 


in national advertising, retail advertising and 
total advertising. 


Put this selling power to work for you. 
Schedule THE INQUIRER! 





Che Philadelphia Pngquirer 


The Voice of Delaware Valley, U.S.A. 


Exclusive Advertising Representatives : 


NEW YORK CHICAGO 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH 
342 Madison Ave. 20 N. Wacker Drive 
Murray Hill 2-5838 Andover 3-6270 





Population soars in 
DELAWARE VALLEY, U.S.A. 


Up 20% since 1940! That's the in- 
crease in population in the world’s 
greatest industrial area. Over 42 
million people here now...with 5 
million estimated by 19460! 


of: 


C 





West Coast Representatives: 


DETROIT SAN FRANCISCO 
FITZPATRICK & CHAMBERLIN 
155 Montgomery St. 
Garfield 1-7946 


GEORGE S. Dix 
Penobscot Bidg. 
Woodward 5-7260 


RE oS tk NI A BY OR 


LOS-ANGELES 
FITZPATRICK & CHAMBERLIN 
1127 Wilshire Boulevard 
Michigan 0259 
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Three Entries Sweep Field for Independent .. . 





Studebaker Wins Economy Run 


competing auto officials. If wejexact route was announced only 


(Continued from Page 1) 


per gallon was a Studebaker 
Champion Custom with 29.5806. 
A Studebaker Land Cruiser with 
automatic drive won in ton miles 
in its class. 

The counterpart of last year’s 
sweepstakes winner, a Ford Main- 
line 6, was fourth in ton miles. 

Runners-up in ton miles per gal- 
lon were a Dodge Royai V-8 with 
overdrive, §£3.0456, second; Stude- 
baker Champion, 56.5138, third; 
Ford Mainline 6, 55.5773, fourth; 
Studebaker Land Cruiser with au- 
tomatic drive, 53.9942, fifth, and 
Lincoln Capri with automatic drive, 
52.2894, sixth. ‘ 

> o 


HEF are the results by classes 
(miles per gallon first, ton 
miles next): 

Low-pricep (standard and over- 
drive)—Studebaker Champion Cus- 
tom, 29.5806 and 56.5138; Ford Main- 
line 6, 26.1479 and 55.5773; Ford 
Mainline V-8, 23.3884 and 50.7520; 
Plymouth Belvedere, 22.4397 and 
47.7067; Chevrolet Two-Ten, 22.3167 
and 46.9855. 

Low-Priced (automatic trans- 
mission) — Hudson Jet-Liner, 
21.6382 and 43.1249, The Hudson 
was the lone entry in this class. 

Low-mepium (standard and over- 
drive) — Dodge Royal V-8, 25.3973 
and 58.0456; Mercury Monterey, 
21.4781 and 40.9796. i 


Armee (automatic trans- 
mission)—Oldsmobile 88, 19.7506 
and 49.7122; Dodge Royal V-8, 
21.3511 and 48.5951. 

Upper-mevium (standard and over- 
drive) — Studebaker Land Cruiser, 
28.1046 and 60.8465; DeSoto V-8, 
20.3514 and 49.5558. 

Upper-Medium (automatic 
transmission) —Studebaker Land 
Cruiser, 24.5768 and 53.9942; Nash 
Ambassador Super, 20.6582 and 
47.7721; Hudson Hornet, 19.8481 
and 47.7346; DeSoto V-8, 17.9770 
and 44.1334; Packard Clipper De- 
luxe, 17.8957 and 43.6744. 

Hicu-pricep (automatic transmis- 
sion) — Lincoln Capri, 19.7542 and 
52.2894; Chrysler New Yorker, 
17.8322 and 45.5792; Chrysler Cus- 
tom Imperial, 16.4463 and 45.1370. 

* 7” 


AN UNUSUAL victory was that 
of the Oldsmobile in that it was 
a private entry of Leonard Debell, 
who owns Southern California Plat- 
ing Co. and Debell Auto Enter- 
prises. Debell had long sought a 
victory with a Chevrolet, much to 
the discomfort of the factory. 
Olds officials feigned no inter- 
est in the private entry, but un- 
officially called Mobilgas head- 
quarters each evening to see how 
it was doing. 

In contrast to this lack of official 
sponsorship, the three Studebaker 
entries were backed by the strong- 
est organizational effort ever made 
in an Economy Run. The Stude- 
baker team, headed by Jack Davis, 
of the engineering staff, had been 
on the Coast since the first of No- 
vember. 

“I got home only two weeks in 
the five months when my wife had 
a baby,” Davis said. a 

- 


GANIZATION like this buried 
a couple of Economy Run 


Ss: 

1, That the ton-mile system makes 
a Greyhound bus the ideal entry 
because of weight advantage. 
Studebakers are lighter than com- 
petition, and the Champion was the 
lightest entry in the field—lighter 
even than the Hudson Jet. 

2. That the famed Lincoln- 
Mercury team of Clay Smith and 
Bill Stroppe, combined with Les 
Viland in a Ford, made the Ford 
Motor Co. entries an unbeatable 
.team. There were, however, the 
usual gripes in the heat of losing 
—the so-called “inside dope” that 
the Ford entries had been 
*“jobbed.” 

Tom Frost, of Warrenton, Va., a 
Ford dealer himself and long an 
~ American Automobile Assn. official 
on the runs, called such talk “a lot 
of bunk.” ; 

“The AAA men were scrupulously 
impartial,” Frost said. 

cs * 


for the Studebaker men from the’ decided to make the clinics an annual affair. 


couldn’t win, we’re glad a fighting 
independent won, was the general 
tenor. 


Runnersup to the Champion in 
actual mileage were: Studebaker 
Land Cruiser with overdrive 
(which won the sweepstakes), 
28.1046, second; Ford 6, 26.1479, 
third; Dodge Royal V-8 with 
overdrive, 25.3973, fourth, and 
Studebaker Land Cruiser with 
automatic drive, 24.5763, fifth. 


The sweepstakes winner was en- 
tered by a dealership, Paramount 
Motors, San Francisco, and was 
driven by Dick Griffith. Studebaker 
dealers of Los Angeles entered the 
Champion, and Don Rasmussen, 
Portland (Ore.) dealer, entered the 
other Studebaker. 

Average speed of all cars was 
41.1001 miles per hour; average 
miles per gallon, 21.8466, and aver- 
age ton miles, 49.8845. 


* * * 


7 average miles - per - gallon 
figure was down from the 22.- 
ae attained in the 1953 competi- 
tion, 

As sweeping as was Studebak- 
er’s victory, it failed to match 
the records set in the 1951 Econ- 
omy Run. That year a Lincoln 
turned in a score of 66.484 ton 
miles, and a Nash Rambler went 
31.053 actual miles to the gallon. 


Studebaker cut short a four-year 
postwar stranglehold on the sweep- 
stakes title by cars carrying the 
nameplates of Ford Motor Co. Be- 
sides the Ford 6 that won last year 
and the Lincoln that won in 1951, 
Mercury twice copped the title, in 
1952 and 1950. 

= * * 
SRSMAREARLS showing of the 
Studebaker entries was attrib- 
uted by observers here to aerody- 
namic design, as well as excellent 
organization for the run. 

The Studebaker team, according 
to reports here, had been practicing 
on various possible routes to Sun 
Valley since last November. The 





Studebaker Car Sales 


Advance 31 Percent 


SOUTH BEND. — Retail deliv- 
eries of Studebaker cars for the 
10-day period ended March 81 
were 31 percent higher than for 
the preceding period and nearly 
42 percent higher than the first 
10-day period of the month, ac- 
cording to C. K. Whittaker, sales 
vice-president. 

Deliveries for the month as a 
whole were 23 percent higher 
than for February. 

Deliveries of Studebaker trucks 
for the 10-day period ended 
March 31 were 21 percent higher 
than for the preceding period and 
more than 35 percent greater than 
for the month’s first 10-day pe- 
riod. Truck deliveries for March 
were 19.6 percent greater than for 
February. 

Whittaker said combined car 
and truck deliveries were the 
ota for any period since Oct. 








Clinics for New Mexico 


two weeks before the run. 
Competing drivers reported 
strong head winds on the first leg 
from Los Angeles through Yose- 
mite and into San Francisco. This 
situation, they said, gave a break 
to the Studebakers. 

Organization plays an important 
part in the run, and all of the teams 
had their sliderule artists at work. 
But there are some things the plan- 
ners can’t foresee. 

* * * 
R instance, one driver reported 
that on practice runs he made 
every light in San Francisco by 
careful timing. However, some of 
the traffic lights in San Francisco 
are tripped by approaching traffic. 

“It was 4 in the morning,” the 
driver said, “and not a car in sight. 
Out of nowhere, a car would come 
and trip the signal.” 

This caused lost time as well as 
gas-consuming stops and _ starts. 
Drivers would have to hit higher 
speeds later to make up for this. 

Most cars in the run made a 

better showing on the second day, 
in spite of 25 miles on chains over 
the Donner Pass through driving 


snow. 

High winds, wet pavement and 
strong winds made the going rough 
on the hairpin curves in the Sierras 
through Yosemite on the first day. 

Again pavements were wet as the 
cars left San Francisco at 3 a.m. 
Tuesday and remained wet most of 
the way until the cars reached the 
Nevada line where the sun came 
out. Even then, there were showers 
on part of the desert run. 

However, the cars arrived in 
Elko, Nev., the great cow country, 
in bright, cool weather. 

* 


— lap of 248 miles from 
Elko to Sun Valley was un- 
eventful with good, straight roads 
under a bright sun nearly all of 
the way. Cars crossed the finish 
line in less than the six hours maxi+ 
mum running time. Worse stages 
of the run were encountered in the 
554 miles from Los Angeles to San 
Francisco and the 532 miles from 
San Francisco to Elko. 

Some auto writers from desks 
far away have made light of the 
run. Those who have dogged the 


grueling test of both men and 


cars, . 

On the tortuous turns down from 
Badger Pass, our official’s car 
burned out a right front wheel 
bearing which was inadequately lu- 
bricated. The heat was so intense 
that the bearing was welded to the 
spindle. It took a mechanic in New- 
man, Calif., two hours to cut it off 
the spindle with an acetylene torch 
and a grinding wheel. 

Arranging for more complete re- 
pairs in San Francisco left us about 
three hours to sleep Monday night 
before the 3 a.m. start Tuesday 





Columbus Dealers Offer 
5,000 Evacuation Cars 

COLUMBUS, O—The Colum- 
bus Automobile Dealers Assn. has 
offered the City-County Civil De- 
fense group 5,000 cars to be used 
for evacuation purposes in the 
event of an atom-bomb attack. 
The association has 42 members. 

John B. Barton, secretary, said: 
“The members of our association 
have about 5,000 automobiles 
gassed up and ready to go on lots 
strategically located over the 
city.” . 





13 hours at a time on the road. 
There also were the human temp- 
tations that ate into too little time 
—the fascinations of colorful San 
Francisco and the silver dollars 
falling like rain in Elko. Some re- 
sisted and got some sleep. Others 
rode on nerves. 

The route ranged in altitude 
from sea level at Los Angeles to 
4,230 feet at Holland Summit, 
back down into the San Josquinn 
Valley, up to 6,039 feet at Badger 
Pass in Yosemite and down again 
to sea level at San Francisco. 


From there it went up again, hit- 
ting the peak at 7,135 at Donner 





Summit and then down and up, 
ranging from 4,000 to 6,000 feet for 
the remainder of the run. 

AAA men did a meticulous jot 
of checking cars and keeping the 
run on a stock basis. As usual, com- 
petitors fought for changes if they 
felt the least thing was wrong with 
their cars. 

- * * 

OR instance, Les Vifland, last 

year’s winner in the Ford 6, 
says he knew as soon as he got his 
car that it had a blowby in one 
cylinder. He asked for a new en- 
gine, but the AAA told him to 
work with the car. 

“Normally,” said Vifland, “a blow- 
by is nothing serious, It will work 
itself out in 5,000 miles or so.” 

But the competing cars may be 
broken in for only 2,000 miles. 
After 800 miles, Vifiand still had 
his blowby, and got a new engine 
only after demanding that AAA 
— put their refusal in writ- 

g. 

However, with 800 miles already 
used up, AAA officials would give 
him no more than the 1,200 miles 
still left for break-in. 

“All the other drivers got the 
same treatment,” Vifland said, “so 
I'm not kicking too much. But 
things like that hold the mileage 
down.” 


Mitchell Takes Over Frigikar Corp.— 


Purchase of Frigikar Corp., Dallas, manufacturer of auto air conditioners, has been 
announced by Bert J. Mitchell and associates. Mitchell said production would be 
expanded to 50 units per day for eight makes of cars. The device is dealer-installed. 


Frigikar was founded by Lone Star Olds-Cadillac Co., Dallas. 





WASHINGTON, — Consumer in- 
stallment credit outstanding de- 
creased $293 million in February, 
according to the Federal Reserve 
Board, including a $169 million drop 
in credit for automobile purchases. 


Automobile paper on Feb. 27 


morning. This was after leaving at| mounted to $9,915,000,000 out of 


midnight Sunday. 
: * 


total installment credit of $21,- 
151,000,000. 


RIVERS of competing cars| february was the third month in 
them hours to unwind after 12 and | creased. In January it dropped by 





Dealers— 


Car and truck dealers attending the business clinics of the New Mexico Automobile 
Dealers Assn. in Albuquerque relax at dinner following two sessions under the chair- | except February. Mercury led Pon- 
FTER the heat cooled off, there | manship of C. P. Williams (service) and Leon Sarkisian (business management). A | tiac in September, October, Novem- 

were general congratulations | total of 181 dealers and their key men attended the sessions. The association has|ber and December, but bowed to 


$205 million, and in December by 
$69 million. 


Despite these cutbacks, total auto 


Sales Fight 


(Continued from Page 2) 


month period, from September) 


| through February: 

Again, Ford was in first place, 
holding a 1.52 percent margin over 
Chevrolet. Plymouth’s margin for 
this six-month period was 33.49 per- 
cent over Buick. 

= * * 
CURY, in this analysis, 
wound up ahead of Pontiac by 
a margin of 5.40 percent. 

In the six-month period, Ford 
led Chevrolet in November, De- 
cember and February, while 
Chevrolet led Ford in September, 
October and January. 

Plymouth led Buick in all months 


Pontiac in January and February. 


Auto Credit Dips Again 


Decline of $169 Million Is Third in 3 Months; 
Other Outstanding Paper Also Off 





paper had risen $1,435,000,000 in the 
year ended Feb. 27, reaching a level 
$207 million higher than that of 
February, 1953. 

In other consumer goods, the 
latest decline amounted to $118 mil- 
lion. 

A decrease of $343 million in 
charge accounts, largely seasonal, 
accounted for nearly all of the Feb- 
ruary decline in noninstallment 
credit, FRB said. 

Total short and intermediate- 
term consumer credit outstanding 
amounted to an estimated $27,- 
478,000,000 at the end of Febru- 
ary, $647 million below the pre- 
ceding month and $1,974 million 
above a year earlier. 

FRB added that consumers nor- 
mally pay off debt faster than they 
contract it in January and Febru- 
ary, after increasing personal debt 
during the Christmas season. 

Repayments in January and Feb- 
ruary this year were said to be 
more than seasonal. 


‘Boston Dealers 


Elect McCormack 


BOSTON. — Roy V. McCormack, 
vice-president and general man- 
ager of Kaiser-Willys New Eng- 
land, has been elected president of 
the Boston Automobile Dealers 
Assn. He succeeds Charles N. Kane 
(Pontiac). 

Nish Atamian (Nash) succeeds 
Alvan T. Fuller jr. (Cadillac) as 
vice-president, and Robert B. Kay- 
ser (Chevrolet), succeeds McCor- 
mack as secretary-treasurer. 
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Whats the dream car of the future 4 





(And who'll build the tires for it?) 


Everybody knows you have to be on your toes to meet 
today’s tough competition in the automotive industry. 


In the tire business, for example, we not only have to 
stay ahead of other tire manufacturers—we have to antici- 
pate tomorrow’s needs in automobile design as well. 


Think of the dreams that have come rolling off the draw- 
ing boards in just the last few years, bringing you so much 
added safety and comfort! 


Automatic gear shifts . . . air conditioning . . . power 
steering! Higher and higher horsepower! Power brakes that 
can stop today’s heavier cars on a dime! Such advances put 
an extra burden on tires. And who can tell what new de- 
mands will be made on tires tomorrow? 


So, here at Goodyear, we’re justifiably proud of keeping 
ahead in the fast-moving, fast-changing automotive indus- 


De Luxe Stserfcushion by 


GOoDsY 





try. In spite of the extra demands made on them, today’s 
De Luxe Super-Cushion tires are giving motorists more 
trouble-free miles than ever before. 


it’s a fact that the cost of driving a thousand miles on 
Goodyears today is less than one-half what it was in 1926! 


Car makers are putting more Goodyear De Luxe Super- 
Cushions on their new cars than any other make of tire. 
Car owners, too, are buying more Super-Cushions than 
any other low-pressure tire! 


Yes, again this year as for the last 39 years—more people 
ride on Goodyear tires than on any other kind. 

Such national preference for Goodyear speaks for 
itself. It assures customer confidence when new cars are 


delivered on De Luxe Super-Cushions by Goodyear. Good- 
year, Akron 16, Ohio. 










FAR 


Super-Cushion, T. M.— The Goodyear Tire & Rubber Company. Akron, Ob*o 
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TURNINGS 


John T. Benedict 


Eprror’s Nore: John Benedict, 
new engineering editor of Auto- 
motive News, will supervise an 
expanded coverage of automotive 
engineering, styling, production 
and materials activities in a new 
monthly section, starting Apr. 26. 
His new column (the first of 
which appears below) will be one 
of the highspots of the section. 


* * * 


Ford Now Testing 
4-Cyl. Engine 
S$ THERE a small car in the fu- 


ture for Ford Motor Co.? 
This would seem to be one inter- 





cent reference to an experimental 


3-inch stroke. Output is estimated | Guenther of Chrysler’s Technical | it does offer the advantage 0; 


at 65 to 70 horsepower. 


Notice the unusual “over-square” | “Turnings.” 


design, in which bore diameter is 


Section for an assist to 


considerably larger than stroke| Which Speed 
length. Compare this with the latest Do You Govern? 


Ford six-cylinder engine, which is 
virtually “square,” with its 3% bore 
and 3-39/64 inch stroke. 

The size and horsepower of this 
experimental engine favor a guess | 
that it is being developed for tests 
in a small Ford car. By coincidence, 
Ford’s V.P. in charge of Engineer- 
ing is Earle MacPherson, who di- 
rected the General Motors “light- 
car” experiment immediately after 
World War IL. That car was ru- 


4-cylinder engine under develop- mored to have had about 65 


ment by the company’s engineering 
staff. 

In referring to- the new engine 
during his discussion of an SAE 
paper on British car engines, the 
engineer stated that it was not 
being developed for the foreign 
market, Remarks made while com- 
paring the experimental engine with 
the current British Ford engines, 
indicate that approximate specifi- 
cations include: 

Four cylinders, 141 cubic inch 
displacement (present American 
Ford 6-cylinder engine has 223 


pretation of a Ford engineer’s re-' cubic inches), 3%-inch bore and 


horsepower. 
* * * 


Little Known Facts 
Department 
Chevrolet, Ford, 
and Plymouth ... which car has 
the lowest overall exterior height? 
That’s right, you’re wrong! It’s 
Plymouth, at 61% inches, Chev- 
rolet measures 63% inches, and 
Ford 62-5/16 inches. With the cur- 
rent emphasis on low-slung lines, 
you should be able to win your- 
self a drink with that one. 
If so, you can thank John 


permitting the driver to use the 
full power of the engine for accel 
eration in the middle - speed 


ranges. 
The whole idea is, of course, 
repugnant to most people in the 


MEADE MOORE, Nash’s Re-| automotive industry. And Nash cer- 
search V.P., told me about a|tainly is not advocating adoption 





M. F. Moore 


flashing accelera- 
tion and performance built into 
present-day engines. 

Nash is studying a setup in which 
an electric eye is arranged to scan 
the speedometer dial. When the car 
attains a predetermined speed, the 
electric eye actuates a circuit that 


reduces the engine throttle opening | 


and restricts any further increase 
in car speed. 

Despite the many obvious draw- 
backs of this experimental idea, 











The only brake lin- 
ings approved by the 
Pittsburgh Testing 
Laboratories. 


Thermoid Hydraulic Brake 
Fluids, ‘‘A” and “HD” types, 
contain corrosion inhibitors... 
mix with any quality fluid 
..meet or exceed SAE 


specifications. 








Thermoid’s complete 
line of Hydraulic Brake 
Parts are precision 
engineered to the same 
industry-leading stan- 
dards as Thermoid 
Brake Linings. 
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Play it safe— 
don’t gamble with your 
customers’ lives. Thermoid 


“Custom-Built” Brake Linings are 
custom-built for modern cars with 
power brakes and automatic transmis- 


sions. Always install genuine Thermoid 
““CB” Sets—the safest thing on wheels. 


hermol 





Thermoid Company * Trenton, New Jersey 


the standard of precision processing in 
brake lining, brake blocks, hydraulic fluid, 
cylinder assemblies, hydraulic brake parts. 


car-speed govern- 
or they are experi- 
menting with as a 
substitute for the 


of the car-speed governor. They 
just want to be ready with the de- 
vice, if needed. "2 


Wrong Film Provides 


be- 
ing talked about Chance for Right Talk 


in some state leg- 
islatures. En gi- 
neers argue that 
engine-speed gov- 
ernors would vir- 
tually kill the 


| i A MAN be rated according to 
the showing he makes when 
things go wrong, we're certain that 
many members of the Engineering 
Society of Detroit will place John 
Slater of the Tennessee Eastman 
Co. near the top of the list. Slater 
came through with flying colors in 
overcoming what must have been 
one of his most embarrassing mo- 
ments when he was startled to see 
|the wrong film being shown at a 
recent ESD meeting. 


plastic, Slater had planned that 
a film on “The Story of Tenite” 
would carry the major burden of 
the presentation. However, he and 
the eager audience watched in 
amazement for a few minutes 
after the signal was given to the 
projection room to start the film. 
We found ourselves looking on in 


I’m sure many of us were disap- 
pointed when Slater ordered “Stop 
the film!” ... and explained that 
his substitute secretary apparently 
had given him a film 
ordered for a showing to his teen- 
age daughter’s natural history class. 

Slater immediately took up the 
slack, and proceeded extemporane- 
ously to tell us the Tenite story 
the course of the next 45 
minutes. He gave an excellent re- 
view, and I have never heard a 
better dissertation on history, de- 
velopment, characteristics and ap- 
plication of plastics. 

*. 





+s 
Here’s a Summary 
Of V-8 Advantages 

There seems to be a 
belief that the trend to V-8 en- 
gines is sparked largely by sales 
and advertising considerations. 
Most engine designers have strong 
convictions on either side of this 
subject, but there are many 
sound engineerisg reasons for the 
| swing to the V-8. Some of these 
| were presented by GM engineer 
| John Dolza at a recent SAE 
meeting. 

After pointing out the numerous 
technical advaniages of a large- 
bore, short-stroke engine design, 
Dolza listed some engineering 
| reasons for preferring the V-8 ar- 
rangement in “over-square” en- 
gines, where the bore diameter is 


larger than stroke. Advantages 
(Continued on Page 53, Col. 2) 








White Engine for Lab— 


A 175-horsepower White Mustang en- 
gine was presented to the Carnegie In- 
stitute of Technology, Pittsburgh, by V. F. 
Fries (right), production vice-president of 
White Motor Co., Cleveland, for use in 
laboratory instruction. The engine was ac- 
cepted by Dr. D. W. VerPlanck (center). 
At left is H. C. Godden, Pittsburgh man- 
ager of White. 
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Price Edge on Cars... 


Freelance Transporters Boom 































(Continued from Page 1) show that they are capable tow-bar 
dividual cars through travelers who | drivers. And recent Detroit factory 
happen to have the same destina-| layoffs have furnished a plentiful 
tion as a specific car. These drivers | supply of tow-bar men. 
are compensated principally by the Many dealers buy their own 
free transportation, in contrast to| tow bars for prices ranging from 
tow-bar drivers who are paid 8] g34.59 to $75, depending on whe- 
salary for the trip.) ther they want a “straight” bar 

Fe ee or a bar with a brake cable and/ 
OW-BAR and driveaway firms; or a steering cable. 
have these characteristics in * * «# 
common: Mor states require steering 

1. Both expect the car owner to cables, and Minnesota and New 
carry the insurance. Jersey require brake cables on tow- 

2. Both expect payment of the de- | barred cars. 
livery charge on receipt of the car.| Numerous Detroit outfits rent 

8. Both conduct the greater |tow bars to dealers who pay 75 
part of their business with west | cents to $1 a day rental, $2.50 to $3 
coast firms and individuals, al- | as a hookup fee and $40 to $55 as 
though they are willing to deal | a deposit. The tow bars are usually 
with anyone. returned via railway express. 

4. Operations of both are largely; Detroit’s 20 driveaway firms 
restricted by the weather to the! are enjoying a similar boom. In 
period between March and October.| fact, there is so much business 

5. Both deliver new and used cars| that the driveaways’ chief draw- 
to new-car dealers, used-car deal-| back — their complete lack of a 
ers, private individuals, rent-a-car| schedule—is being overcome to 
firms, auto-leasing firms and manu-| some extent. Service is also being 
facturing concerns making fleet 
purchases. 

6. Both pick up the cars from 
either the factories or local dealers. 
If the car is picked up at the fac- 
tory, the dealer must pay an addi- 
tional “pickup” fee of about $6 
in Detroit, about $10 in Pontiac and 
about $15 in Flint and Lansing. 

*” x = 


— being considerably more 
expensive, tow-barring by these 
unregistered firms has the advan- 
tage of more reliable scheduling 
than driveaway. Approximate tow- 
bar delivery dates can be set, 
whereas the driveaways are de- 
pendent on traveler volume and 
other factors. 

Although tow-bar costs vary 
slightly from firm to firm and 
from month to month, these are 
the per-car prices quoted by one 
Detroit establishment for any 
make of car: 

To Boston, $60; San Francisco, 
$160; New Orleans, $70; Miami, $80; 
Chattanooga, Tenn., $35; New York, 
$45; Chicago, $20; Cleveland, $20; 
Buffalo, $30; Denver, $85; Atlanta, 
$45; Augusta, Ga., $45; Oklahoma 
City, $60; Birmingham, Ala., $50; 
Dallas, $70; Salt Lake City, $100, 
and Memphis, $45. (Other prices 
are on the accompanying chart.) 

While tow-bar operators refuse 
to be identified, one said: 

“Sure, I’ve been tow-barring 
them for a couple of years now, 
and things are really ane Se 
boom. Wish I'd been in it a g 
time ago. a 

* 


= ARE not formally in this 
business. I just happen to 
know a lot of dealers and individ- 
uals around, the country, and 
they’ve got the habit of calling me 
and asking if I can get two, four or 
six cars out to them,” he says. 

“So I look around and see if I 
can see anyone who wants to earn 
some money, get the cars hooked 
up and in a few hours they’re on 
their way. Seems that a lot of the 
tow-bar drivers have gotten the 
habit of hanging around here, and 
frequently we can get a caravan 
going.” 

“Tow-barring” has become a 
regular occupation for hundreds 
of men. They make $50 to $65 a 
week, if kept busy, and most 
have their own tow bars, which 
they rent to the car owner, 

When the tow-bar man arrives 
at his destination, he collects the 
full tow-bar charge and folds his 
tow-bar into a compact package 
which he checks on the bus that 
returns him to Detroit. 

One tow-bar operator said that 
he picks up 90 percent of his cars 
from Michigan dealers and 10 per- 
cent from the factories. Forty per- 
cent of his business is in used-car 
delivery. 

He said that Ford, Chevrolet and 
Plymouth forbid the turning over 
of cars to tow-bar operators, al- 
though the “vehicles can be gotten 
from the factories if you know 
what you’re doing.” 

+ a 


Alu the operators said that they 
try to make certain that the 
tow-bar drivers are reliable and ex- 
Perienced. 
Besides the regular men, some of | 
the operators employ furloughed 
Policemen and firemen, if they can 


BONNEY 
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are the fine 


There’s no need to loos 
Metropolitan or any oth 
and bolts! Right here 1 


Write for complete information today. 
BONNEY FORGE & TOOL WORKS ec ALLENTOWN ec PENNSYLVANIA 


improved by the cooperation de- 
veloping among the firms, 

For example, if one driveaway 
manager finds a traveler going to 
Bismarck, N.D., and he has a oar 
going there, he will call other drive- 
aways until he finds one with a car 
going to Bismarck. 

The driveaways alone expect to 
move about 40,000 cars out of De- 
troit this year, earning about $800,- 
000 for themselves and saving the 
nation’s auto dealers and buyers an 
estimated $10 million in freight 


Driveaway prices fluctuate con- 


of travelers, the volume of cars, the 
season of the year (prices dip dur- 
ing vacation times), the direction 
which the car is going, the make 
of car (Cadillacs have a way of get- 
ting to their destinations quicker) 
and the current rate of sales na- 


tionally. 


* * 


: 
T PRESENT, the cost is under 
pressure to move upward be- 


oa 





Studebaker 30-Year Pin for Hutchinson— 
siderably, depending on the volume | 


Richard A. Hutchinson (center), export vice-president of Studebaker, is congratulated 
by H. S. Vance (left), president, and Paul G. Hoffman, chairman of the board, as he 
receives a service pin upon completion of 30 years with the firm. 





cause more dealers are using this, troit last week averaged as follows: 
delivery method, permitting the | To Boston, $35; San Francisco, $70; 
travelers to select the more attrac-| New Orleans, $40; Chattanooga, 
tive deals. On the other hand, the | $40; New York, $35; Chicago, $20; 
better weather approaching will| Cleveland, $20; Buffalo, $25; Den- 
cause prices to drop about Apr. 15. | ver, $50; Atlanta, $45; Augusta, $35; 
Driveaway prices quoted in De- (Continued on Page 52, Gol. 1) 










“Testing the Metropolitan” 
AUTOMOTIVE NEWS 
March 22, 1954 


c ar usi hg British-measurement nuts 
A, erica, Bonney makes Whitworth 
sockets and wrenches that measure up to Bonney’s strict stand- 
ards of material, design, and workmanship. 


The Bonney W130 Set includes seven Whitworth Sockets 
from 1" to 14", with a 614" Reversible Ratchet, 754" Hinge 
Handle, and 6" Extension; and seven Whitworth Combination 
Wrenches from 1%" to 44". This set is available in either a 
cardboard or metal box. 





HORNET SPECIAL 
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Hornet Special Club Sedan, shown above, delivers at 
$200 or more below price of regular Hornet Sedan 


This is the magnificent new Hornet 
Special! Now, Hudson dealers can 
offer America’s greatest performer at 
a more competitive price than ever. 


This new Hudson’s a full-size Hornet 
through and_ through — Instant 
Action power, Hudson Flight-Line 
Styling, Hudson “step-down” design 


for comfort and unusual safety. 


The new Hudson Hornet Special is 
a great new sales tool for Hudson 
dealers. For information about 
Hudson franchises available in some 
choice areas, write: C. A. J. Hadley, 
Sales Manager, Hudson Motor Car 
Company, Detroit 15, Michigan. — 


Standard trim and other specifications and accessories subject to change without notice. 


New Hornet Special Club Sedan also 
available in Four-Door Sedan, Club Coupe 


HUDSON 


The HORNETS 
The WASPS The JETS 
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HUDSON PRICES | 
START AT #162 


Factory Delivered at Detroit 


State and local taxes, if any, 
and transportation extra. 







Jet Family Club Sedan 


Here’s a price sensation! A full, family-size sedan 
with Hudson’s Instant Action Engine with Super 
Induction; Hudson’s exclusive “‘step-down” design 
for a safer, smoother ride—and Hudson’s Monobilt 


body-and-frame* for strength and low maintenance. 
The new Hudson Jet Family Club Sedan sells for 


less than the regular sedans among low-priced cars ; 
with conventional body-bolted-to-frame construction. 
Powerful, economical—every inch a Hudson! 

For information about Hudson franchises available 


in some choice areas, write: C. A. J. Hadley, Sales 
FAMILY CLUB SEDAN wien ee 


Standard trim and other specifications and accessories subject to change without notice. 
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Production Experts Kye 
3 Major Developments 


agree major developments in automobile production 
techniques—automation, plastic fixtures and plastic dies 


—are d 
car of the future. 


ned to have a tremendous influence on the U. 8. 


One of these developments—plastic forming dies—is not 
o———_——— 


sufficiently advanced at pres-¢ 
ent to re fey a well - defined 


shadow before it. Automa- 
tion and plastic fixtures are already 
here, however. 

It would be difficult to underesti- 
mate the importance of any of 
these developments since new-car 
design, future production costs, and 
plant layout and even venders of 
the industry are already undergoing 
important changes as a result of) 
these developments. 

Automation, of course, is not 

new. It has already changed auto- 
mobile engine plants and press 





plants in many important ways. 
Both the foundry and the forge 


more significan 
ing since, largely as a result of 
lower production costs, automa- 
tion will tend, more and more, 
to cause auto producers to pro- 
duce more of their own parts. 
Engine parts will probably be 
affected less than stamped metal 
parts but the latter will undoubt- 
edly be seriously affected. In fact, 
major venders of the industry have 
already been hit by the changes) 








Dealers like it...spray men like it! 


... because Lion Nokorode is sprayed on thinner (1/16”), dries 


that have resulted largely from 
developments in automation. 
* * - 


More ‘Home’ Work 


FOr example, with its new stamp- 
ing plants operating at Buf- 
falo and Cleveland, Ford will un- 
doubtedly make more of its own 
parts. Development of new and 
more efficient stamping techniques 
will also bring more work into the 
Rouge. 

Chrysler’s new stamping plant 
on Mound Rd. is growing in size 
and importance. The volume of 


Similarly, the new Fisher stamp- 
ing plant at Willow Springs outside 
Chicago will undoubtedly be used, 
among other things, to expand 
Fisher’s own production of stamped 
parts. 

Automation is today the major 
factor behind these sweeping 
changes. Tomorrow, plastic check- 
ing fixtures may also play an im- 
portant part in accelerating this 
trend. 

The development of plastic dies 
is still too much in the early stages 
to enable observers to look very far 








faster, lasts longer, goes farther... Makes the whole operation from 
application of pressure to the clean-up job easier, more economical. 
Nokorode is a concentrated, Uniform Undercar Sealer and Silencer 
that assures you of customer satisfaction... and at the same time 
gives you 50% more undercoating jobs from every drum! 
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Please send me free complete information about 


economical Undercar Sealer and Silencer. 








Reo Designs Mobile. Service Unit— 


Completely equipped mobile service trucks have been designed by Reo Truck 
Leasing, Inc., to assist in fleet maintenance programs under Reo leases. The trucks 
carry everything needed to perform lubrication, oil change and wash job. 
into the future. There have been | produce auto parts, two important 
gome successes with plastic form|developments could follow: Auto 
dies but these new production tools firms will tend to increase still fur- 
still have to prove themselves. ther the number of parts they will 


* * * produce themselves, and auto 
° manufacturers will produce the 
Promise of Plastics |new plastic tools themselves and 


| supply them to their venders, who 
| will continue to make parts. 

The latter development may 
come slowly since new techniques 
in presswork may be involved. 
However, such a development is a 
definite possibility, according to 
several informed Detroit produc- 
Git? tion experts. 

The reduced importance of Mur- 
ray Corp. as an automotive sup- 
plier is, according to some Detroit 
observers, a reflection of the strong 
trend toward automation and the 
new and more efficient production 
methods developed by the big car 
producers. 

The prediction is frequently heard 
in Detroit auto circles that venders 


ASSUMING, however, that plastic | 
dies can be used extensively to 


sien 
™ 
: 





pect further reductions in volume 
unless they manage, somehow, to 
match the cost-cutting that has, so 
far, been largely attributable to 
automation. With newer and 
cheaper tooling methods already 
indicated, the present trend may 
not only continue but it could be 
accelerated, according to well-in- 
formed sources. 


a” ad + 

| Bearings Catalog Issued 
LOS ANGELES.—A catalog con- 
taining information on the complete 
line of Halfco bearings and mate- 
rial finish and heat-treating speci- 
fications has been issued by Halfco 
Division, U. S. Bearing Corp., 9632 
Bellanca Ave., Los Angeles 45, 

Calif. 
: 


New Abrasive Booklet 


NIAGARA FALLS, N. Y.—Sand 
Screen, new nonclogging open-mesh 
abrasive material designed for sand- 
ing operations where loading or 
glazing is a problem, is now in pro- 
duction at Carborundum Co. A 
four-page brochure on the material 
is available free from Sales Litera- 
ture Dept., Carborundum Co., Niag- 
ara Falls, N. ¥. 


* + 
Z-Metal Chain Bulletin 
MILWAUKEE. — A bulletin de- 
scribing Rex Z-Metal chain is avail- 
able from Chain Belt Co., Milwau- 
kee 1, Wis. Rex Z-Metal chain is 
made of special heat-treated, alloyed 
furous metal. It is said to resist 
corrosion and abrasion and to be 
harder than malleable iron. 
* * ao 


Data on Palletizing 

CHICAGO. — The advantages of 
palletized handling are outlined in 
a 16-page bulletin on the Palletier 
fork truck. The bulletin will be 
mailed upon request by Barrett- 
Cravens Co, Crescent truck divi- 
— 8. Western Bivd., Chicago 


Made from start to finish 
and guaranteed by Lion 
Oil Company. For com- 
plete details about 
Nokorode and how you 
can increase undercoating 
profits, clip this coupon 
NOW, and mail to Lion 
Oil Company, El Dorado, 
Arkansas. * * ae 
Paint Remover Offered 
MEMPHIS.—A non-inflammable 
paint remover, which is said to 
be non-corrosive to metals and to 
remove any finish, is being 
marketed by Klean Strip Co., P.O. 
Box 3565, Memphis 6, Tenn. No 
neutralizing is needed, it is said. 
© * 


Stainless-Steel Guide 

MIDDLETOWN, O.—Armco Steel 
Corp. has issued a folder listing its 
catalogs, booklets and handbooks 
on stainless steel. Copies of the 
“Stainless Steel Library” may be 
obtained from Product Information 
Service, Armco Steel Corp., Middle- 
town, O 
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“Look at All THREE! 


BUT DON’T BUY ANY LOW-PRICED CAR UNTIL YOU'VE 
DRIVEN THE NEW PLYMOUTH WITH FLOATING POWER” 
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eC 
PENALTY OF 
LEADERSHIP 


SS SS SS 
im the white light of publicity. {Whether the leaderthip be vested 
tm & man oF in & manufactured product. emulation and envy ere ever et 
work. Gin art, in Wtersture, in music, in industry, the reward and the 
punishment are shways the seme. @The reward is widespread recog: 
tition: the punishment. fierce denial and detraction. {When « man's 
work becomes « stancterd for the whole world. it also becomes © target 
for the shafts of the envious few. {If his work be merely mediocre, he 
will be left severely slone —if he achieve e masterpiece, it will eet « million 
tongues e wagging Uesloury does not protrude its forked tongue et 
the artist who produces « commonpisce painting. YWhateorver you 
‘write, or paint. or play. or sing. or build. no one will strive to surpess. or 
to slander you. unless: your work be stamped with the seal of genius 
‘FLong. long after e great work or good work hes been done. those who 
ere disappointed oF envious continue to cry out thet it can not be done. 
‘FSpiteful little voices in the domsin of ert were raised ageinst our own 
‘Whustier a2 2 mountebenk, long after the big world had eccisimed hirn 
(te grestest artistic genvus FMultitudes flocked to Bayreuth to worship 
‘at the mumical shrine of Wagner. while the Iittle group of thase whom be 
had dethroned and displaced argued angrily thet he was mo mumcien et 
Gl TThe little world continued to protest thet Fulton could never 
build © steamboat. while the big world flocked to the river banis to see 
toe boat steam by. {The leeder is assailed because he is « leader, end 
the effort to equal him is merety added proof of that leadership Failing 
to equal or to excel. the follower seelta to depreciate and to destroy— but 
‘nly confirms once more the superiority of that which he strives to 
supplant. {There is nothing new in thin {It is os old as the world 
end as old as the human passions envy, fear. greed. ambition. end the 
desire to vurpem. YAnd it all avails nothing If the leader truly 
fends, he remaine—the leader. YMaster-poct, master-painter, master 
workmen, cach m tus turn is essailed. and each holds his laurels through 
the ages. {That which is good oF great makes itself known, no matter 
how loud the clamor of denial. {That which deserves to live- tives 


Somewhere West of Laramie 


Cae Hens west of Laramie there's a broncho- 
busting, steer-roping girl who knows what I'm 
talking about 


She can tell vingand the poe that’s 2 crows 


= hs ind the i hi do with 

habening and ¢ where it hits, can i 

eleven ase sas of steel and action when he's 

going hehe wide Ga lesduee 7 

The truth is—the Playboy was beilt for her. 

Built for the lass whose face ts brown with the sun when 

the day is dune of revel and romp and race. 

She hwey the crv of the wild and the tame. 
There's a savor of links about that car—of 

Uh and lighe-s hint of ebd lorer-sand weadte End quire 

{t's a brawny thing—yet @ graceful thing for the sweep 

0’ the Avenue. 

Step into the Play! when the hour dull with 

things gone dead oe ae 

Then sears 8 for the land of real living with the on < 

the las who rides, lean and rangy, into the red hori 

of o Wyoming twilight. 
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Can it be done again? 


Can a basic advertising idea change existing trends in an industry ? 
Here are three classics in automotive advertising that did! 


AN IT BE DONE AGAIN? Can a basic advertising 
& idea make a significant mark in automotive 
history? 

We believe it can. Even in the automobile business, 
where admittedly advertising is less important as a 
retail factor than in the case of many frequent- 
purchase items . . . advertising has great power. And 
the right basic advertising idea does have the power to 
shake existing patterns. 


Three Classic Examples 


The three campaigns illustrated are classic examples, 
almost legendary to automotive old-timers. 


“LOOK AT ALL THREE”. . . from the pen of the 
late great J. Stirling Getchell . . . helped make auto- 
mobile history. Here is a case where a good car with a 
plan for rapidly obtaining broad distribution was 
quickly helped to an important competitive position 
with the industry’s two dominating makes by an adver- 
tising idea. And this was accomplished at a time of 
bitter economic stress. Except for this advertising idea 
and the skill with which it was dramatized, the job 
could have taken many years—and cost far more. 


Theodore F. MacManus, co-founder of the fine 
agency which today carries his name, breathed into 
his famous “PENALTY OF LEADERSHIP” advertise- 
ment the very essence of the ideals of the manufac- 
turer, and the standards of perfection which that 
manufacturer was striving to build into his product. 
This advertisement has few equals in the world of 
prose. The unchallenged prestige first enunciated in 
this masterpiece initiated a steadily growing public 
esteem . . . with which the manufacturer has consist- 
ently kept faith ... and which has been strengthened 
and enhanced through the years by the constant 
word-magic and unalterable objective of Jim Adams. 

Ned Jordan, today writing a warm and interesting 
column each week in “Automotive News,” left his hall- 
mark of emotional human interest on much of the fine 
advertising being done today. His “SOMEWHERE WEST 
OF LARAMIE” gave to the Jordan car an aura of pres- 
tige, of fun and of spirited performance, that lives 
even today. Had the assembled Jordan car lived up to 
the advertising idea which promoted it . . . there might 


today be another famous name well entrenched on the 
highway of automobile success. 

Other automobile advertising ideas and campaigns 
over the years have been effective and resultful, of 
course. While these three demonstrate beyond ques- 
tion the unusual power of the right idea tied to the 
right product, you'll remember too, the continuing 


impact of a few others such as, “Ask The Man Who 
Owns One” and “Better Buy Buick.” 


Can astute advertising strategy and superior creative 
craftsmanship again change the direction of public 
preference in new-car showrooms and used-car lots 
from coast to coast? 


We believe it can. What’s more, we believe this has 
been done for certain cars in the recent period we’ve 
lived through since the war. We think there are others 
today which deserve a place of greater esteem and 
greater preference in the mind of the public. 


Yes, we believe that the right combination of product 
and advertising can breathe new life and new sales into 
old and honored names. 

We believe that the sheer power of words and pic- 
tures can dramatically capture the public interest, and 
route people to dealers’ showrooms with eagerness to 
see ... pre-sold inclination to buy. 

We believe that the right combination of product 
and advertising can completely rejuvenate, hearten 
and inspire the dealer—that all-important link in a 
successful automobile enterprise. 


We sum up with the often-stated and unalterable 
«conviction of Lennen & Newell: the “gifted product is 
mightier than the gifted pen.” But we add that in this 
day of quantity production and mass merchandising, 
the “gifted product’’ cannot flourish as it should with- 
out the power of a really “gifted pen.” 


The Fight is On 
This fight is on. Everyone knows that full well. 


And, in our humble opinion, there can be only one 
formula for success. Winning engineering and styling, 
production know-how, enthusiastic dealers—of course 
these prime requisites. But of unqualified importance 
as well . . . skillful advertising and promotion that 
builds an exclusive niche of character and conviction 
in the hearts and minds of the public. 


We thrill at the challenge. We hope to utilize our 
talents in the fight. 
Automotive Bicod in Our Veins 


When we announced the new firm of Lennen & Newell, 
a little over a year ago, we stated that we wanted 


no new accounts until our enlarged organization had 
been welded into a smooth-running and well-coor- 
dinated team. That now has been pretty well accom- 


plished. 


In our first full year of operation the justly-famed 
creative resources of the 29-year-old Lennen & Mitchell 
agency have been augmented by much additional tal- 
ent. Our name has been changed to Lennen & Newell— 
with H. W. (Hike) Newell taking over as president. Our 
billing has increased from $17,500,000 to $32,000,000, 
and (significantly, we think), 90% of that increase has 
been from additional assignments by existing clients. 
On March Ist our headquarters office in New York 
moved to 380 Madison Avenue. We now have double 
the floor space, and ample elbow room, to handle 
increased billing with efficiency. 


We are made up of a crusading group of people 
seasoned with experience and inspired by past suc- 
cesses. Our objective in our business lives is to “live” 
our clients’ businesses and “give our all” to help 
those clients be eminently successful. Only in that 
direction we realize, can there be permanent success 
for us. 


And, yes, we have automotive blood in our veins! 


Many of our principals and staff have lived the 
automobile business a goodly portion of their business 
lives. We know it from selling cars, and we know it 
from advertising them. We know that thé automobile 
business is different. And . . . when it comes to auto- 
motive advertising-agency service . . . we know that’s 
different, too, and we know what it takes. 


We know that advertising alone is no cure-all. 


But we contend that better advertising strategy, in- 
spired creative craftsmanship, more effective budget 
utilization and more purposeful direction . . . are com- 
petitive advantages as real as assets in steel. 


We contend that an advertising agency with deep- 
down automotive-sales knowledge, with deep-rooted 
partnership enthusiasm, with daring and energy and 
professional skill . . . can be a powerful extra pair 
of hands for the increased tempo of the battle ahead. 
We have these characteristics and seasoned personnel, 
second to none. 


And, we believe . . . “IT CAN BE DONE AGAIN.” 


Lennen & Newel}lil, inc. 


DETROIT, 1710 Book Tower « NEW YORK CITY, 380 Madison Avenue + 


MILWAUKEE, 231 West Wisconsin Ave. » BEVERLY HILLS, 308 North Rodeo Drive 
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makes a big difference when the, 
economic cycle runs its course, a/ 
Detroit-area dealer says. | 

The cycle, he feels, is returning 
to the situation of the mid-’30s, | 
with volume, and profits off 
drastically. 
But the change in times, he 
says, makes the difference—and 
it may be a difference that will 
hurt. | 
“I can remember when my total 
payroll was $120 a week,” he says. 
“I dealt out of a hole in the wall. 
Back in ’38 when things got rough 
I sweated it out. 

“Now my monthly overhead is 


“The factory sells cars to em- 
ployes a couple of hundred dollars 
under our price and then expects 
us to increase our business. This 
not only is lopping off a lot of 
potential sales for us, but it’s grad- 
ually going to force some dealers 
to close shop.” 

+ 





Southern Calif. Pontiac Dealers Elect— 


Letting Them Know 

* * 

New officers were chosen by the Pontiac Dealers Club of Southern California. They 
ore (from left), Fred Ulrich, president; Harry Maher, vice-president; Ken Clark, direc- 
for; Roc Cutri, treasurer; Henry Haldeman, A. E. England and Art Buenzli, directors. 


Also elected to the board were Harlan Wood and Bob Longpre, secretary. 


Salesmen’s Pay 
One Detroit-area dealer blames 
poor sales on “lack of initiative” on 
the part of salesmen. 
“If you put them on salary, they 
sit around the showroom and wait 
until the customer comes to them,” 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


Spark this chain reaction 7 p 
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families use their cars more— “«. } 
put more mileage on their cars. It’s logical mh 
they buy more cars — buy oftener. You can 
reach these car-buying suburban families directly— \ 
and at lower cost — through The American Home. 
The American Home is read every month by over 
3 million homemaking families — 75.6% suburban. 
During the last twelve months, The American Home 


has shown the 3rd largest gain in advertising pages 


3 of all major magazines. Shouldn’t The American 
‘ 
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~~~... Home be the important spark 
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in your sales 


program ? r 
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There’s no place like The American Home... 
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THE AMERICAN HOME * PENOBSCOT BUILDING 
DETROIT, MICHIGAN * WOODWARD 5-9878 





produce after a reasonable length 
of time, he is dismissed, the deai- 
er says. 

“T’ve tried just about every angle 
to get these fellows to sell cars,” 
he adds. “If this system doesn’t 
work out, I'll probably go back to 
@ one-man operation. That’s the 
way I started 15 years ago.” 

* * * 


By Any Name... 
“Shoppers and dollar-shooters 
are getting so thick in the show- 
room,” says a Detroit dealler, 
“that maybe we ought to call 
them suspects instead of pros- 


pects.” 
* * 


Where’s the Dealer? 


A town whose population has 
doubled to 10,000 in two years, with 
a trading area of 20,000 with 116 
business firms and 51 industrial 
firms—and no car dealer, fran- 





chised or independent. 

That’s Clawson, a suburb of 
Detroit, the Motor City. Clawson 
residents are largely white-collar 

| and factory workers. 

| Henry A. Balser, an attorney, 

|said a used-car dealer operated 

| briefly in Clawson, but closed up 
| about two years ago. 

“He was a slippery operator any- 
way,” said Balser. “He made a lot 
|} of money and a lot of enemies.” 

City records show taxes were 
| paid last year by 51 industrial firms, 

mostly tool-and-die, machine and 
| light manufacturing shops, and 116 
| retail business firms, including 25 
| service stations and repair garages. 
Pete Smith, president of the 
| Exchange Club in Clawson which 
| fills the role of a chamber of 
| commerce, pointed out that con- 

tinuing heavy construction of new 

homes means a constantly ex- 
panding population. 

All firms in town, he said, have 
noted a sharp increase in business 
|in the past year. Balser estimated 
| an increase of 7,000 shoppers in the 
| business district in the past 12 
months. 

“There is certainly a spot here 
|for a good, honest dealer who has 
| enough capital for good operation,” 
| Smith said. 

While Clawson is within three 
|miles of two other shopping cent- 
ers, each of which has several car 
'dealers, Smith said he feels there 
|is always an opportunity for the 
local merchant. 

“Clawson residents are pretty 
good about keeping their business 
at home,” Smith said. 

A spokesman for a local finance 
|company said his firm would be 
|happy to add local auto paper to 
| its business volume. 
| . * - 

Buckling Down 

Two 27-year partners in a 

| volume Detroit-area dealership 
have tightened personal control 
of their operation. 

One of the partners has taken 
over as sales manager. They 
frankly admit that the saving of 
one salary is not to be over- 
looked, but say the main idea is 
to keep close check on the floor 
operation and maintain personal 


contact with customers. 
z ” * 


What Price Unions? 


At least one dealership salesman 
|is capitalizing on the publicity 
| which has accompanied efforts of 
|the AFL Teamsters Union to or- 
| ganize Detroit auto salesmen. 
| To a hesitant prospect, the 
salesman phrases his final offer 

this way: 

“T can deliver this car today fo: 
$1,950, and at that price you'd 
better buy. The same model wil 
cost you no less than $2,250 if you 

wait till the salesmen’s union comes 
in!” 


a 
far larger than a year’s overhead | he says. “If you give them a draw, 
used to be. I’m sitting here in a’ that’s the last you see of them. I 
ao —— ioe a oo palace. I wish I knew what’s going | sometimes wonder if there are any 
samnty: g : to happen.” real salesmen left in the business.” 
. * * * 
“Do you know there are $650 . All salesmen in this dealer- 
taxes on a $2,000 car?” Sales at Factory Hit ship have been taken off salary. 
a. = “It’s these factory ‘fire sales’ that; Each new man joining the firm 
‘Sitting in a Palace...’ are hurting business today,” says a cae ie yg Page - Pa v 
, Passes test, gets a $5 
Times have changed, and that aon in one of the independent = assem. 1 be Gott 4 
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What's the best news in motor oil in years? 


NEW QUAKER STATE i 
MOTOR OIL CLASSIFICATION S 


NOwW—you need only 8 grades of Quaker 
State Stabilized Motor Oil—for service ML 
and MM. 

>> 


2. meDIUM—SAE 20W-30. A medium 
grade made especially for warm weather 


service. 


3. HEAVY—For use where SAE 40 or 50 
grades are recommended. 





NOw-—you need only 3 grades of Quaker 
State HD Oil for service MM, MS and DG. 





2. MEDIUM—SAE 20W-30. A medium 
grade made especially for warm weather 
service. 


grades are recommended. 


MULTIPLE VISCOSITY HD Oil SAE 5W- 


1. uGHT—SAE 10W, 20W and 20. A * 
A light grade made especially for cold 
ATE weather service. 
ttm ’ 
Cin 
1. GHT—SAE 10W, 20W and 20. A ae , 
“ATE light grade made especially for cold 
A weather service. 








3. HEAVY—For use where SAE 40 or 50 g rad i n g 


% 20—Made especially for more sensitive 

types of modern, high compression en- 

<4 gines... For use where SAE 5W, 10W, 

s 20W or 20 grades are recommended . . . 
For service MM, MS and DG. we 





KS, it’s the talk of the industry! Quaker State takes the 
lead in bringing simplicity and common sense back to 
motor oil marketing. 

The new Quaker State grading system is simple, streamlined 
and sensible! It clears away the confusion of claims and counter- 
claims about motor oils—and does away with needless grades 
of motor oil. It is based on the needs of automobile engines. 

Just three grades—Light, for cold weather driving, Medium, 
for warm weather driving and Heavy, for use where SAE 40 
and 50 grades are recommended, provide the correct oil for 
every make and model of car and every type of service. 

Each of these three grades is offered in the time-tested 
Quaker State Stabilized Motor Oil, the finest quality premium 
oil, and the famous Quaker State HD Oil, the quality high 


Always recommend— 


Quaker State 


MOTOR OIL 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


A) 





detergent oil. In addition, Quaker State Multiple Viscosity 
HD Oil SAE 5W-20 is made for the more sensitive types of 
high compression engines and especially for use.under cold 
weather driving conditions. 

Quaker State is proud to take this progressive step, arfother 
milestone in a 50 year record. of progress and achievement 
through specialization in automotive tubrieation. Quaker State 
continues to produce only the firlést: guality~ motor oils, every 
drop carefully refined from 100%, Bure ‘Pennsylvania Grade 
Crude Oil, nature’s best... 

This new simplified system Fives you “the right oil for 
every customer—an oil with the highest hibrication qualities 
and lowest consumption. It means easier ordering, streamlined 
inventory, easier servicing. Better business for you in every way! 


mtr : 
Lo the high quality, 


OTOR aid 


long-lasting, free-flowing, 
100% pure 
Pennsylvania Motor Oil 


Member Pennsylvania Grade Crude Oil Association 


A 
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Dothan Safety Campaign was opened with LOOK’S ‘‘kick-off’’ Luncheon. 


a 
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Announcing . 


The biggest Safety-Check 


e Co-sponsored by the National Safety Council, the Inter-Industry High- 
way Safety Committee and LOOK Magazine. 


e Featuring public safety drives in 25 “Safety Cities” from coast to coast. 


e Spearheaded by a dramatic, 3% page illustrated editorial feature by 
George Koether in the May 4 issue of LOOK. 


Here’s the event that puts the service man in the driver’s 
seat ... and the driver in the service man’s shop for necessary 
repairs that mean extra sales to you. Based on the 10-point 
Vehicle Maintenance Safety-Check, the campaign involves 
community-wide participation, intensive publicity, public 
safety-check lanes and complete tie-ins by all service facilities. 


This program has been fully tested in “pilot” cities, most 
recently in Dothan, Alabama, where local dealers united to 


Mayor James Thrower broadcasts official proclamation for Safety Week. 


stage a spectacularly successful safety-check campaign. 


If you’re in one of the 25 “Safety Cities” you'll be in this 
program up to your ears. If you’re located anywhere else, 
you can cash in on the impact of LOOK’s article and the 
national publicity the program will generate. Read about 
these community-wide activities in the May 4 issue of LOOK, 
and write now for your free promotional aids. Just fill in and 
mail the coupon below. 


What happened in Dothan will happen in cities across the nation this May 
the Dothan story: 








An Opening-Day Parade of more than 30 units emphasized safety themes. 


LIST OF 25 CITIES PARTICIPATING IN MAY SAFETY-CHECK PROGRAM: 


x POPULATION POPULATION 
Akron, Ohio (274,605) Elkhart, Indiana (35,646) 
Bemidji, Minnesota (10,001) Gainesville, Florida (26,861) 
Casper, Wyoming (23,673) Greenville, Mississippi (29,936) 


Cartersville, Georgia (7,270) Garden City, Kansas (10,893) 


Coffeyville, Kansas (17,133) 


Greenwood, South Carolina (13,672) 


POPULATION | POPULATION 
Hamilton, Ohio (57,951) Kingsport, Tennessee (19,636) 
Havre, Montana (8,086) | Madison, Wisconsin (96,056) 
Hayward, California (14,272) | Monroe, Louisiana (38,572) 


Hornell, New York (15,055) 
Joliet, Ilinois (51,601) 


Montgomery, Alabama (106,525) 
Muskegon, Michigan (48,429) 


~< 
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Dealers promoted campaign at point-of-sale, with help of factory representatives. 
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k Lanes during week. 
Woody Kingman 


LOOK 


488 Madison Avenue, New York 22, N. Y. 


" | SSM AHO (] Please send me FREE a colored poster tying in with 
6) Oklahoma City, Oklahoma (243,504) the May Safety-Check Campaign. 
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6) St. Joseph- [] Please send me FREE the “Operation Plan” for a 
) ow Benton Harbor, Michigan (28,992) . | community-wide campaign. 
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Various Areas... 





Auto Market Reports 


Columbus, O. 


A 55 percent increase in new-car | 
sales was noted in Columbus for) 
March, as compared with February. 
March sales totaled 2,472. The Feb- 
ruary total was 1,591. 

For the first quarter of 1954, 
sales totaled 5,507, an increase of 
nearly 4 percent over the first 
three months of last year. 
Tax-paid used-car transactions 
totaled 6,942, an increase of 49 per- 
cent over February’s total of 4,641. 
For the first quarter, tax-paid used- 
car sales totaled 15,537, more than 
5 percent better than the 14,697 
transactions of the same period last 
year. 

New-truck sales were up 17 per- 
cent in March, totaling 202 against 
172 for the previous month. Sales 
for the quarter totaled 523, slightly 
better than the same period of last 

year, when 519 new trucks were 
sold. 

March new-car sales by make 





were: Chevrolet, 642; Ford, 572; 
Buick, 230; Oldsmobile, 219; Pon- 
tiac, 181; Plymouth, 142; Mercury, 
114; Dodge, 71; Studebaker, 71; 
Chrysler, 49; Cadillac, 45; Nash, 
37; DeSoto, 36; Packard, 20; Lin- 
coln, 17; Hudson, 18; Willys, 3; 
Kaiser, 1, and miscellaneous, 9. 

New-truck sales were: Chevrolet, 
65; Ford, 56; Dodge, 22; Interna- 
tional, 19; White, 6; Reo, 4; Stude- 
baker, 3; Autocar, 2; Flexible, 2; 
Willys, 2, and Mack, 1.—(Bert 
Strang.) 


Ottawa 


Some new-car dealers in Ottawa 
have estimated that March sales 
jumped 20 percent or more over 
March of last year. Used-car deal- 
ers have pegged their increase at 
about 25 percent. 

“We sold many more new cars 
in March than we had planned,” 
said one dealer who added that he 


|had to add extra salesmen to 
| handle the business. 

Showrooms are humming with 
action and contradicting earlier re- 
ports that Canadian dealers would 
be lucky to hold their own this 


spring.—(M. L. Schwartz.) 
+ + + 


Sioux City, Ia. 

New-car sales in Sioux City in 
March totaled 296, a 29 percent in- 
crease over the February total of 
229. New-truck sales were 47, a 30 
percent increase over the 36 sales 
of the previous month. 

New-car sales by makes were: 
Ford, 80; Chevrolet, 55; Buick, 35; 
Plymouth, 28; Oldsmobile, 23; Pon- 
tiac, 17; Mercury, 16; Dodge, 12; 
Cadillac, 7; Nash, 6; DeSoto, 4; 
Lincoln, 4; Chrysler, 3; Studebaker, 
3; Packard, 2, and Willys 1. 

New-truck sales were: Chevrolet, 
16; Ford, 16; International, 8; 





Dodge Promotes Coast Sales Aide— 


R. C. Somerville (right), Dodge sales vice-president, congratulates B. M. Carter 
upon his appointment as assistant sales manager for the Pacific coast. Carter formerly 


was regional manager in Los Angeles. 


Dodge, 3; Diamond T, 1; GMC, 1; 
Reo, 1, and White, 1. 


* * * 


South Bend 

Steadily increasing new-car sales 
in the South Bend area have 
brought the monthly turnover to 
the highest point since early last 
fall. 

March registration of 828 new 
cars in South Bend represented 


A 3-FOOT DISPLAY AREA CAN 
SET YOU UP IN A MONEY-MAKING 


MOTOROLA CAR RADIO BUSINESS! 























Powerful! 






Rugged! 


VALUE 


The name Motorola...PLUS... 


TRAFFIC BUILDING PRICES LIKE Ths 
brings in customers! 


Lowest price ever! Motorola Price Leader Car Radio. 
Manually tuned 
receiver with five tubes, rectifier and seven tuned se- 
lective circuits. Superheterodyne receiver for razor- 
sharp selectivity. Automatic volume control. Heavy- 
duty vibrator power supply for low battery drain. 
Rich, superior tone. 


Seiter See Motorola car radios 4 A7RA proft/ 


Dependable! 


STANDOUT BUYS 


time to get in it! 












do what so many others are doing 
get that EXTRA INCOME by selling 


Motorola 


CAR RADIOS 


© TOP DISCOUNTS! 

© EASY INSTALLATION! 

© NO TRADE-IN DEALS! 

© EXCELLENT PRICE STRUCTURE! 


This year many new cars will be sold 
without radios to hold down list prices. 
Customers will be looking to you for their 
radio buys. The name they know best 
is Motorola! If you’ve overlooked this 
steady and profitable market, now’s the 


So set yourself up. 


Sell Motorola Car Radios right off the 
display. No special equipment needed. 
For full details, see your local Motorola 
distributor at once. 
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an increase of 115 percent over 
the 382 registrations of February. 
Among the 823 registrations in 
March were 596 which did not 
involve any transfer of license 
plates. 

“The anticipated pickup in spring 
buying came right on schedule,” 
said Eli Spicer, president of the 
New Car Dealers of St. Joseph 
County. “Both new and used-car 
sales are continuing to gain.” 

Spicer said the used-car situation 
in South Bend is the healthiest 
since last fall and that many new- 
car dealers are accepting increased 
factory shipments.—(Leslie E. Dun- 


* * * 


Houston . 


March new-car sales in Houston 
topped February by more than 41 
percent, the turnover of 3,508 com- 
paring with 2,478 for the previous 
month. 

New-truck sales were up 51 per- 
cent, totaling 679, compared with 
449 for February. 

A breakdown of new-car sales 
showed: Ford, 1,034; Chevrolet, 
969; Buick, 272; Pontiac, 229; 
Oldsmobile, 228; Plymouth, 191; 
Mercury, 183; Cadillac, 82; Stude- 
baker, 81; Dodge, 74; Chrysler, 
43; DeSoto, 33; Lincoln, 25; Pack- 
ard, 20; Nash, 17; Willys, 12; 
Kaiser, 7; Hudson, 4, and miscel- 
laneous, 4. 

New-truck sales were: Chevrolet, 
264; Ford, 255; International, 52; 
Dodge, 35; GMC, 34; White, 22; 
Studebaker, 7; Reo, 5; Willys, 3; 
Mack, 1, and FWD, 1.—(Ruby Fen- 
oglio.) 


* * * 


Pittsburgh 


New-car registrations in the week 
ended March 27 were appreciably 
above the relatively low number re- 
ported the previous week, accord- 
ing to the bureau of business re- 
search of the University of Pitts- 
burgh, 

Business in general, however, 
continued its downward drift in 
the Pittsburgh area, and the bu- 
reau’s index of business fell to 147.7, 
lowest point this year. 

As of March 20, the index had 
stood at 151.1 of the 1935-39 aver- 
age.—(Leon: M. Leffingwell.) 

* 


* oa 


Atlanta 


Sales of new trucks in the Atlanta 
area totaled 129 for the first 10 
days of March, double what they 
were for the corresponding period 
of February. 

New-car registrations, totaling 

748, showed some decline. 

Sales of new cars by makes were: 
Chevrolet, 181; Ford, 177; Plym- 
outh, 64; Oldsmobile, 63; Pontiac, 
61; Buick, 54; Mercury, 51; Dodge, 
22; Cadillac, 19; Packard, 15; Chrys- 
ler, 11; Studebaker, 8; DeSoto, 5; 
Nash, 6; Lincoln, 3; Austin, 2; Hud- 
son, 2; Kaiser, 2, and Willys, 1. 

New-truck sales were: Chevrolet, 
55; Ford, 38; Dodge, 16; Inter- 
national, 8; GMC, 7; White, 4, and 
Reo, 1—(E. C. Bash.) 


* * 


Cleveland 


The entire automotive field in 
Cleveland has moved into the best 
sales period of the year. 

For the week ended March 27, 
new-car sales totaled 1,782, the 
best week of the year. Used-car 
sales of 1,796 also were the 
highest of any week in 1954. 

The new-car turnover also repre- 
sented the best of any week in 
March since 1951. 

Truck sales for the week were 
148 new units and 94 used— 
topping any week in more than 4 
month.—(Sanford Markey.) 


om 
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Exemption Increase 


By William Ullman 


ashington Correspondent 





growth of the nation’ and the needs 
of the people. 

For the vast majority of the 
nation’s workers, the system 
“spells the hope of a secure basic 
income in future years,” she said, 
“but too many people are still not 
provided its benefits, and the 
benefits provided are inadequate 
and inequitable.” 

Aside from the many occupations 
and classes of workers still not 
given protection, two of the major 
weaknesses of the system, Mrs. 
Hobby said, are that contributions 


tional level of wages and benefits 


Now that the excise tax bill is out of the way, the next big are still out of line with the na- 


tax battle will come when the 


eneral revision bill, 


passed by the House last month, reaches the Senate floor. 


The Democrats tried hard in the House to tack onto that 
measure a boost of personal exemptions from $600 to $700. 
- ee maa: _. Administration proposes: 


This would have cost the 


Treasury $2.3 billion. The pro- 
posal was defeated in the 
House by the narrow margin of 
210 to 204. A powerful drive to get 
it included in the bill in the Senate 
has already been undertaken, and 
mindful of the success which the 
Democrats enjoyed in enlarging the 
excise tax cuts in the Senate, some 
of them are predicting that they 
will succeed in boosting personal 
exemptions. 

Public hearings on the bill started 
last week. Senator Eugene Millikin, 

Colorado Repub- 
lican, and chair- 
man of the Sen- 
ate Finance Com- 
mittee, expects 
that they will last 
about three 
weeks. 

Millikin said 
that the commit- 
tee will not re- 
j 2 hear all the testi- 
William Uliman mony which was 
given before the House Ways and 
Means Committee before the bill 
was written. Instead, interested 
parties will be permitted to file 
written statements, and those who 
have new proposals will give oral 
testimony. 






* * 


3,000 Changes Made 


7 bill is 875 pages long and 
makes more than 3,000 changes 
in the Internal Revenue Code. It is 
scheduled to reach the Senate floor 
about mid-May. 

The general revision bill provides 
aggregate tax relief of about $1.3 
billion, as it passed the House, al- 
though it was not intended as a 
relief bill. 

The aim of the legislation is to 
give the Internal Revenue Code 
its first general overhauling in 
70 years, correcting a multitude 
of inequities and other faults. 

Specifically, it undertakes to in- 
troduce some order into the tax law 
and to put into statute form many 
provisions which now exist only as 
court rulings. 

To get back to the new excise tax 
bill, a breakdown on the Senate 
passage showed that 37 Democrats, 
34 Republicans, and one independ- 
ent—Senator Wayne Morse, of Ore- 
gon—supported it. 

” 


Morse Dissatisfied 


ORSE said he supported the 

tax measure “not because I 
think it is a good one, but because 
it is the best we can get now.” 

He charged that the bill contains 
“gross and rank discriminations, 
especially against durable goods.” 

Morse traced the history of the 
present high excises back to an 
early tax act of World War II 
when they were imposed “to dis- 
courage consumption.” 

He said Congress should now be 
removing them “to stimulate pro- 
duction, to reduce unemployment 
and swing the economy generally 
upward.” 

Senator Harry Byrd, of Vir- 
ginia, senior Democrat on the 
Senate conference group, who re- 
fused to sign the conference re- 
port on the bill, called the bill 
“the height of fiscal irresponsi- 
bility.” 


Three Democrats—Hubert Hum- 
Phrey, of Minnesota; Paul H. 
Douglas, of Illinois, and Russell 
Long, of Louisiana—severely chided 
the Administration for refusing to 
State categorically during the tax 
debate where it stood on the bill 
and for now trying to take credit 
for it. 

Noting reports that Administra- 
tion sources thought the tax cuts 
would be helpful! in stimulating 
business, Humphrey said: 

“I protest this getting on the 


* 





bandwagon after the show is on the 
road.” 
+ * * 


Social Security Pushed 
PPEARING before the House 
Ways and Means Committee, 

Mrs. Oveta Culp Hobby, head of the 

Department of Health, Education 

and Welfare, declared that Pres- 

ident Eisenhower’s social security 
program is urgently needed because 
the system has not kept pace with 


| are far out of line with the cost of 
living. 


* * * 
Wider Coverage Asked 


1, To extend old-age and sur- 
vivors’ insurance protection to 10.5 
| million additional persons such as 
farm workers not now covered, doc- 
tors, lawyers, accountants and 
clergymen. 

2. To give a better formula for 
determining the average wage on 


computed. 

8. To raise the earnings base 
from $3,600 to $4,200, thus putting 
the level of contributions into a 








which a worker’s benefit shall be) 





Balloon tires were used on a 
horseless carriage manufactured 
by Elmer J. Lovejoy as far back 
as 1895. 





better relationship with the high 
level of wages now existing. 

4. To increase benefits by provid- 
ing a new formula under which 6 
million present beneficiaries would 
receive benefits more in line with 





high living costs. 
5. To enact a new retirement test 
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under which workers may draw re- 
tirement benefits but continue 
working in some capacity, thus 
benefiting both the worker and the 
community. 

6. To freeze the benefit rights of 
persons who suffer from prolonged 
disabilities and to help them return 
to employment if possible. 

* + * 


T-H Changes Okayed 

EPUBLICAN members of the 

Senate Labor Committee, brush- 
ing aside Democratic opposition, 
approved a Taft-Hartley amend- 
ment bill which was limited to 
changes that President Eisenhower 
had requested. 

Attempts by the Democrats to 
broaden the bill to include a Fair 
Employment Practices Commission 
were voted down by a straight 7-6 
party vote. 

Only one part of the President’s 
program was omitted —the con- 
troversial secret strike ballot pro- 


posal. 

The bill, as approved by the Re- 
publicans, would: 

1. Eliminate the “union-busting” 
clause in the law which the Pres- 
ident denounced during the cam- 
paign. 

2. Give state laws precedence 

(Cortinued cn Page 43, Col, 1) 
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PISTON RINGS 


MCQUAY-NORRIS 


MFG. CO. e 


and production skills 


ST. LOUIS 10, MO. 





Since 1910, McQuay-Norris 
has played a leading role in 
the piston ring field. This background 
of more than 43 years experience is 


available to manufacturers who require engineering 


of the highest standard. 
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Prices Regain Strength ees 


Business Slide Halted, 
Purchasers Indicate 


NEW YORK. —Indications that 
the business decline has abated are 
noted by the business survey com- 
mittee of the National Assn. of 
Purchasing Agents. 

The committee said its survey 
during March revealed that 
prices were 
strength, particularly in the non- 
ferrous metals field. Inventories 
of unworked material were 
found to be down again and the 
employment situation to be im- 
proving. Of members polled, 68 
percent reported job numbers to 
be holding steady, while a few 
reported increases. 

Buying policy was still of short 
range, according to the committee. 

The association said a large ma- 
jority of the purchasing agents 
surveyed expected second - quarter 


activity to be higher than first | 


quarter, but went no further. 













ity of motor 


showing some | 


a crude story and then some! 


The basic job of any motor oil is to 
lubricate . . . to protect against friction 
and wear. The basic lubricating qual- 


crude oil from which it is refined. 


Nature has endowed Pennsylvania 
Crude with richer, better lubri- ~ 
cating qualities than any other 


canting I tailraintinten 
ee eee a 
WwW } oe O ; 


, A few saw good business during 
| the third quarter, and a still small- 
he’ number was optimistic for the 

whole year, the committee said, 
| adding that the longer predictions, 
| however, were hedged with many 
| “ifs.” 

Forty-four percent of the buying 
agents reported lower inventories 
of purchased materials. Although 
there was no tendency to build up 
stocks, the highest percentage—45 
percent — of purchasing agents 
since last November reported no 
change in stocks. 

The association said that this 
development confirmed the Febru- 


worked materials to current re- 


many companies. 

With 32 percent of the 
purchasing agents reporting lay- 
offs or reduced working time, 





oil depends upon the 


ary report that adjustments of un-| 


quirements had been completed by | 


| 
| 


| 








Chicago Firm Offers Fiber-Glass Car— 


Frank Hinger, president of Triplex Industries, Inc., shows the Triplex Chicagoan, 
a fiber-glass sports car which weighs only 2,100 pounds, to a visitor at the Chicago 
Auto Show. The car develops 235 horsepower and accelerates to 60 miles an hour 
in six seconds, according to Hinger. The price of body and frame starts at $1,500, 
he said, and a complete car, built with new and reconditioned Ford parts, is $2,500. 


payrolls continued to decline, ac- 
cording to the association, which 
said that this is the same per- 
centage as last October. In Jan- | 


uary, 47 percent reported lower 
employment. 

Several polled companies re- 
ported that they had called back 


For 75 years, we have specialized in refining Penn- 
sylvania Crude Oil. WoLr’s HEapD Motor Oil is refined 
3 steps further than other oils to further enhance its 
lubricating quality. WoLr’s HEap is also scientifically 
fortified to provide extra protection against corrosive 
acids . . . to clean as it lubricates. 


When you sell Wotr’s Heap Motor Oil, you sell the 
Finest of the Fine—the Motor Oil demanded by 
millions of motorists who know “It pays to be par- 
ticular about your oil.” 


WOLF’S HEAD OIL REFINING CO., INC. 


OIL CITY, PA. 
New York Office: Glendale 27, New York 





workers who had been laid off in 
the first month of this year. 
The association said that buying 
commitments remained predomi- 
nantly between “hand¢to-mout!.” 
and 90 days ahead. A reversal of 
the practice of escalator pricing 
began to become apparent, the re- 
port said, in offers of protection 
against price declines to attract 
continuing volume purchases. 


Autos Overpriced 
Due to Taxation, 


Montreal Told 


MONTREAL. — The automobile 
is priced out of its market, ac- 
cording to the annual report of 
the president of the Montreal 
Automobile Trade Assn. The report 
lays the blame on high taxes for 
cars and gasoline, said to be the 
result of international tension and 
new social legislation. 

The report of president R. W. 
Newell, read to the annual meeting 
by Vice-President Roger Langlois, 
urges all dealers to join the associ- 
ation and thus enable it to protest 
harmful legislation more effective- 
ly. 
“Used-car business is_ the 
measuring stick of new-car sales,” 
Harold J. Moye, a dealer from 
Quincy, Mass., told the meeting. 
He outlined methods he had found 
successful for keeping used-car 
sales high. These included an at- 
tractive display of cars, a survey 
of the potential market and, above 
all, honesty. 

The association’s entire board of 
directors was carried over from 
1953, with three new members 
added. 

Besides Newell and Langlois, the 
staff includes H. Lange, second 
vice-president; D. Campbell, 
honorary treasurer; and Rolland 
Begin, honorary. secretary. Di- 
rectors are J. D. Spencer, Charles 
Robert, Emile Clermont, R. M. 
Everson, W. Page, J. R. Wilhelmy 
j}and E. L. Trenholme. 


‘Court Ousts Suit 
Over N.Y. Deal 


ROCHESTER, N. Y. — Supreme 
Court Justice Arthur E. Blauvelt 
has dismissed a suit for $750,000 
brought by Arthur H. Bartlett, for- 
mer manager of the old Whiting- 
Buick, Inc., now known as Serac 
Realty Co., Inc., for alleged breach 
of contract to sell him the business. 

Bartlett, now a Buffalo Buick 
dealer, sued Serac and its president, 
Thomas N. Nagle. The present 
Whiting-Buick, Inc., at 30 N. Union 
| St., has no connection with the con- 
| cern involved in the litigation. 
| Blauvelt upheld the defense con- 
|tention that the contract was not 
enforceable. 
| Bartlett alleged that Nagle agreed 
| May 27, 1952, to sell him the old 
| Whiting-Buick name, business, deal- 
| er franchise and physical assets but 
| later refused to carry out the deal. 
The defendants asserted the options 
did not include the dealership fran- 
| chise, which they said was not as- 
signable. 





Mercy Motive 
N. Y. City Auto Leaders Aid 


Red Cross Drive 


| NEW YORK. — Three industry 
|leaders here are acting as volun- 
|teer Red Cross chairmen to solicit 
| funds from car and truck manufac- 

turers and dealers, trucking com- 
| panies and auto parts concerns. 

M. C. Gale, president of Monarch 

Buick Co., Inc., is chairman for car 

| and truck manufacturers and deal- 
|ers; John F, Creamer, chairman 
| of the board of Wheels, Inc., for 
| auto parts firms, and E. D. Bran- 
|some, president of Mack Trucks, 
Inc., for truck operators. 

J. L. Cranwell, vice-president of 
| Pennsylvania Railroad, is chairman 
|of the transportation group. The 
| campaign seeks to raise $5,900,000 

in New York City. 


| ° Huckaby Gets Hudson 

| Lee Huckaby, connected with 
auto sales and service operations 
in Dallas for 24 years, has been 
named a Hudson dealer. The new 
dealership, operating as Lee Huck- 
aby Motors, is the only Hudson 
outlet in Dallas at present. 





>< 








showroom. Getting the pros- 
‘pect into the showroom is half the job 
of making the sale. And it is a job that 
has never been done more effectively 
than through the advertising pages of 
The Saturday Evening Post. (In 1953, 
as it has for years, the Post carried 
the most pages of new-car advertis- 


ing of any magazine.) It is America’s 





greatest showroom- Fifgrameee cs « 


-and salesman-in 
_print. It gets to the 
heart of America. 


A CURTIS MAGAZINE 
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DeSoto Used-Car Plan— 


Clyde Mix (right), used-car merchan- 
dising manager, discusses DeSoto's ‘‘Top- 
Value" used-car program with Robert Duns- 
more, dealer operations manager. The 
“Top-Value" designation was the dealers’ 
choice for what is described as the most 
comprehensive long-range used-car booster 
campaign in the division's history. 
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Spicer Marks 50th Year 


Anniversary Booklet Traces Firm’s History 
To Shaky Start in Back Room 


TOLEDO. — How the growth of 
the auto industry parallels the 50- 
year history of an internationally 
known manufacturer of automotive 
parts, is graphically told in an 
illustrated booklet released by the 
Spicer manufacturing division of 
Dana Corp. 

Spicer has operated continuous- 
ly since April, 1904, first as a 
fledgling enterprise in the back 
room of a New Jersey printing 
plant, later as a corporation 
formed in 1916 and since July 12, 
1946, as a division of Dana. 

The Spicer name has been used 
in association with many phases 
of the automotive industry. Among 
Spicer products are the famous 
universal joints which started the 
company on its steady and success- 
ful growth at the turn of the 
century, transmissions, propeller 
shafts, power take-offs, axles and 
torque converters. 

Records show that the first year’s 


business of Spicer came to the 


“huge sum” of $16,000, obtained 
from a score of the leading horse- 
less carriage makers. Employment 
was 12 persons. 

Today, Dana has achieved the 
$200-million sales mark. Its auto- 
mobile, truck, bus, tractor, railroad 
and aircraft parts and _ subas- 
| semblies are produced in 10 modern 
| plants located in nine cities. These 
plants play a leading role in the 
economic lives of more than 12,- 
000 employes. 

In 1902 young Clarence Win- 
fred Spicer, a student of me- 
chanical engineering at Cornell 
University, conceived the idea of 
a direct drive for transmitting 
power from the engine to the 
rear axle. That year the automo- 
bile was having growing pains. 
These were traced directly to the 
unsatisfactory and uneconomical 
method of using noisy drive 
chains. 

Spicer’s invention consisted of a 


‘shaft drive in place of the chain 
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and sprockets. To go with this he 
developed universal joints to give 
freedom of movement to the shaft. 
Auto makers liked the new drive. 

Within a few weeks after Spicer 
began making the universal joints 
in a “converted corner” of a print- 
ing plant in Plainfield, N. J., in 
April, 1904, he had orders on the 
books from 10 auto manufacturers. 

The oldest continuous Spicer 
customer now on the company’s 
books is Diamond T, which sent 
its first order early in 1907. And 
every automobile built by Hud- 
son since starting in business in 

1909 has used Spicer universal 
joints. 

Today, under the direction of 
Board Chairman Charles A. Dana, 
Vice-Chairman Ralph E. Carpenter 
and President J. E. Martin, Dana 
makes several hundred different 
parts for automobiles, trucks, buses, 
tractors, railroad cars and air- 
planes. 


Dealer Heads Kiwanis 
Rex Reason, of Reason Buick Co., 
Springfield, Ill., has been installed 
as new president of the Springfield 
Kiwanis Club. 


Bootleggers Hurt 


Canadian Sales, 
Dealers Report 


OTTAWA.—New-car bootlegging 
is hurting business for dealers in 
some areas of Canada, and the 
practice appears to be increasing. 

“Unless territorial protection is 
rigidly enforced without delay,” 
said the owner of a large dealer- 
ship here, “there will be chaos in 
the new-car business this spring.” 

Several dealers said bluntly that 
their sales had dropped directly 
when used-car dealers began 
handling “new” cars. 

“Every day we hear customers 
tell us that they can get the same 
car at lower prices,” one dealer 
said. “If this bootlegging is not 
stopped quickly, it will be too late. 
A mere warning is not enough. 
Dealers should be held to their 
contract somehow or everyone is 
going to lose.” 

Canadian dealers say they would 
like to see manufacturers and 
dealer associations get together to 
stop the practice immediately. 


Tire Group Told How to Win 
Success in °54 Market 


LOS ANGELES.—The most dan- 
gerous frame of mind for anyone 
in business is that of uncertainty, 
the National Assn. of Independent 
Tire Dealers was told here last 
week by J. Chester Ray, executive 
assistant to the general manager 
of United State Rubber Co.’s tire 
division, 

Most uncertainty in business 
today, he said, concerns the state 
of the national economy. 

“There is nothing amiss in the 
economy—or the tire business,” 
Ray said, “if we will only be open- 
minded enough to recognize that 
we made a turn in the road a 
while back.” 

Shortages no longer bring cus- 
tomers rushing in, he said, and 
dealers have been playing stock 
positions a lot closer. 

“People have become choosey,” 
Ray said. “They now insist upon 
courtesy, service, convenience and 
value—but in the main, they want 
only to be treated as customers.” 

Ray stressed the need for re- 
turning to sound principles of 
merchandising. He told the asso- 
ciation: 

1. Retailers are faced with a new 


Detroit’s Police 
Crack Ring of 


Auto Swindlers 


DETROIT. — Police have turned 
their search toward Mexico for the 
last of five defendants named in a 
warrant charging conspiracy to de- 
fraud Detroit finance firms and 
banks in an interstate auto swindle. 
The other four have surrendered. 

The five are accused of purchas- 
ing 62 new cars on time payments 
under false names, reselling them 
in Connecticut and defaulting on 
the payments. Connecticut has no 
title law. 

Eugene E. Ayotte, said to be the 
ringerleader, supposedly has fled to 
Mexico. 

The other four have appeared for 
arraignment. An examination has 
been set for Apr. 27. 

The warrant named two Water- 
bury (Conn.) used-car dealers, 
Hathaway & Sons and Tony’s Used 
Cars, as the eastern markets for 
the ring’s cars. They were not 
named as defendants, but their 
owners will be called on to testify, 
it was said. 

The two Waterbury firms have 
repaid almost $94,000 to the nine 
victimized Detroit banks and fi- 
nance companies. 


Pedersons and Bartz Buy 
40-Year-Old Sparks Firm 


Tom Pederson, Harvey Bartz and 
A. T. Pederson have purchased 
Sparks Motor Co. (Dodge - Plym- 
outh), of Vancouver, Wash., from 
Clay and Rene Sparks, who are re- 
—e after 40 years of auto retail- 
ng. 

The Pedersons have operated 
Pederson Motor Co. (Dodge) of 
Raymond, Wash., for 25 years. 


concept of competition for the con- 
sumers’ dollar. 

2. Dealers must act forcibly to 
build momentum in their business. 

3. Time-proven principles of mer- 
chandising—strong solicitation, ef- 
fective demonstration and active 
owner participation—must be re- 
newed. 

4. New merchandising practices 
need to be pioneered. 

5. Service facilities must be per- 
fected to the greatest possible 
degree. 

6. Employes must be constantly 
exposed to training in sound busi- 
ness principles. 

7. Every business must be de- 
termined to grow, not content to 
stand still or go backward. 

8. Dealers must crusade for bet- 
ter and more profitable practices 
in the industry. 


Seiberling Making 
New Truck Tire 


AKRON.—Development of a new, 
long-distance truck tire with a flat- 
ter tread, which is said to give 
better traction and longer wear 
than conventional tires, was an- 
nounced last week by Seiberling 
Rubber Co. 

The new tire, known as the High- 
way 110, has been scheduled for full 
production after more than a mil- 
lion miles of road testing, the com- 
pany said. 

Outstanding performance is made 
possible by the tire’s “road-proved 
contour,” according to L. M. Seiber- 
ling, sales vice-president. 

“From the very first mile, this 
tread is in overall contact with the 
highway,” he said. “This eliminates 
the initial rapid wear which takes 
place with ordinary new tires, 
which must be broken in or worn 
off to ‘fit’ the road.” 

The Highway 110 is being pro- 
duced in sizes 7:50 by 20 to 11:00 
by 24. 


a 


For More Traction— 


H. E. Hoerster, manager of truck tire 
sales of Goodyear Tire & Rubber Co., 
studies thickness of tread on the firm's 
new tire, the Traction Hi-Miler. The tread 
features five zig-zag ribs and deep stop 
notches. 





Strong opinion mighty strong . s that which come: 


from a great majority and says 


We believe in you n what you have done amd slo 
you are doing. We prefer your products and your principles 


Sy) cer has concentrated on the invention, development and 
perfection of power transmission units for 50 years. Today, the 


s standard in aimost every type of automotive venicie rw 
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great and mode plant re efficie y equipped to , 
serve the industry needs 





THIS Is THE AUBURN CLUTCH DIVISION 
AT AUBURN, INDIANA 


Thousands of Spicer Brown-Lipe and 
Auburn Clutches are produced daily 
in the Auburn Clutch plant, for use 
in many popular automobiles, trucks, 
buses, tractors, and industrial 
applications. 


Millions of Auburn Clutches in Active Daily Service 


Auburn Clutches have been approved and accepted as original equipment 
since 1937. They are manufactured in a new, modern plant, fully staffed and 
equipped with the most modern tools and systems for an annual capacity of 
over a million complete clutch assemblies. 


Major features include: 
25% Less Weight ° 30% Fewer Parts 
Runs Cooler * Longer Pressure Spring Life 
Torsional Vibration Damper °* Patented Flexible Center 
Patented Cushion Eliminates Chatter 
New Positive Pressure Plate Return * Wide Range of Sizes 


The Brown-Lipe Clutch Offers Outstanding Performance 
for Heavy-Duty Trucks and Buses 


Features include: 


INSULATED SPRINGS. Not in contact with pressure plate; heat from plate 
cannot destroy their temper. 

UNIFORM OVERALL PRESSURE. Through 360° of pressure plate. 

SIMPLE SCREW THREAD ADJUSTMENT. Permits quick, easy adjustment. 

SMOOTH. Flexibility of levers results in smooth pick-up. 

NO CHATTER. Assures longer life. 

LOW PEDAL PRESSURE. Remains essentially constant throughout clutch life. 

FEWER PARTS. Greater efficiency with less upkeep. 

ECONOMICAL. Low maintenance cost. Long-life performance. 


SPICER MANUFACTURING DIVISION 


of Dana Corporation ° Toledo 1, Ohio 


50 YEARS OF 


S$ ; 
ENGINEERING TRANSMISSIONS © UNIVERSAL JOINTS ¢ PROPELLER SHAFTS «© BROWN- 
UPE AND AUBURN CLUTCHES « FORGINGS « AXLES «© STAMPINGS e« 
SPICER BROWN-LIPE GEAR BOXES ¢ PARISH FRAMES * TORQUE CONVERTERS 
¢ POWER TAKE-OFFS * POWER TAKE-OFF JOINTS ¢ RAIL CAR DRIVES 


RAILWAY GENERATOR DRIVES + AIRCRAFT GEARS ¢ WELDED TUBING 
MANUFACTURING 
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By Marty Whitmyer 
Staff Writer 
Automotive advertising during 
February was 6 percent higher 
than the corresponding month of 
1953, according to the Media Rec- 
ords summary of linage in 52 cities. 
Overall newspaper linage, however, 
showed a 2.9 percent drop. 
Figures for February showed a 
total of 9,240,357 lines, as compared 
with 8,720,194 in the same month 
of 1953, Total automotive linage in 
newspapers in January and Febru- 
ary was 89 percent ahead of the 
same months of 1953, it was re- 
ported. 


x * * 
Ford Films Available 

Ford Motor Co. has distributed 
more than 125,000 copies of its 
1954 motion picture catalog. In- 
cluded in this year’s catalog is 
information on 30 films, including 
eight new motion pictures in 
black and white and in color. 

Subjects of the movies range 
from the manufacturer of auto- 
mobiles to a musical journey 
along the west coast. 

The films may be obtained 
without charge from Ford film 
libraries at 16400 Michigan Ave., 
Dearborn; 15 E. Fifty-Third St., 
New York, or 1500 8. Twenty- 


Sixth S8t., Richmond, Calif. 
* 2 ¢ 


Metropolitan Ads Cited 


The advertising and promotional 
campaign that unveiled Nash’s 
new Metropolitan has been termed 
one of the most effective cam- 
paigns ever conducted by the 
company, according to Jack B. 
Huntress, Nash ad manager. 


Huntress reported that show- 
rooms were filled with the 
largest crowds seen by Nash 
dealers in years. 

All advertising and promotional 
details were worked out by Nash’s 
sales and advertising staff with 
the corporation's agency, Geyer 
«advertising, Inc. 

* 


Record AC Program 


AC Spark Plug division of 
General Motors in April will begin 
the biggest sales promotion cam- 
paign in its 46-year history. 

The campaign, which will be 
publicized to wholesalers and re- 
tailers through ads in trade 
journals, will emphasize the im- 
portant part new spark plugs 
play in regaining new-car per- 
formance. The theme will be 
“Give Your Car Wings for 
Spring.” 

Supporting the campaign to the 
motoring public will be ads in 
national and farm magazines and 
billboard ters in more than 500 
cities. AC’s 125,000 registered 
dealers will tie into the campaign 


Cleveland Chevrolet Dealers 


George Dorner, chairman of the advertising committee of the Chevrolet Dealers 
Assn. of Cleveland, signs contracts to sponsor half of the radio broadcasts of the 
1954 games of the Cleveland Indians. On his right is Richard Woodruff, of Griswold- 


Eshleman Co., and on his left, 


Affecting Factories and Dealers... 


Auto Advertising 
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with window displays, gas pump 
and wall stickers and customer 
handouts, the company said. 

* * * : 


Metro Booklet Published 


Metro Sunday Comics has an- 
nounced the completion of a book- 
let entitled “Meet the People,” 
which presents, in capsule form, 
sales highlights of this advertising 
medium, 

Printed in three colors, the 
booklet includes drawings that 
illustrate the medium ’s sales 
points. 

Copies of the booklet are avail- 
able from Metro sales offices in 
New York, Chicago, Detroit, San 
Francisco and Los Angeles. 

* + = 


Inquirer Promotion Set 


The Philadelphia Inquirer will 
publish its third annual “Delaware 
Valley, U.S. A.” rotogravure supple- 
ment Monday, Sept. 20. 

The 1953 edition contained 92 
pages of editorial and advertising 
material, and this year’s edition is 
expected to be even larger, officials 
said. i 


Aid to School Promotions 


Companies considering promo- 
tion projects or educational public 
relations work with schools can 
obtain information on the school 
field and a description of available 
services from Glick & Keefe, a new 
educational service agency, 1790 
Broadway, New York 19, N. Y. 

The services include preparation 
of special materials for teacher and 
student use, development of school 
distribution channels with particu- 
lar emphasis on career-information 
and guidance material, and blue- 
printing of school public relations 
and sales campaigns. 

x * * 


Ballard on Geyer Board 


Sam M. Ballard, vice-president of 
Geyer Advertising, Inc., has been 
elected to the agency’s board of di- 
rectors, according to B. B. Geyer, 
president and chairman. 

B also was appointed as 
supervising executive on the Nash 
account, and will head the agency 
group on the account in the New 
York and Detroit offices. 

Ballard joined Geyer last August 
after serving as chairman of the 
management committee and board 
member of Gardner Advertising 
Co., St. Louis and New York. 

* o* ” 


Public-Service Programs 
A new for selling public- 


service radio campaigns to local ad- 
vertisers is described in a booklet 
distributed to members of Broad- 
cast Advertising Bureau, Inc., 270 
Park Ave., New York 17, N.Y. 
Entitled “How To Be a Hero in 
Your Own Home Town,” the BAB 





Sign’ Indians— 


Richard Klaus, general manager of Station WERE. 


—- (from left) are Richard Arbuckle, WERE sales manager; Arthur Haas, president 


Chevrolet Motors, Inc.; Ray 


ond J. J, Smith, Chevrolet's Cleveland city manager. 


Hershberger, president of the association, 





booklet cites the returns, both in 
goodwill and profits, which busi- 
nessmen can receive from tieins 
with public-service drives. 

The guide, which was prepared in 
cooperation with the Advertising 
Council, lists public-service pro- 
grams for 34 different types of local 


advertisers — from auto dealers to | 


women’s specialty shops. 
* - + 


Bohn Ads Acclaimed 


Bohn Aluminum & Brass Corp. 
has been named top award winner 
in the advertising category of Free- 
doms Foundation for its 1953 cam- 
paign. 

Presentation of the gold medal to 
Bohn’s president, S. D. Den Uyl, 
was made at Valley Forge, Pa., by 
Dr. Milton Eisenhower, president of 
Pennsylvania State College. 

+ + * 


Ad Council Elects 

Stuart Peabody, assistant vice- 
president of Borden Co., has been 
elected chairman of the board of 
directors of the Advertising 
Council. He succeeds Philip L. 
Graham, publisher of the Wash- 
ington Post, who was named chair- 
man of the board’s planning com- 
mittee. 

The directors also elected John 
C. Sterling, publisher of This 
Week magazine, as vice-chairman 
of the board. Reelected were 
Louis N. Brockway and Leo 
Burnett, vice-chairmen; Theodore 
S. Repplier, council president; 
Allan M. Wilson and George P. 
Ludlam, vice-presidents; Frederic 
R. Gamble, secretary, and Paul 
B. West, treasurer. 

Directors elected were Felix W. 
Coste and Arthur P. Hall, ad- 
vertiser representatives; David R. 
Daniel and George W. Healy jr., 
newspaper representatives; J. B. 
Stewart, outdoor advertising repre- 
sentative; Sylvester L. Weaver jr., 
television representative, and 
Thomas F. O'Neil, radio repre- 


sentative. 


* * * 


Chronicle Changes Type 


The Houston Chronicle has in- 
creased the size of its news-col- 
umn type from a 7%-point Excel- 
sior on an 8-point slug to 9-point 
Corona on a 10-point base. 

The Chronicle is the third paper 
in the U. S. to use this size type in 


news columns. 
” * * 


80 in Sales Aids Show 


Eighty organizations have con- 
tracted for display space in the 
first Sales Aids Show scheduled for 
May 10-12 at the Biltmore Hotel, 
New York. 

The show is sponsored by Adver- 
tising Trade Institute. Exhibitors 
include representative companies 
from the field of sales presentation, 
training methods, packaging, visual 
aids, display premiums, advertising 
specialties and graphic arts. 

A total of 125 exhibitors is ex- 
pected to apply for space before 
Apr. 15, officials said. 

+ * 


a 


Football for Prest-O-Lite 


For the third successive year, 
Prest-O-Lite Battery Co., Inc., will 
have an exclusive advertising tiein 
with the National Football League, 
A. A. Feldman, Prest-O-Lite sales 
manager, announces, 

* + + 


Catalog for Oil Men 


A catalog listing™public relations 
tools which oil men can obtain from 
the Oil Industry Information Com- 
mittee is now being distributed to 
committee members, industry ex- 
ecutives, trade associations and 
other interested parties. 

Catalogs may be obtained by writ- 
ing the committee at 50 W. Fif- 
tieth St., New York 20, N. Y. 

+ * * 


Names 


Ronald J. Foster has been named 
creative copy supervisor of Better- 


-|idge & Co., Detroit advertising and 


public relations firm. 


Amos R. Shields jr. has been ap- 
pointed local area advertising man- 
ager for Hudson. Shields joined 
Hudson in 1952 as advertising pro- 
duction manager. 

Robert L. Blackmore, formerly in 
charge of hard-goods merchandis- 
ing for Life, has been named man- 
ager of the magazine’s merchandis- 
ing department. 

Ammon B. Godshall has been 
appointed an account executive of 
McCann - Erickson, Inc., assigned 
to the Detroit office as a member 
of the Chrysler Corp. group. 
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OU MOLL AEM PALA 


TRANSPARENT VINYL Clear-Vue 
UPHOLSTERY PROTECTOR 


Fabric’s Clear-Vue Protector made 
of #10 clear Vinyl, keeps upholstery 
clean while car is on show-room 
floor. Transparent—allows customer 
to see beautiful upholstery fabric 
while protecting from dirt and 
stains. Precision fitted to individual 
car. Bound in black, blue, brown, 
green, grey, red, white or yellow. 
Specify color. 

HEAVY DUTY 


SERVICE” PROTECTOR 


The perfect protection against 
grease and grime when car is 
serviced. Large, roomy, made from 
heavy Greigh Canvas, Fabric’s 
Heavy Duty Protector Covers the 
upholstery of entire front seat and 
front back, held securely in place. 
May be used as slip covers for sofas, 
gliders, porch furniture or as “throw 
over” for picnic or beach. 


SHOW ROOM 


FLOOR PROTECTOR 
(CAR DIAPER) 


Fabric’s new Floor Protectors makes 































old fashioned grease pans obsolete. 
MONEY Made of Vinyl leather, 4 yards long 
BACK Guarantee x 36 inches wide, attaches to front 


) and rear bumpers quickly. Catches 
oil and grease drippings, protects 
floor. 


Agents Wanted—Territories Available 


@ MANUFACTURING CO. ‘sss 


Cm BOX 1259 * NEWARK 1, N. 
G WORLD'S FINEST PRECISION-FIT AUTO SEAT Santas 


ON ALL 3 ITEMS 
Write for additional information and prices 
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BRONZE ENDS e@ CADMIUM PLATED SPRINGS e@ TRIPLE LOOPED 
— LIMITED OFFER — 















Guaranteed 

Will fit all cars in- Each — $4.00 per dozen —_—_— 
cluding Chrysler, 3 5 when check is enclosed ATTRACTIVE 
Plymouth line C with order corres vem 





50c EACH, C.O. D. 







Prepaid in Lets of 12 or Mere 


Shipped i 
UNITED AUTO SUPPLY, 6035 BLVD. EAST—WEST NEW YORK, N. J. § 
UNION 7-2971 i 
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Auto Personnel 





James W. Dessecker, assistant 
secretary of Seiberling Rubber Co. 
and legal counsel for the firm since 
1931, has retired. Rodney L. Perkins, 
an attorney assigned to the secre- 
tary’s office, assumed the duties of 
legal counsel. 

Dessecker joined Seiberling in 
1931 as president and treasurer of 
Seiberling Acceptance Corp., then 
an affiliate corporation of the com- 
pany. He also became legal counsel 
at that time. 

Perkins joined the company last 
July. i 

* * 


Dodge Promotes Shaw 


To New Post in Sales 


Appointment of Hugene F. 
Shaw to the newly created post 
of sales organization manager is 
announced by R. C. Somerville, 
sales vice-president of Dodge. 

Shaw will be responsible for 
budget and expense control at 
the home office and administra- 
tion of business activities for 
Dodge’s 22 sales regions. He for- 
merly was budget director in the 
sales department. 

+ * + 


Signal-Stat Appoints 


Raftery as Sales Chief 
Signal-Stat Corp., Brooklyn, N. 
Y., has appointed William A. Raf- 
tery, as sales manager. 
ee R a f t er y has 
been associated 
with Signal - Stat 
since his gradu- 
ation from Tufts 
College. Until 
1952, he was as- 
sistant to L. S. 
Hollins, secretary- 
treasurer, and 


formulation of 
sales policies. 

In 1952 he was 
appointed assistant sales manager 
and represented the company in its 
many field activities. 

Raftery will now direct all sales 
activities of the firm. 

+ * + 


Trezise Joins Clover 
As Sales Manager 
I. H, Gallaher, president of 
Clover Mfg. Co., Norwalk, Conn., 
announces the appointment of 
Walter R. Trezise as sales man- 
ager. 
Trezise formerly was with 
ne Corp. and Armour 





W. A, Raftery 


Clover manufactures abrasive- | 
coated papers, cloths and fiber, as | 
well as lapping and grinding | 


compounds, 3 


Peterson to Take Charge 
Of New Bill Scott Office 


participated in the | 


ing division has been announced by 
James C. Zeder, director of engi- 
neering and research. 

Robertson succeeds William H. 
MacDuff, who has been named sec- 
retary of the finance committee of 
the engineering board. Robertson, 
who joined Plymouth in 1927 was 
appointed general supervisor of en- 
gineering administration in 1951, a 
position he held until his newest 
appointment. 

* 


* * 


Mendelson Appointed 


S. Mendelson has been appointed 
general sales manager of Richman 
Chemical Products Co., Chicago, 
manufacturers of automotive chem- 
ical specialties. 

* on + 





| 
| 
| 


Mason, Ansley and Acheson 
Promoted by Seiberling 


Three new vice-presidents have 
been named by Seiberling Rubber 
Co. of Canada, Ltd., Toronto. 

They are W. Horace Mason, 





vice - president and _  secretary- 
treasurer; J. W. Ansley, produc- 
tion vice-president, and A. P. 
Acheson, sales vice-president. The 
appointments were announced by 
Marcus L. Brown, president of 
the company, a subsidiary of 
Seiberling Rubber Co., Akron. 
Ansley and Acheson also were 
named to join Mason on the | 
board of directors. 


+ * + 
Rosenstein Named Chairman 


Of Arthritis Fund Drive 


Herman O., Rosenstein, vice-pres- | 
ident of Standard Motor Products, 
Inc., has accepted chairmanship of 
the automobile parts division of the 
1953-54 Development Fund Drive of 
the New York Arthritis and Rheu- 
matism Foundation, it is announced 
by William Holmes, general cam- 
paign manager. j 

ok * * 


Chevrolet Shuffles Staff 


In Zones in Northwest 

With the opening of Chevrolet’s 
Seattle zone office, several changes 
in the Portland zone office have re- 
sulted. 

Cc. E. Olsen, formerly Seattle 





branch manager, has been named 








“I want to thank you for the 
courteous, efficient service—but I 
can't.” 








moted to position of greater re- 
sponsibility in the Seattle zone in- 
clude William M. Porter, used-car 
manager; John M. Grow, sales pro- 
motion manager; Michael G. 
Heathman, truck manager, and 
Warren O. Twiggs, car distributor. 
New Portland zone promotions 
include: A, A. Prestholdt, sales pro- 
{motion manager; R. F. Svendsen, 
| distribution manager, and Earl E. 
| Wright, service and mechanical 
| manager. 
* + * 


| McKee Disston Rep 


Appointment of W. Gerard Mc- 
Kee, Fayetteville, N. Y., to repre- 
sent the steel division of Henry 
| Disston & Sons, Inc., in the Sche- 
nectady, Syracuse and Rochester 
|areas, has been announced by the 
| manufacturer of steel, armor, saws 
| and tools. 





* * * 


| Pontiac Appointments 


Don Stuart (Pontiac), San Fran- 
| cisco zone manager, has appointed 
| Howard Winfield as zone business 


Seattle zone manager. Fred M. | management manager, succeeding 
Thompson, assistant zone manager | Earle Cunha who has joined Doten 
in Portland, has become assistant | Pontiac, Berkeley, Calif. Robert C. 


zone manager in Seattle. 


Other Portland zone men pro-| 








Ken Peterson has been elected | 


vice-president of Bill Scott and 
Associates, Inc., Los Angeles, and 
will be in charge of a new office 
the firm is opening May 1 in 
New York City. 

Scott specializes in direct - mail 
programs for auto dealers on the 
west coast. 5 

om 


Chrysler Division Appoints 
Neely as Western Sales Aide 
Appointment of Charles B. 


Neely, who had been merchan- 
dising manager for the past year, 
will head sales in the Los An- 
geles, San Francisco and Port- 
land regions. 

* + * 


Nash Plant Post Filled 


Formerly factory manager, Earl 
F. Warner has been appointed 
‘works manager of Nash’s El Se- 

do (Calif.) plant. Campbell 
ood, works manager since the 
plant was opened in 1946, is on 
leave because of illness. 
7 * * 


Chrysier ngineerins Job 


Goes to Robertson 

The appointment o. Join R. Rob- 
ertson as manager of the engineer- 
ing administration department of 
; Chrysler Corp.’s céntral engineer- 


| Lonk was named District 1 man- 
(Continued on Page 29, Col, 3) 





Who's Coming to Town TODAY? 


The Michigan farmer will have something to se// ... and buy something to take home—+#oday! 


He doesn’t have to wait until the end of the season to cash in. He diversifies! He’s a poul- 


tryman, a dairy operator, a beef producer, a hog raiser, a sheep breeder, a fruit grower — all 


in one. And, his crops are so varied there’s something to market all the time... all year long. 












MICHIGAN 


all year ’round 


advertise in 





7. 


where it’s 
PAYDAY 





(Percent Farm Cash Income Received Each Month) 


Based on eight-year study of Michigan farm income 
(Government payments not included) © 


9.8% 9.9% 10.1 






10.6 
x, 10.5% 10.6% 
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ager, San Francisco, and Robert 
Garrison District 3 manager, 
Sacramento. 

* * * 


Ford Division Appoints 


Williams Service Engineer 

Appointment of Richard D. Will- 
jams as service engineer in the 
technical standards section has 
been announced by Carl T. Doman, 
national service department man- 
ager of the Ford division. 

From 1948 until he joined Ford, 
Williams was with Kiekhaefer 


i ae Corp., Fond du Lge, Wis., as chief 
San Francisco Gots Giant Fore ~~ | engineer of the aircraft division of 


Visible to motorists crossing the San Francisco-Oakland Bay Bridge, this 28-by-62- | Kiekhaefer Aeromarine Motors. 
foot illuminated painted bulletin was set up by the Ford Dealers Assn. of the | . le 
Richmond district. Attending the lighting ceremonies are (from left), A. R. Jordan, Fruehauf Elects Isaacson 
San Francisco branch manager of Foster & Kleiser Co., which put up the sign; Wells Branch Operations Head 
Brown, account executive of J. Walter Thompson Co., San Francisco; Aubrey Sander- R. B, leativeon has deen elected 
son, president of the Ford Dealers Advertising Assn., Richmond district; Al a director of branch operations for 
inger, treasurer of the group; Clem Doyle, director of the group, and Carl Schnetz, "emt ae ieee Svsichindl 





account executive of Foster & Kleiser. 
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(Continued from Page 28) 


in 1950, has been serving as 
assistant controller in charge of 
branch accounting for the past 
three years. He formerly was 
with White. 


Belnap & Thompson Names 


Smith as Promotion Aide 


Belnap & Thompson, Inc., Chi- 
cago, has appointed Kenneth C. 
Smith as promotion director to 
service automotive accounts in the 
Detroit area. 

Smith formerly was associated 
with Capital Airlines. 


* * * 


Tereshenko Feted by Ford 
On 25th Anniversary 


James Tereshenko, business 
management department manager 
at Ford division was honored on 
his 25th. anniversary with Ford 
Motor Co. at a luncheon. ; 

Tereshenko joined Ford in 1929 





Michigan's BIG, STEADY Buyer! 


Showing him how to hold his big income steady is MICHIGAN FARMER, the home-edited 
farm paper that keeps fresh money-making ideas coming his way twice every month. Because 
it’s devoted to “Michigan agriculture exclusively, MICHIGAN FARMER is read by 4 out of 5 


Michigan farm families. 


Use MICHIGAN FARMER to reach these high-income, year-around buyers. It’s effective— 


economical! Two other states with steady, top farm incomes are Ohio and Pennsylvania, 
served by THE OHIO FARMER and PENNSYLVANIA FARMER. Write to T1013 Rockwell 


Avenue, Cleveland 14, Ohio, for details. 





East Lansing, Michigan 


THE OHIO FARMER, Cleveland, Ohio 
PENNSYLVANIA FARMER, Harrisburg, Pa. 






and served in various capacities in 
the Chester (Pa.) assembly plant 
until he was transferred to the 
general sales office in Livonia, 
Mich., in 1952. 


* * * 


Ford Picks VanVactor 

Appointment of John W. Van- 
Vactor to the newly created po- 
sition of production manager of 
the Ford division’s Memphis as- 
sembly plant nas been announced 
by H. J. Pearson, plant manager. 

VanVactor has been technical as- 
sistant to the plant manager in 
Louisville. 


Huster Appointed Manager 


Of Hertz Truck Leasing 
Frank J. Huster has been ap- 


Joseph J. Stedem, vice-president. 


the last four years, he was man- 
ager of its Baltimore station. 
* + * 


Berger Appoints Lang 
As Northern Ohio Rep. 





Corp. has been announced by C. E. 
Howes, general sales manager. 


Berger steel shelving and bin units 
to auto dealers. 
* 


Associates Investment Elects 


2 Assistant Vice-Presidents 
Election of William S. Dean and 

Eugene F. Lusk as assistant vice- 

| presidents of Associates Investment 


,Co. has been announced by Board | 


Chairman Robert L. Oare. 
Oare also announced the election 
of Walter C. Cook to vice-president 


of Emmco Insurance Co., an Asso- i 
ciates subsidiary with headquarters 


|in South Bend. 
* 


* ae 


Atlanta Replacement Unit Co. | 


Gets Wilson as Plant Chief 
Emerson A. Wilson, formerly 
plant manager for the Replace- 
ment Unit Co., Kansas City, has 
become plant manager for the 
| Atlanta Replacement Unit Co. 

The two companies are subsidi- 
| aries of Maremont Automotive 
| Products, Inc. 

Francis J. Doms, formerly fore- 
man at the Kansas City plant, 
was named acting plant manager. 

Wilson opened the Kansas City 

| Replacement Unit in 1946. Doms 
| joined the Kansas City plant in 
| 1946. He was promoted to fore- 


man in 1952. 
* a 


Daschner Is Added to Staff 
Of Pressed Metal Institute 


The Pressed Metal Institute, na- | 


tional association of the metal- 
stamping industry with headquar- 
ters in Cleveland, has announced 
the appointment of Harold A. Das- 
chner as assistant manager. 
Daschner, formerly sales manager 
of Lansing Co., Lansing, has a 


background of 13 years in trade- | 
| association fields prior to spending | 


the last 10 years in industry. He 
| was with the National Retail Hard- 
| Ware Assn. and served as manager 
|of the Michigan Retail Hardware 


| Assn. 
* + € 


Administrative Appointments 


'Announced by Mansfield 


A realignment of the adminis- 
trative staff of Mansfield Tire & 


Rubber Co., Mansfield, O., has | 


been announced by James H. 
Hoffman, president. 


William M. Moser, formerly 


with the tire and tube develop- 
ment division of Standard Oil 
Co. of New Jersey, has been 
named assistant to the president. 
He joins Albert E. Barkett, for- 
merly with B. F. Goodrich Co., 
who already is on the president’s 
staff as an assistant. 

Kenneth R. Garvick has joined 
the organization after 17 years 
with Firestone Tire & Rubber Co. 
and will be assistant to H. 


| search and development, 


Robert C. Hudson also becomes | 
an assistant to the director of | 


research and development. Previ- 
| ously he was manager of design 
and construction and is succeeded 


(Continued on Page 44, Col, 3) 


29 


pointed national manager of truck | 
leasing for Hertz Rent-A-Car Sta- | 
| tions, Inc., Chicago, according to 


Huster joined Hertz in 1929, For 


Appointment of Albert F. Lang | 
as northern Ohio automotive sales | - 
representative for the Berger manu- | 
facturing division of Republic Steel | 


Lang will handle the sale of | 


P. ; 
Partenheimer, director of re- | 


; 
: 
t 
\ 
" 
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\) Your Chevrolet 
Dealer is 
ready, willing and able 


to serve you 


efter than 


ever! 
SEE HIM TODAY! 


A complete Help raise 
line of Genuine your Service 
Chevrolet Parts that... » Efficiency and... 
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ago to handle financing the city’s 
100th anniversary celebration. 
* * * 


Club Elects Bonini 


Adolph Bonini, service manager 
for Bob Philippi (Lincoln-Mercury), 


Leslie and Louis Stanford have | vey A. Clements, president. Hamis-|0#Kland, Calif. has been elected 
been appointed Dodge - Plymouth | ter was manager of the company’s | President of the Northern California 


Dealer Doings 








| ship in San Francisco. Jacobs will 


share supervision of the sales staff 
with Howard R. Hill, also a retail 
sales manager. 


* 


Bacon’s Lists VW, Porsche 


Bacon’s Imported Cars, Hermosa 
Beach, Calif., is the new dealer for 


dealers in Dearborn, Mich. In the 
auto business since 1936, the 
brothers have owned a Dodge- 
Plymouth dealership in Lincoln 
Park, Mich., since 1947. 

Bo * * 


Stephens Purchases Building 


For U. C. Reconditioning 


W. R. Stephens, president of W. 
R. Stephens Co. (Buick), 


a@ building at Twelfth St. and Har- 
mon Place which will be remodeled 
for use as a used-car recondition- 
ing plant. 

The building originally was erect- 


ed as a Willys-Overland distribut- | 


ing center. 
* * 


Foreign-Car Distributor 


Appoints 3 Dealers 

Art Anderson, president of Cal 
Sales, Inc., Gardena, Calif., distrib- 
utor for Triumph, Doretti, Stan- 
dard and Vanguard, has announced 
the appointment of three dealers. 

They are: British Motors, Inc., 
Santa Ana, Calif.; Larry Reed, Inc., 
Westchester, Calif.. and Nick Pas- 
tor, South Gate, Calif. 


Horner-Wilson Recovers 


Stolen Safe From Cemetery 


Horner-Wilson Motor Co., Blythe- 
ville, Ark., has recovered a stolen 


Minne- | 
apolis, has announced purchase of | 


| Munhall, 
| Peterson, former salesman, to the | "¢W 





safe containing $5,683 in cash and | 


$8,422 in checks from a cemetery in 
tayti, Mo. Two men have been 
arrested in the case. 

~ + + 


Carkin General Manager 


Of Union Lincoln-Mercury 

Herbert B. Carkin, formerly con- 
nected with Colt-Brady Co. and 
Capitol Cadillac Co. in Providence 
has. returned to the auto business 
as general manager of Union Lin- 
coin-Mercury Co. ; 

His appointment coincided with 
announcement by the firm of the 


opening of its new headquarters at 


1.00 N. Main St. 

Carkin is a director of the Provi- 
dence Chamber of Commerce, the 
American Automobile Assn. and the 
Children’s Friend and Service. 

* cs Bg 


McCaubrey Heads Jury 

Ed Mevaubprey, CaJiilac- Jius- 
mobile dealer for .the Riverside 
(Calif.) area, has been appointed 
head of the Riverside County 
grand jury. 

* * 
Liegerot Gets GMC 

Generai ‘‘rucx Sales, 2iu0 N.W. 
Seventeenth Ave., Miami, has been 
made a dealer of GMC trucks. The 
firm is headed by Denzil P. Liege- 


rot. Jack Lyons will be sales man-' 


ager. 


Oakes Announces Candidacy 
For Tenn. State Senator 

Carroll G. Oakes, owner of 
Oakes Motor Co, (DeSoto-Plym- 
south), Morristown, Tenn., has an- 
nounced his candidacy for State 
senator. 

Carroll, who is chairman of the 
legislative committee of the Ten- 
nessee Automotive Assn., served 
as a representative in the 1953 
Legisiature. 


% 

New Ford Deal for Gary 

McAnary & Welter, Inc. (Ford), 
has opened at 921 W. Fifth Ave., 
Gary, Ind. During the two-day 
grand opening, a $1,000 bond was 
given to one out of each 25 buyers 
of new or used cars or trucks. The 
used-car lot is at Fifth and Harri- 
son Sts. 

% * * 

Providence L-M Firm Buys 
| 26 Weeks of Radio Time 

Elliott Lincoln-Mercury, Provi- 
dence, has contracted for 26 
weeks of radio time on Station 
WHIM. The firm bought a Sun- 
day segment from 2 to 4:30 p.m. 


Hamister Reassigned 


Oi:ver C. Hamister has beén ap- 


|Eshman has named Gabe Tarr as | 


| corporation was formed two years 


pointed general sales manager of | 
Clernents Chevrolet, Inc., 3440 Clin- | 


ton 


St., Buffalo, according to Har- | 


Cattaraugus (N.Y.) branch before — Service Managers | 


its recent sale. — eS ay 


Volkswagen and Porsche. 
* * * 


Greer Turns to Pontiac 


William B. Greer, former head of 
a Chrysler-Plymouth dealership in 
Los Angeles, is the new general 
manager for Savage-Haldeman 
(Pontiac), Los Angeles. 


| * * * 


$100,000 Culwell Fire 


| A $100,000 fire hit Culwell Chev- 

|rolet Co., Gilroy, Calif., causing 

| heavy damage to the building and 
After 41 years of service, Don 0O.| ; 

Wilson (left) has retired from Studebaker. ee a cs Te 


Courtney Johnson, general manager of the | _., 
commercial vehicle division, presents him | Fire at J. B. Motors Causes 


* % * 
Clark Ups Peterson Crivelli Opens Lot 
H. F. Clark, Clark Nash Motors, Crivelli Bros. Sales & Service 
Pa, has named C. J.| (Nash), McKee’s Rocks, Pa., has a 
100-by-140-foot used-car lot | 
posts of service manager and as-| With a capacity of 40 cars, Used- 
sistant manager. | Car manager is Victor Mano. 


* * + ° ° * 


Eshman Heads Own Sales Erdelac Expands 

R. B. Eshman, owner of Eshman| §'delac Mercury, Inc., Cleveland, | 

Motors (Nash), Swissvale, Pa., has which switched from Studebaker to | Wilson Retires— 

become sales manager of the firm.| Mercury, has increased its person- | 

nel from 33 to 83 and has added a| 

| new department for reconditioning | 
used cars. 








| 


service manager. 
* * * 


Winter in Civic Role ae with @ book of memoi i 000 

4 ° : | oirs. Wilson had been 
M. S. Winter, owner of Winter Bissantz Opens Ford Deal | assistant truck equipment manager an tone <apaege a I 
Chevrolet Co. Lawrence, Kans., Henry Bissantz heads a new Ford 1948. (Rtas Pte ‘6 . aoe 12 
has been elected president of dealership in Azusa, Calif. eS | owned by Darrel South an0:Gni 
Lawrence Centennial Corp. He also | |has been announced by Robert A.| Bateman. 


Waters Elevates Jacobs | Waters jr., vice-president and gen- | 
Promotion of M. G. Jacobs to a/eral manager of James F. Waters, 
new-car retail sales managership ' Inc., DeSoto-Plymouth distributor- 


will serve as president of the| 


centennial planning committee. The | Damage to the building and 


contents was estimated at more 
‘Continued on Page 33, Col. 3) 


CAR MAKERS ASKED 
FOR NEW KIND OF OIL 


AUTOMOTIVE ENGINEERS 
asked for a new kind of motor 
oil for today’s high-compression 
engines. New Sunoco Special 
Motor Oil is the answer. It is a 
unique oil — no other oil on the 
market is like Sunoco Special. 




















New Sunoco Special Hi-Compression 
Motor Oil Controls Knock— 


gives any gasoline more power 


Remember... 


on the average, Sunoco 
dealers pump twice as 
much gasoline as competi- 
tive dealers. A Sunoco deal- 
ership may be available in 
your area. Call our local 
office or write: Sun OilCom- 
pany, Philadelphia 3, Pa. 





SUN OIL COMPANY, Philadelphia 3, Pa. 





ae 
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than $50,000. Three new cars were 
burned and two others were 
saved, 


* * * 


Lewerenz Plays Host 
Approximately 1,400 persons at- 
tended the formal opening of 
Lewerenz Truck & Tractor Co., 
Inc., Emporia, Kans. Coffee and 





Wisconsin Ave. and Brandywine St. 
The building has 17,000 square feet. 
* 


a 


Walker-Durant Sells to Police 


Walker - Durant Motors, Inc. 
(Ford), Augusta, Ga. has been 
awarded a contract to supply the 
police department with seven new 
eight-cylinder Fords for a total of 
$8,577, plus tradein of seven used 
vehicles. 

* 


Meyer Gets Willys Deal 


Meyer Motor Sales, 3318 W. Broad | 


St., Richmond, Va., has obtained a 


Mercury), St. Petersburg, Fila., has Willys franchise. Bernard C. Meyer 
purchased a site on the new Gulf | is general — of the firm. 


* * 


McCall Buys Out Sitton 


J. Henry Sitton jr., president of 
Easley Motors, Inc. (Buick), Eas- 
ley, S. C., has sold the dealership 
to Gilbert B. McCall, who will 


has | operate the firm as McCall Buick 


Sitton has been appointed 


doughnuts were served, and a| 
¥ movie on farm equipment was | 
shown. 
Scarritt Looks Ahead 
Scarritt Motors, Inc. (Lincoln- 
High f fut - 
Burtrum Adds Missouri Branch— i Settee Oc cootiais Gan wok rice | 
Charles Ll. Burtram (center), owner of Burtrum Motor Co. (Lincoln-Mercury), Miami, building. 
Okla., signs the franchise with which he takes over the L-M dealership in Joplin, Mo. * * + 
{ Burtrum has operated the Miami firm for eight years. Harry Woolston (right), sales Peake Opens New Shop 
manager, will be general manager of the Joplin branch. From left are E. L. Devona, Peake Motor Co. (DeSoto-Plym- 
| business management manager of L-M's Kansas City district sales office; Burtrum;|outh), Washington, D. C., 
i Dale Cooper, of the Kansas Dale Cooper, of the Kansas City office, and Woolston, office, and Woolston. ae. Se ae ee @ new service building at Co. 
t 
« 
New High-Test Blue Sunoco 
cs x 
Stepped Up in Anti-Knock Power 
Now Stepped Up to a new high in anti- were fueled with $3.00 worth of gasoline, 
knock performance, New Blue Sunoco and driven around track until tanks ran 
was tested against 16 premium-priced dry. Result: New High-Test Blue Sunoco 
_gasolines at the famous Indianapolis at regular gas price beat them all. It gave 
track. Each day of test, 16cars (including up to 14.9% more miles (average: 10.4%) 
cars with highest-compression engines) than the premium-priced brands tested. 
T 


~— 










BLUE SUNOCO 

BEATS 16 
“PREMIUMS” AT 
INDIANAPOLIS 









| Mid-Town Motors, 


33 


general manager of Sitton-Mauldin 
Buick Co., Greenville, S. C. 
+ + * 


Murphy Guides Sales 


Gordon C. Murphy has been ap- 
pointed sales manager at Barnard 
Motors, Inc. (Oldsmobile), Portland, 
Ore. 


* * 


Burkett Selected 


Harry J. Burkett, president of 
Burkett Motors (Dodge-Plymouth), 
of Houston, has been elected pres- 
ident of the Houston Knife and 
Fork Club. 


* BS 


Higham Moves in Houston 


Higham Chevrolet Co. has moved 
into permanent quarters at 3001 
Kirby St., Houston. W. H. Higham 
is president of the firm. 

* * * 


Harrison Quits 
C. H. Harrison Auto Co. (DeSoto- 
Plymouth), Detroit, has given up 
his franchise. The firm had oper- 
ated in its eight-car showroom 
since 1945. 


* * * 


Stafford Gets AAA Post 
Charles F. Stafford, treasurer of 
Stafford Buick Co., Laconia, N. H., 
has been named to the New Hamp- 
shire Advisory Board of the Ameri- 
|can Automobile Assn. 
' * * og 


Nash to Buick 


become the new Buick dealer in 

| downtown Manhattan, The dealer- 

| ship is called Freeman Motors, Inc. 
a + * 


Haines & Hodges Opens 
Haines & Hodges Motor Co. is a 
new Chrysler-Plymouth dealership 
at 9510 Truman Rd., Independence, 
1..0, 





* * 


Fifth Award for Sharp 


Harry A. Sharp Co., 443 Virginia ip 


Ave., Indianapolis, has received its 


eR ER 


B. Freeman, formerly of Freeman | 
Nash, Long Island City, N. Y., has | 


/ 
| 


| fifth consecutive Four-Letter |) 
plaque as an outstanding Ford — 


| dealership. 


* * 


Clement for Colorado 


' Motors (Ford), Eagle Rock, Calif. 


Sopp baat California 


In Chevrolet Sales 
Maurice Sopp, Chevrolet dealer 
| in Huntington Park, Calif., sold 
more Chevrolets last month than 
any other dealer in southern 
California. 
tk 


Paynter Promoted 


* * 


| Nance Clement has been named — 
| general sales manager of Colorado fe } 


Whitcomb B. Safford jr., president | 


of Central Motors, Inc., Shreveport, 

La., has announced the appoint- 

ment of James F. Paynter as gen- 

eral sales manager. Paynter has 

been with the dealership since 1945. 
=” * * 


McKnight Motors Opens 
McKnight Motors (Willys), Gulf- 
port, Miss., has opened its new 
Cealership at 2215 Fifteenth Ave. 
P. F. McKnight is the owner. 
* « * 


Roberts, Lehman Get Deal 


George Roberts and Fioyd Leh- 
man, of Minneapolis, have bought 
Inc. (Lincoln- 
Mercury), Des Moines, from Glenn 
H. Smith. 


* 


Elks Elect Taillac 


* * 


Robert J. Taillac, sales manager © 


for Frank Clay Chevrolet, Pasa- 


i ea 


dena, Calif., has been elected exalt- | 


ed ruler of the Pasadena Elks 
lodge. 


x + 


Genereux Expanding 
Genereux Motoz, Ltd. (Ford-Mer- 
cury), Montreal, 


for a $25,000 expansion of its garage 
on E. Rachel St. 
* 


* * 


Red-Hot Announcement? 

The public-address speaker in 
the front office of Scarritt Mo- 
tors, 141 8. Second Ave., St. Pe- 
tersburg, Fla., ccught fire 
ignited some rags. Firemen 
vented further damage. 

* * * 


Fire Strikes Second Time 


Hefner Bros. 


pre- 


the second time in four months. 
Lawrence Hefner, manag-~. ~7!:0 is 
(Continued on Page 49, Col. 3) 


has let contracts | 


and ~ 


(Studebaker), | 
| Belen, N. M., was struck by fire for 
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MA’ months ago — before “bootlegging” the city and suburbs where it counts... the 
made headlines in the automotive indus- Journal-American is also first in impact on New 

try — the Journal-American established a firm York’s vast new car market. 

policy on current model automobile advertising. 





Se oetnewin— oe 


HERE IT 1S, IN BRIEF: 


“The Journal-American does not accept the 
advertising of current model automobiles 
from other than manufacturers of and dealers 
franchised to sell the car being advertised.” 


It’s straight hard selling in the Journal-American 

++ + t0 Gm audience equally. responsive. te high Two invaluable selling aids are yours for the 
and low priced automobile advertising ... to a asking — a newly published analysis of 1953 
huge middle income audience amassed by long- New York New Car Registrations and a com- 
established Journal-American leadership in the plete study of dealerships in the entire New 
New York metropolitan area. Overwhelmingly York area. Phone or write your nearest 
first in circulation in the New York evening field Hearst Advertising Service office. 

. .. first among full-size Sunday newspapers in 
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when along comes American Ex- 
press Co. with figures that show 
the American people have spent 
$6 Billion—351 million since the 
war in foreign travel, over $1 
billion 77 million of that in 1953. 
(Gee, that’s goin’ places!) 

And—all this 


| the last big war. . 
| dislocation .. . 


| vital to the world’s economy. 





OU’VE heard me talkin’ about 
transportation being the great- | lion. ‘ 
est business in the world. Sere 


Well, that was before I learned | Passenger Space Up 
that the American people spent 
over a billion dollars in 1953 just 
goin’ places (not down to the store 
in the rubber-tired hack to pick up 
a can ’o corn, but all over the now 
well-known civilized world). ‘ 

Yuh see, I'd been thinkin’ (in 

my isolationist manner) about 
those millions of cars and trucks 
on the American roads (and how 
hard it is to find room to pass) 


the increase in sea and air trans- 
portation in the last six years. In 


had risen to 575,000 and the plane 
capacity to 340,000. 


in spite of the 
travel handicaps encountered since 
. the economic 
the closing ef the 
| iron curtain to tourists... and the 
| failure of many to recognize travel 
|as a multibillion-dollar industry 


| Complete statistics on American 
expenditures for travel in Europe 
and the Mediterranean area in 1953 
are not available, but the report 
estimates that they will exceed 
1952, when the total was $256 mil- 


1948, passenger ships had a one-- 
way capacity of 385,000 persons and | cost travel is reflected in the report | year it was increased to 190,000). 
planes could handle 176,000. Last | by the fact that tourist space on 
year, the one-way capacity of ships | ships climbed from 146,000 in 1948 


7s surge in American travel | 
abroad was made possible by 
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Nash Outdoor Advertising Cited— 


Citations honoring Nash's eight-year use of outdoor poster advertising have been 
rresented to the firm and its agency, Geyer Advertising, by Foster & Kleiser Co., 
| Pacific coast outdoor advertising concern. At the ceremonies were (from left), W. E. 
| Boyer, Nash's northern California zone manager; Hunter Wise, account executive of 
Foster & Kleiser; J. B. Huntress, Nash director of advertising and sales promotion; 
N. F. Lawler, soles vice-president of Foster Kleiser; Ellyson Robinson jr., vice-president 
| for west coast sales of Outdoor Advertising, Inc.; H. C. Doss, Nash sales vice-president, 
and R. E. Leonard, sales director of Foster & Kleiser. 





to 275,000 in 1953 .. while plane 
travel over the ocean in 1952 pro- | 


| The increasing demand for low- | vided space for 130,000 persons (last | 










reevar ... always a leader in creating customer- 
demand by creating ever-better seat cover fabrics 
... practically sells itself on the strength of these 
sales-clinching features. 


New Fashion Patterns 


Good-looking plaids, herringbones, stripes, 
and checks! Over 40 colors! Including 12 new 
and different patterns each in several colors! 


Scuff and Tear Resistant 


Made of remarkable new JETSPUN* rayon 
with exclusive REEVAR finish. Its beauty lasts! 





Stain Resistant 


A damp sponge will keep REEVAR seat covers 
looking like new. 


No Shocks. . . No Static 


No need to be wary of car keys or door han- 
dles ... REEVAR eliminates static electricity. 


*® American Enka Corporation 


7 reasons why 


REEVAR 


boosts your 
SEAT COVER 


The report says travel is one 
of the largest industries in the 
world ... on a par with agri- 
culture and manufacturing. Be- 


tween 1947 and 1952, American 


CD sResistant to Cigarette Burns 


REEVAR’S exclusively designed finish gives 


greater resistance to burns. 





and moisture. 


Built-In Fast Colors 


Resist sun’s rays...will not fade, rub-off, run. 


Never Hot, Never Cold 


Always comfortable because REEVAR 
“breathes”, yet protects upholstery from dirt 





Now available to you! Counter cards and envelope stuffers 
(for your imprint) in smart, 





modern designs to help you sell 
your customer. Write today! 





REEVES BROTHERS, INC.:- 53 Worth Street, New York, N.Y. 





travel expenditures, at home and 
abroad, exceeded $50 billion, and 
the amount invested in travel 
facilities and service is beyond 
estimation. 


The report, signed by Ralph T. 
Reed, president of American Ex- 
press, and entitled, “Travel Dollars 
and Their Growing Impact Upon 
the Economy of a Free World,” is 
intended for the education of our 
lawmakers and the man on the 
street to the need for establishment 
of a Federal Travel Commission, 
indorsed by Francis T. Greene, vice- 
president of the American Marin« 
Institute, in his recent testimony 
before the House Foreign Affairs 
Committee. 


* * * 


Bargain World Tour 


OU’LL be pleased to learn that 

you can now fly around the 
world at a cost of $1,348. Juan 
Trippe, head of Pan American, put 
it this way in an advertisement the 
other day: “In 1943 we said, ‘Air 
transport has the choice ... the 
very clear choice . .. of becoming 
a luxury service to carry the well- 
to-do at high prices or to carry the 
average man at what he can afford 
to pay. Pan American has chosen 
the latter course.” 


On Sunday, March 14, Pan 
American announced the world 
tour at $1,348. London, Paris, 
Rome, Beirut, Karachi, Delhi, 
Bangkok, Hong Kong, Tokio, 
Hawaii and back to America... 
or, if you choose, the other way 
| around the globe. The scheduled 
time for the globe-girdling trip is 
four days. 

P.S.: Of course, if you have a 
little more time ... and money 

. . you could drop off in Dublin 

watch the racing on the Cur- 
| ragh of Kildare .. . drop down cn 
| London in the twilight of a Sun- 
day in summer .. . ride those fair 
winds to Paris. What Paris is to 
c‘ties, Bach to music, the Yankees 
to baseball, the Zermatt Matter- 
horn in Switzerland is to the 
mountain peaks of the world. Then 
|to Austria . . . to Burgenland in 
| the spring when the blossoms are 
out .. . Rome, where the Pope 
grants an audience to even undis- 
tinguished persons . . . Turkey, full 
of the mysteries of the ages... 
Karachi, Delhi, Bangkok. Then 
“hoopy-hoo” for Hong Kong, Tokio 
|and Hawaii ... and back again in 
Uncle Sam’s front yard. 

Then just think of how much you 
could tell ’em about at the next 
meeting of that sewing circle. 





| Auto-Lite Opens 
3 Additions to 
Fostoria Plant 


| FOSTORIA, O. — Electric Auto- 
| Lite Co. has opened three additions 
to its spark plug plant here as 
part of its $10 million plant im- 
provement plan. 

Largest of the additions is an 
area. p oviding increased capacity 
for spark plug production. 

The other two are an annex to 
the boiler house and a wing with 
|mechanized steel-unloading facili- 
ties. 

The expansion program was the 
|second largest in the 17-year 
(h'story of the Fostoria plant. 


Chrysler Closing 


Ordnance Plant 


| NEW ORLEANS.—Chrysler 
| Corp. has completed production of 
| tank engines at the Michoud Ord- 
| nance plant here and is now pre- 
| paring to put the plant on stand- 
by status, it was disclosed last 
| week by E. C. Quinn, president of 
| the Chrysler division. 
| Addressing members of the New 
| Orleans Chamber of Commerce, 
|Quinn said that, at peak pro- 
| duction, the plant employed 2,200 
| workers. It had a $16 million pay- 
| roll, he said, and spent $41 million 
| for materials and utilities services. 
| Chrysler Corp. received a tank- 
|engine contract from Army Ord- 
| nance early in 1951 and began to 
| prepare the plant for production in 
June of that year. The first engines 
produced in the plant were shipped 
to the Chrysler Delaware tank 
plant in April, 1952, and the last 
shipment was made a few days 
ago. 

The giant plant covers about 43 
acres under one roof. 


or 
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FIDELITY INSURED AUCTIONS 


Auction Name and Address Auction Day 
Aptco Auto Auction Wed. & Fri. 
19241 Dix-Tolede Hyw., U.S. #25 Melvindale, Mich. 
Baize & Flippo Auction Co. Tuesday 


North Locust Ave., Lawrenceburg, Tenn. 


Baker Auto Auction Thursday 
Highway 495, Hattiesburg, Miss. 


Bowling Green Auto Auction Friday 
Highway 31 W Bypass — Bowling Green, Ky. 


Capitol Auto Auction Friday 
4365 Florida Ave., Baton Rouge, La. 

Cofield Auto Auction Monday 
Boaz, Alabama 

Columbus Auto Auction Thursday 
2603 Cusseta Road, Columbus, Ga. 

Concord Auto Auction, Inc. Mon. & Fri. 
29 Sudbury Road, Concord, Mass. 

Decatur Auto Auction Monday 
Highway 48, N., Decatur, Illinois 

Dixie Auto Auction Sales Monday 
217 Gadsden Road, Birmingham, Ala. 

Dixie Motors Auto Auction Tues. & Fri. 
718 Angier Ave., Atlanta, Ga. 

Red Farmer's Auto Auction, Inc. Wednesday 


1010 S. State St., Jackson, Miss. 


Greater Shreveport Auto Auction Thursday 
1310 N. Market St., Shreveport, La. 


Grand Rapids Auctions, Inc. Tuesday 
0168 —M21, Jenison, Michigan 

Doc Greiner Auction Thursday 
714 Huron Street, Toledo, Ohio 

Indianapolis Auto Auction, Inc. Wednesday 
4501 West 16th St., Indianapolis, Ind. 

Don Kelly's Auto Auction Thursday 
West Lytle St., Murfreesboro, Tenn. 

Lapiner’s Auction Co. Wednesday 
125 So. Delaware, Mason City, lowa 

Lebanon Auto Auction, Inc. Wednesday 
State Highway 39, No. Plainfield, N. J. 

Louisville Auto Auction Tuesday 
3601 S. 7th St. Road, Louisville, Ky. 

Maney Auto Auction Friday 
Jordon Lane, Huntsville, Ala. 

Mauldin Auction Sales, Inc. Tuesday 
1227 New Buncombe, Greenville, S. C. 

Middle Georgia Auto Auction Wednesday 
Eastside Highway, Macon, Georgia 

Moline Auto Auction Wednesday 
4216—23rd Avenue, Moline, Illinois 

Monroe Auto Auction, Inc. Tuesday 
Highway #80, Monroe, Louisiana 

Montgomery Auto Auction Wednesday 
927 No. Court St., Montgomery, Ala. 

Montpelier Auto Auction Co. Monday 
Route #1, Montpelier, Ohio 

Muncie Auto Auction Friday 
3344 So. Madison St., Muncie, Ind. 

Naperville Auto Auction, Inc. Thursday 
655 No. Washington St., Naperville, Ill. 
Nashville Auto Auction, Inc. Wednesday 
1406 Lebanon Rd., Nashville, Tenn. 

Owosso Auto Auction Thursday 
1450 E. Main St., Owosso, Mich. 

Page Bros. Auto Auction Wednesday 


35th at Divine St., Chattanooga, Tenn. 
Pal-Waukee Airport Auto Auction Thursday 
Milwaukee Ave. at Palatine Rd., Wheeling, Ill. 
Quincy Auto Auction Friday 
3200 Broadway, Quincy, Illinois 


Rawls Auto Auction Sales, Inc. Mon. & Tue. 
Leesville, S. C. 


Richmond Motor Mart, Inc. Monday 
67200 Gratiot, Richmond, Michigan 
Rockford Auto Auction Thursday 
6402 Forest Hills Rd., Rockford, Ill. 


Slaton Auto Auction Wednesday 
U. S. Highway 11, Cleveland, Tenn. 

Cliff Soderberg Auto Auction, Inc.  Monda 
13th and Locust Sts.. Omaha, Nebraska 


Southern Auto Sales Wednesday 
Route 5, Warehouse Point, Conn. 

E. M. Stafford, Inc. Wednesday 
2615 Wilkinson Blvd., Charlotte, N. C. 

Syracuse Auto Auction Thursday 
R. D. #1, Lafayette, New York 

Tinnin Auto Auction Tuesday 
Buckwalter Stadium, Meridian, Miss. 

Toledo Auto Auction Co. Tuesday 
5902 Telegraph Rd., Toledo, Ohio 

Tri-State Auction Co. Thursday 
3021 Front St., Fargo, N. Dakota 

Tri-State Auto Auction, Inc. Friday 


Valey Springs, S$. Dakota 


West Kentucky Auto 


Auction Monday 
C..cstnut at W. 12th St.. Murray, Ky. 
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Mr. Self-Insured Auction Owner: 









Freddy Fidelity 
locks 


the barn 


before , 
| 


the orse is stojen Wooo ee 


\. 








FIDELITY SAVES YOU MONEY... | f 
SAVES YOUR TIME...SAVES WORRY! 


RIGHT NOW you are solely responsible for every check written at 
your auction. You absorb 100% of every bad check loss. And tax laws ; 
won't let you set up a reserve to soften the blow if and when it comes. 


ADD IT UP. Chances are a big lick would lock your doors . . . after 
the horse is gone. A bad check in any amount hurts. 


BUT ... with Fidelity Check Insurance, Fidelity takes the losses, 
foots all the collection expense, and pays your claims usually within 
48 hours. ON TOP OF THAT, Fidelity premiums are tax-deductible. 


Play it safe. Let Fidelity lock that barn before something happens. ; 
Let Fidelity save you money .. . save you time... save you worry. hi 
But don’t take our word for it. Ask any of the Fidelity Insured l 
Auctions listed here. Then call, wire, or write for the full story. 





FIDELITY INSURANCE COMPANY 


OF TENNESSEE 


204 Stahiman Building Nashville, Tennessee 





Lincoln-Mercury Honors Top Salesmen— 


Awards were given to 102 top Lincoln-Mercury dealership salesmen who sold $40 
million worth of cars during 1953. The presentation in Detroit was the highlight of 
| @ week's vacation trip for the winners. From left are Dominick Morley, Boston, who 
“ted in Lincoln sales with 75; W. E. Eaton jr., Silver Springs, Md., who led Mercury 
sales with 204; R. E. Krafve, L-M assistant general manager, who made the awards, 
and B. H. Taylor, Tifton, Ga., who sold the most used cars, 733. 





Luckey Joins Touslee 









Rochester Automatic 
Choke Carburetor as 
used on Chevrolet 
passenger cars 


YES, right from the start Rochester Car- 
buretors were designed, engineered and 
built by Rochester Products to give greater 
performance and economy. That’s why, 
right from the start of the car’s engine, 
every Rochester Carburetor automatically 
does a better job regardless of speed, load 
and operating temperatures . . . and con- 
tinues to do so with a minimum of service. 


PERFORMANCE FEATURES 
e NO FUEL LOSS ON ANY INCLINE 
@ SMOOTH ACCELERATION WHILE TURNING 
e@ EASIER STARTING IN HOT WEATHER 
e CONTINUOUS FUEL FLOW—NO LAG 
@ POWER MIXTURE READILY AVAILABLE 


ROCHESTER PRODUCTS oivision 


ROCHESTER, N.Y., U.S.A. 


ALSO MANUFACTURERS OF ROCHESTER CIGAR 





LIGHTERS AND GM STEEL 


Lawsuits Affecting Dealers .. . 
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Court Decisions 


By Leo T, Parker 
Attorney at Law 
NEW York dealer asks the fol- 
lowing question: 

“If an auto dealer lets a prospec- 
tive purchaser have an auto on trial 
or loans it to an employe, does the 
dealer stand a chance of losing the 
auto if the user transports nar- 
cotics or the like in it? Please give 
detail of the law on confiscation of 
automobiles.” 

Recently a higher court answered 
this question in the affirmative. See 
People vs. One 1951 Ford, 259 Pac. 
(2d) 693. 

The facts in this case are that 
a mother named Mrs. Perry gave 
her son general permission to use 
her auto, but she had not given 
him permission to use it on a 
particular occasion, when he used 
it to transport marijuana. 


D. A. Luckey has joined the sales| years Luckey has been used-car 
department of Touslee Motor Co.,| manager for Laner Pontiac Co.,| The car was in the possession of 
Atchison, Kans. For the past five| Kansas City. her son but was driven by his fe- 


a 
a 


OF GENERAL MOTORS 


TUBING 


SERVICE FEATURES 


|; male companion, when it was con- 
fiscated by state police. 

During the trial Mrs. Perry testi- 
fied that on this particular occasion 
her son did not have permission to 
drive the vehicle. Nevertheless, the 
higher court held that Mrs. Perry 
could not recover possession of the 
auto, saying: 

“If it were established that her 
son had permission, express or im- 
plied, to use the car on this occa- 
sion, her property in it would be 
lost. The relation of the parties fur- 
nishes ample support for an infer- 
ence that she gave her son permis- 
sion to use her car, and that he had 
such permission, either express or 
implied, to use it on this particular 
occasion.” 

* * s 


Seizure by Authorities 


HHEREFORE, if the testimony 
shows that an auto owner gives 
permission to a person to use his 
car, it can be seized and confiscated 










Rochester Manual Choke 
Carburetor as used 
Pea «on Chevrolet trucks 









ROCHESTER CARBURETORS 


— 











by authorities if the borrower uses 
it for illegal transportation of nar- 
cotics, whisky or other unlawful 
products. 

For comparison see the new case 
of United States vs. One 1946 Ford, 
202 Fed. Rep. (2d) 394. Here the 
testimony showed that state officers 
searched and seized an auto, acting 
solely for enforcement of the Fed- 
eral tax laws with reference to un- 
taxed liquor, and they had no auth- 
ority to search and confiscate the 
ear for illegal transportation of al- 
cohol, 

The higher court held that the 
auto must be returned to its 
owner because it was conceded 
that the search and seizure by 
state officers, acting solely for the 
benefit of Federal officers, was 
illegal. 


In this case state officers attempt- 
ed to act as agents for Federal au- 
thorities. On the other hand, state 
authorities may search and appro- 
priate motor vehicles used unlaw- 
fully. 

* a = 

N THE case of Atkins vs. Man- 
ning, 56 S. E. (2d) 260, the testi- 
mony showed that county police 
stopped a motor vehicle to check 
the driver’s license. Finding that 
the vehicle was transporting 
whisky, upon which no tax had 
been paid to the state, the officers 
took possession of the vehicle as 

contraband property. 

The owner of the auto filed suit 
to gain possession of the vehicle, 
claiming that appropriation and 
confiscation of the auto violated the 
state constitution and, also, the 
commerce clause of the Federal 
Constitution. 


The higher court held the appro- 
priation and confiscation of the 
vehicle and contents valid and law- 
ful. 

The courts hold that where the 
vehicle is taken without the own- 
er’s consent and is used by the 
taker for an unlawful purpose, it 
cannot be forfeited or confiscated. 

Also, see People vs. Buick Sports 
Coupe, 166 Pac. (2d) 69. Here the 
testimony showed that a guest in 
an auto had in his possession, with- 
out knowledge or consent of the 
owner of the car, marijuana cig- 
arets. 

The higher court held that the 
auto was not subject to forfeiture 
or confiscation because of unlawful 
possession of narcotics by the guest, 
since such a forfeiture would 
amount to an unconstitutional dep- 
rivation of property without the 
process of law. 

oJ - o 


Law on Stolen Cars 
C., OF OHIO, asked these 

* question: 

“When a stolen car is innocently 
purchased from a dealer by another 
dealer and then retailed to a cus- 
tomer and two years elapse before 
police repossess the car as a stolen 
vehicle, can the retail customer and 
the intermediate dealer, in turn, 
collect the original purchase price 
each paid for the car when the 
auto has depreciated in value to a 
considerable extent—say, $700? 

In other words, can each re- 
scind the original sale and de- 

mand their original purchase 
price back or will a court limit 
the amount of recovery to the 
present (current) value of the 
auto?” 

According to a late higher court 
decision all persons who purchase 
a stolen auto can recover from the 
seller the original purchase price 
plus all expenses he has had on the 
car. 

The court will not allow any de- 
preciation, although the purchaser 
uses the stolen car for many 
months. See Park Motor Company 
v. Willis, 94 Atl. (2d) 443. 


Roadway Express Orders 


135 Fruehauf Trailers 


WESTFIELD, Mass.—dAn order 
for 135 dry freight trailers has been 
placed by Roadway Express, Inc., 
Akron, with Fruehauf Trailer Co. 

The trailers, which are corrugated 
aluminum tandem-axle vans, will 
be built at Fruehauf’s plant here. 


Darling Upholstery Shop 
Henry Darling, Inc., Augusta, Ga., 
has announced the opening of an 
upholstery department at 540 Rey- 
nolds St., offering service on any 
make or model. J. Earl Sin 
is manager of the new department. 


4 
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High ways & Safety és 


Traffic Death Records 
Show Falling Trend 


By Gerhardt Neumann 
Staff Writer 

| on the first time in three years, 

a monthly traffic toll in this 
country has fallen below 2,500, ac- 
cording to the 
latest figures re- 
leased by the Na- 
tional Safety 
Council. 

Traffic deaths in 
February totaled 
2,470—a reduction 
of 2 percent from 
the same month 
last year and the 
NEWS lowest toll for any 
CE month since Feb- 

ruary, 1951, when 
the figure was 2,350. 

Traffic deaths in January and | 
February aggregated 5,370, or 1 per- 
cent below the like period in 1953. | 

Of the 47 reporting states, 21 
had decreases in February, 24 | 
showed increases, while two re- | 
ported no change. For two 
months, 26 of the states reduced 
deaths, 

The greatest decrease in deaths | 
occurred in Vermont —75 percent. | 
Kansas reported a 1 percent reduc- 
tion in fatalities. 

For February alone, the decrease 
among 510 cities was 7 percent. For 
two months, it was 9 percent, with 
all but one of the nine size groups 
showing reductions. 

Of the 510 cities, 365 had perfect 
records in February. The three 
largest were Oklahoma City, Hono- 
lulu and Syracuse. Among large 
cities, Los Angeles had 3.4 deaths 
per 10,000 registered vehicles in two 
months, Detroit 3.9, and New York 
4.3. eee 
Highway. Financing Ideas 

REPORT on “Basic Considera- | 
tions in Financing Minnesota's | 
Highways” contains some “tenta- | 
tive” conclusions which seem to re- | 


MATIONAL SAFETY 
counci’s 





AUTOMOTIVE 





Traffic Havoc 
°53 Accident Costs Dwarf 
Funds for Roads 


Motor vehicle accidents cost the | 
nation some $1.5 billion more last | 
year than was spent on highways 
by state and Federal governments 
and all toll authorities, according 
to a study by an independent sales | 
finance company. 

In 1953, traffic accidents cost $3.8 
billion, said L. Walter Lundell, 
president of Universal C.1.T. Credit | 
Corp. During the same -year, he| 
said, state highway departments | 
awarded contracts totaling $2,320,- | 
518,000 in state, Federal and toll | 
authority funds. 


The National Safety Council, ‘has | 
estimated a loss of $21,800 per) 
traffic death, about $950 for every | 
nonfatal traffic injury and more | 
than $180 for every accident in | 
which there is property damage 
but no injuries. 





Safety Award— 


Vernon H. Kyhi (right), Chevrolet dealer 
of Parkersburg, la., receives a safety 
award from Francis P. Lowrey, field repre- 
sentative of the Inter-Industry Highway 
Safety Committee. He and 191 other lowa 
dealers were honored at the lowa dealer 
convention in Des Moines for supplying 
schools with driver training cars. 


flect the present trend in the think- 
ing on road problems. 

The conclusions arrived at by the 
Public Administration Service, 
which issued the report, include: 

1, Local jurisdictions, especially 
municipalities, are entitled to a 
larger share of road user taxes. 

2. Road users should pay 2a 
larger share of the total cost of 
highways. 

3. Some types of heavier vehicles 
should contribute a larger propor- 
tion of such revenues. 





should be amended to eliminate 
“provisions unduly restricting real- 
istic resolutions to highway prob- 
lems” and to provide a single state 
highway fund for highway user 
revenues with the distribution of 
revenues to local jurisdictions a 
statutory rather than a constitu- 
tional matter. 

5. Highway laws should be re- 
vised to “minimize ambiguity, con- 
tradiction and what is in effect spe- 
cial legislation.” 

am + + 


The Human Equation 
— balance wheel of safety is 
in the human brain and not in 
any mechanical devices, Paul H. 
Blaisdell, director of the traffic 
safety division of the Assn. of 
Casualty & Surety Companies, told 
the Massachusetts Safety Confer- 
ence in Boston. 
The use of tests centering 
around the human equation, he 





said, would probably remove from 
the road between six and eight 
million of the present crop of li- 
censed drivers, 

Urging allocation of funds for an 
analysis of why drivers do what 
they do, he said: “I am searching 
for a way to allow only the fit on 
the road in the first place—to re- 
move those who establish their un- 
fitness.” 

New methods, Blaisdell added, 
must be devised for testing indivi- 
dual stability as the primary quali- 
fications of safe driving. Modern 
cars, he said, meet all the essential 
requirements of safety. 


Galloway Heads Shop 
Appointment of Arthur R, Gallo- 
way as service manager of William 
L. Hughson Co. (Ford), San Fran- 
cisco, has been announced by Earle 
O. Dahlem, vice-president. Gallo- 
way previously was with a Ford 

dealership in Vancouver, B.C. 





39 





Kansas Reduces 


Personal Car Tax 


JEFFERSON CITY, Mo.—Kansas 
motorists are to receive a substan- 
tial decrease in 1954 personal prop- 
erty taxes on their automobiles. The 
tax savings will run from $5 to $29. 

The action followed repeated pro- 
tests by car owners in recent years 
that valuations placed on their ve- 
hicles for personal property. assess- 
ment was disproportionate to real 
property valuations. 

Owners of new cars will benefit 
most, since the valuation to be 
placed on 1954 models will be from 
$60 to $310 less than the value used 
on comparable new models last 
year. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 
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A Old Style “2D” Storefront with 
Shallow Display Windows 


New “3D” Visual Front that puts 


the whole store on display 


> 





- Western Chevrolet, Abilene, Texas. Architect: White & Prinz. Contractor: Meador Construction Co., Dallas. 


Is your store really OPEN for business? 


Look at the stores on your street. Many of them have 
Visual Fronts. The best way to fight competition like 
that is to open up your store with glass, too. An L-O-F 
Visual Front will put the whole inside of your store on dis- 
play for passing shoppers . . . instead of just a few display 


window items. 


And a Visual Front costs remarkably Jitéle. 

Ask your local Libbey‘Owens:Ford Glass Distributor 
for an estimate. He has a lot of experience with store- 
front work. He knows local codes and conditions. He can 


TUF-FLEX DOORS 


for maximum display 





put you in touch with local architects and contractors 
who specialize in storefront work. 


And he has this complete line of storefront materials: 


1. L-O-F Polished Plate Glass. 


2. Thermopane* insulating glass to reduce steam and 


frost on windows in winter. 


3. Tuf-flex* Doors for unobstructed visibility. 
4. Golden Plate to reduce fading of displayed mer- 


chandise. 


5. Vitrolite* glass paneling for exterior beauty. 
6. Mirrors of L‘O-F Polished Plate Glass to enlarge 


and brighten your store. 


Mail the coupon for your free booklet on Visual Fronts, 
and the name of your nearest L-O-F Distributor. *® 


For a modern VISUA Lo 
GLASS) 


a RONT see your nearest 


LIBBEY‘YOWENS:FORD 
GLASS DISTRIBUTOR 


Libbey-Owens-Ford Glass Co. 
7644 Nicholas Building 
Toledo 3, Ohio 


Send me your booklet on Visual Fronts and the name of the nearest L-O-F Distributor 





Nome 
(Please Print Piainly) 
Address. 
I aa iittala iis ccvciteiintinestetielitediatinss 











Dodge Dealers Stage Driveaway— 


A total of 120 Dodge convertibles were driven away from Detroit by dealers from 
the Pittsburgh and Cincinnati regions in a mass demonstration. The cars all had 
decals identifying them as replicas of the convertible which will act as the pace car 
in this year's Indianapolis 500-mile race. 


Hughes Motor Moves 
Hughes Motor Sales (Packard),; N. Wayne St. to 110 N. Martha St. 
Angola, Ind., has moved from 208|Ted Hughes is manager. 
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Dealer Doings 





(Continued from Page 33) 


also a volunteer fireman, returned 
from answering a false alarm just 
in time to fight the blaze in his 
dealership. A temporary 
building, furniture, records and a 
trailer were destroyed. 

+ + 


O’Rourke Ups Cedoz 


Bernie Cedoz has been promoted 
to service manager of O’Rourke 


Motor Sales (Buick), East Toledo, | 


O., according to Arch O’Rourke. 
* * + 


Amos Named U. C. Head 
William Amos has been ap- 
pointed used-car sales manager for 
Hal Casey Chevrolet, Inc., Buffalo. 
~ * * 


Chapman Firm Suffers 


Damage in Windstorm 
A. E. Chapman Oldsmobile 
Sales & Service Co., Taylorville, 
| JIL, suffered severe damages in a 
windstorm. 
The east side of the building 


office | 





was blown down, and plate-glass 
windows in the circular show- 
room were broken. 

* * + 


Burglars Visit Roddy 
Burglars broke into the used-car 
building of Roddy Co., Inc., Wilkes- 
Barre, Pa., and took $700 to $800 
in cash. 
+ ao 


Shade Takes On Nash 


Shade’s Nash has been opened 
at 18 E. Eighteenth St., Erie, Pa., 
for 21 years the site of Shade’s 
Auto Service. Earl Shade, founder 
of the firm, is assisted by his two 
sons, Neil and Ray. 


* * * 


Burglars Strike Triplett 


Burglars who broke into Triplett 
Motor Co., Burden, Kans., loaded 
a 250-pound safe into a new Ford 
pickup in the rear of the building 
and drove away. The safe later was 


found broken open. About $300 in 
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: “AMERICAN WEEKLY 


* ENTHUSIASM is interest raised to the buying pitch! 


EY STREET, NEW 


YORK 





The American Weekly creates ENTHUSIASM * 


Want Grade “A” results from your advertising dollars? 
Use The AMERICAN WEEKLY. This sparkling Sunday magazine 
inspires red-hot buying enthusiasm among more 


than 9 million 600 thousand families each week. 


N. Ve 


cash and a number of checks were 
taken. Car titles and firm records 


| were left in the safe. 
j * * * 


Hanson Motor Opens Lot 
Hanson Motor Co. Clay Center, 
Kans., has opened a used-car lot 
at Fourth and Court Sts. 
aa * * 


Blaze Destroys Shop 


And 2 Cars at Flory 


A flash fire destroyed the shop 
of C. W. Flory Motor Co. (Willys), 
Pratt, Kans., ruining two cars and 
shop equipment and causing smoke 
damage in the office end of the 
building. 

Origin of the blaze was unde- 
termined. Workmen said a flash of 
blue flame seemed to envelop the 
shop when the fire started. 

cd * + 


Day Sets Up Firm 
Day Chevrolet Corp., Raphine, 
Va., has been formed by Robert W. 
Day, president; H. W. Decker, 
vice-president, and H. R. Robey, 


secretary-treasurer. 
* - * 


Alderman Buys Share 


Jerry Alderman has bought a 
half-interest in Downtown Ford 
Sales Co., Inc., 720 N. Meridian St., 
Indianapolis, and become general 
manager. Ruby Fick and Berl 


Berry own the other half interest. 
* * + 


Ramp Renames Firm 
John Ramp, purchaser of 
Tobey Motors, Inc. (Oldsmobile), 
Indianapolis, has changed the 
name of the dealership to John 
Ramp Oldsmobile, Inc. 
* + + 


New Firm in St. Paul 


| St. Paul Hudson, Inc., is the suc- 
| cessor to Owens Motor Sales in St. 


| Paul. A. A. Remme is manager. 
| * * + 


R. I. Yeggs Get $3,000 

A safe stolen from Crowley Chev- 
|rolet Co., Providence, has been 
| found in the woods of North Scitu- 
| ate, R. I. Believed to have contained 
| about $3,000, the safe was empty 
when found. 
| a. * ae 


Maxey Joins Staff 
R. M. Maxey, formerly with Pon- 
| tiac, has joined Hull-Dobbs-Oakley 
| Supervision Service, Memphis, to 
| assist in management of the com- 
| pany’s 42 Ford and Lincoln-Mercury 
| dealerships. 


* * * 


Title for Williamson 


John A. Williamson has been 
| named vice-president in charge of 
| Buick sales for Drennen Motor Co., 
| Ine., Birmingham, Ala. He has been 
with the firm since 1939. 
oe 


* * 


Hudson Deal Assigned 


Joe Cerrito, a Hudson dealer at 
Los Gatos since 1950, has received 
a Hudson franchise in San Jose, 
Calif. Joe Damaggio is sales man- 


ager of the new dealership. 
oe * * 


Taggart Names Ambs 


John D. Taggart, president of 
John D. Taggart, Inc. (Dodge- 
Plymouth), Williamsville, N. Y., has 
announced the appointment of Al- 
fred J. Ambs as sales manager. 

* Ba A 


Lammerts Opens 2nd Lot 


| Lammerts, Inc., Niagara Falls, 
| N. ¥., has opened a second used-car 
| center at 1303 Main St. The firm 
| also has a lot at Main and Park 
| Place. 
| co * * 


Blevins Guides Sales 


H. J. Blevins is the new-car sales 
| manager of Charlie Kruse Motors, 
|Ine. (Studebaker), 873 Virginia 

Ave., Indianapolis. 
* * * 


Madison Motors Opens 


| Madison Motors, Inc. (Chrysler- 
| Plymouth), has been opened at 1616 
| Madison Ave., Covington, Ky. Prin- 
cipals include Phil Rosenberg and 
Bruce Bardach. 


* * * 


Valley Names Pair 


| Valley Motor Sales, Inc. (Ford), 
Charleston, W.Va., has appointed 
| Cortis N. Hanna as used-car man- 
| ager and F. Bruce Cooke as parts 
manager. 2 
co * 


| Firm Changes Name 
| Turnure & Blood, Inc. (Chrysler- 


| Plymouth), New York, has changed 


(Continued on Page 41, Col. 1) 
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its name to Harvey A. Turnure, Inc. 
Harvey A. Turnure, president, has 
yeen a Chrysler dealer for 29 years. 
Before coming to Broadway he was 
. dealer in New Rochelle. 

+ * a 


Brooks to Murray 
Allen Murray has purchased the 
used-car lot of William Brooks in 
Augusta, Ga. The firm will operate 
as Murray’s Motor Co. 
oa * * 


$395 Down for Plymouth 


Savage-Haldeman Co. Inc. 
(Chrysler-Plymouth), Pittsburgh, is 
advertising on its 15-minute news 
broadcast that it is the only firm 
offering a 1954 Plymouth for $395 
down and monthly payments of 
only $47. Savage-Haldeman finances 


its own sales. 
+ * * 


Wills Motors Elects 


Wills Motor Co. (Chrysler-Plym- 
outh), Broughton, Pa., has named 
the following officers: Al Wills, 
president; Mrs. Harvey Wills, vice- 
president, and A, W. Wills, secre- 
tary-treasurer. 

* 





* * 


lusi Enlarges Show Room 


Main Street Motor Co. (Chrysler- 
Plymouth), Sharpsburg, Pa., has 
enlarged its new-car showroom and | | 
added new lighting. Ralph Iusi is| 
owner of the dealership. 

* * * | 
Ray Appoints Figg 

Paul E. Figg has been named | 
general manager of Ray Chevrolet 
Co., West Des Moines, Figg had 
been sales manager of O’Dea Chev- 
rolet Co, for 17 years. 


* * * 


Donaldson Gets Charter 


Donaldson Chevrolet Co., East 
Liverpool, O., has been incorpor- 
ated. 


* * * 


Anderson Appointed 


Rex Anderson has been named 
used-car manager of Schnakenberg 
Motors, Inc, (Chevrolet), Emporia, 


Kans. 
cd * * 


Conway Opens Deal 


Conway Cadillac has been opened 
in Shaker Heights, O. Leo J. Con- 
way, owner and president of the 
dealership, announced that his two 
sons, Robert and Donald, would 


join him in the business. 
* * * 


Shively’s Hat in Ring 
Charles R. Shively, Delaware (O.) 
auto dealer, has announced his can- 
didacy for the Republican nomina- 
tion for County commissioner. 
* * * 


Lindsey Sells Share 


George McKinney has purchased | 
the interest of his partner, Ben 
Lindsey, in the Kerrville (Tex.) | 
Ford dealership and now is sole | 
owner. 


*x + * 


Chevrolet for Mullen 
Boyd Mullen, Houston used-car 
dealer, has purchased the Pasadena 
Chevrolet dealership from M. 
Lacey. 


* * * 


Strosnider Promoted 


Archie R. Strosnider has been 
promoted to manager of the used- 
car department of Williams Chev- 
rolet Co., Inc., Silver Springs, Md. 

* * x 


Mead Promoted 


Dick Browning, general manager 
of The C. Standlee Martin Olds- 
mobile dealership in Long Beach, 
Calif., has promoted Johnny Mead 


to general sales manager. - 
* oe * 


Caldwell Names Martin 
George Martin has been named 
general manager of H. Caldwell 
Motor Co. (Chevrolet-Oldsmobile), 
Belen, N. - 


+. 


Edwards to Farley 


Edwards Nash, Grosse Pointe, 
Mich., has been purchased by I. 
Joseph Farley and will be operated 
by his son, J. T. Farley, as Farley 
Nash. Rose Edwards, former 
owner, will continue to operate a 
used-car lot. Homer Vandeputte 





Doings | 


has been named sales manager and | 
Larry Hall used-car manager. | 
* * + 


Luchtman Gets Dodge 
Luchtman Motor Sales, Inc., has 
been given the Dodge-Plymouth 
franchise in LaPorte, Ind. William | 
R. Luchtman is president, and Wil- | 
liam E. Hall, vice-president. 
+ * + 
Abraham Buick Moves 
Abraham Buick Co., has opened | 
for business in its new location at 
2424 Clay St., Vicksburg, Miss. 
+ * * 


Ford Award to Benoit 


Benoit Ford Co., Welsh, La., has 
been appointed a Ford Four-Letter 


dealer. 
* * 


* 
Doten Sells to Son, Cunha | 
Harry Doten has sold his Pontiac | 


| 1945. Cunha will be sales manager. 
|The firm name will remain Doten| | 
| Pontiac. 


j}his partner 


| (Ford), 





dealership in Berkeley, Calif., to 
his son, Donald, and Earle Cunha, 
former business management man- 
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ager for Pontiac’s San Francisco | 
zone. The senior Doten founded 
the dealership in 1921. His son has 
been a partner and manager since 





* * * 


Landy Buys Out Partner 


George H. Landy has bought out | 

in Landy - Herold 

Motors, Inc. (Chrysler-Plymouth), 

Racine, Wis., and has changed the/! 

firm name to Landy Motors, Inc. | 
+ * o* 


Matthews Names Buckner 


Matthews Motor Sales, Inc.| 
Asheville, N. C., has ap-| 
pointed Morris Buckner new - car | 


and truck sales manager. 
+ * + 


Fonda Names Gottschall 


Fonda Motor Car Co., Inc., Syra- 
cuse, N. Y., has appointed : 
Gottschall as service manager. 
formerly was associated with the 
firm in the same capacity at its 
old location. 

* * * 


Consolidates Operations 


Packard Albuquerque has moved | 
in with Gayle Roberts Motors| 
(Hudson), 417 Fourth St., 


| honored as 











N.W., Al- | 





Sales Honors— 


Auto Imports, Ltd., Indianapolis, was 
“the second largest Rolls- 
Royce and Bentley auto dealer and dis- 
tributor in the firm's export market." Rich- 
ard L. Yorke (left), of the London factory, 
presents John J. Schaler Ill, president of 
Auto Imports, with a certificate of merit. 


| buquerque, 
“consolidate” the two operations. 


” McCallister Auto Co. (Stude- 
baker), 


N.M. Gayle Roberts, | 
| ov owner of both firms, said he wanted 





which is owned by O, C. 
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| McUallister, will occupy the Pack- 


ard location. 
* + * 


| Utica-Area Parts Men 


| Organize Association 


The Central New York Parts 
Men’s Assn. has been organized at 
a~dinner meeting in Utica, N. Y. 

Twenty-seven parts men from 
dealerships in the Utica area re- 
sponded to the organizational call 
of William Perreault, parts man- 
ager of Jay’s Utica Nash. 


x * * 


Lockport (N. Y.) Dealers 


Elect Halstead President 
Herbert Halstead has _ been 
elected president of the Lockport 

(N. Y.) Auto Dealers Assn. 


Other new officers are Robert 
O. Barton, vice-president; How- 
ard B. Tothill, treasurer; Orrin 
W. Woodcock, assistant treas- 
urer, and Bardford L. Sherwood, 
secretary. 

* * * 


Universal Names Wiersma 


Leon Wiersma has been appointed 
general manager of the parts and 
service department of Universal Car 
& Service Co. (Ford), Grand Rapids, 
Mich. 


An OMEN AISION store front 








ee 
S what we sell. . 


.” says the show- 


IN THIS EYE-CATCHING open-vision showroom, Raymond Pearson, Houston, Texas, extensive use was 
made of gleaming, lustrous Pittco Store Front Metal and beautiful Pittsburgh Polished Plate Glass, 


room with a Pittsburgh Open-Vision 


Front. Well-arranged merchandise, clearly 
seen through a Polished Plate Glass Front 
like the one shown here, has turned many 


a casual window shopper into 
customer . . 
store’s revenues. 


Many merchants—in all kinds of busi- 
nesses, in every section of the country— 


Store Fronts 
and Interiors 
by Pittsburgh 


PAINTS 


Piteges 


. has helped increase the 





customers after 


a paying 


i a a 


report bigger sales, better business, more 
they 
stores with a beautiful, customer appeal- 
ing Pittsburgh Open- 

And you can do the same for your busi- 
ness. If you're planning to open a new 
store,move to another location or modern- 
ize your present place of business, look 


your 
slore 





fn ee ie ee 


modernized their 


Vision Store Front. 


Pittsburgh Plate Glass Company 


GS ias 


Room 4223, 632 Fort Duquesne Bivd., 


Without obligation on my part, please send me a FREE copy of your 
modernization booklet, ‘How To Give Your Store The Look That 


Architects: Maurice J. Sullivan, F.A.I.A., Charles F. Sullivan, A.1.A. 


into the advantages of a Pittsburgh Store 
Front. You'll be glad you did! 

For more information, send for our free, 
illustrated booklet which gives many ex- 
amples of Pittsburgh Store Fronts and 
contains complete details on Pittsburgh 
Products. Just return the coupon. There is 
no obligation. 


Pittsburgh 22, Pa. 


Sells.” 
mais PED ccc cccevnccccvcncccsnbcessorsesescontccscosesegeecce 
ER nok 6s 0s toad cn04) 3 bbede abana shhe se ekncadtiseenees 
RU aa diiwiatan ae ed ane de de ONS balbiee saa SD ic piekesdass bento 
GLASS - CHEMICALS - BRUSHES - PLASTICS - FIBER GLASS 


ie? iy ae eee 





IN CANADA: 


CANADIAN PITTSBURGH 


INDUSTRIES 


LIMITED 





arene 


vm eeapty 

























































42 


pa aera: LOBEL IE * SE Ee 
Eyeseee s 


ERP he 





POWER BOOSTER 
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POWER BOOSTER — This portable fast 
charger, type QWM, is said to represent 
a simplified charging system—the battery 
automatically controls its own safe rate of 
charge. Also offered is a battery service 
kit designed as a container for more than 
a half galion of water. McColpin-Christie 
Corp., 3410 W. Sixty-seventh St., Los 


Angeles 43, Calif. 
* 


+ 





TIRE CHANGER—The Tiremaster is de- 
signed for breaking beads and mounting 
| or demounting truck, bus and heavy equip- 
» ment tires in a few minutes. It is hydrau- 
lically operated, and its hydraulic hoist 
lifts wheels and mounted tires onto and off 
| the machine. Salsbury Corp., 1161 E. Flor- 

ence Ave., Los Angeles, Calif. 
, * * * 





TACK CLOTH—No. 706 Super Tack is 
designed to pick up dirt and dust par- 
ticles from surfaces to be painted. It is 
F an open mesh, woven textile. The cloths 
are said to remain stable without de- 


feriorating. Associated Producers, Inc., 
1019 E. Eight Mile Rd., Hazel Park, Mich. 


Shop Cleaning Compound 
Announced by Oakite 


Oakite Products, Inc., 157 Rector 
St.. New York 6, N. Y., has an- 


material, Oakite Composition No. | 


Rd., Bedford, O. 








AUTOMATIC SURFACE GRINDER—Mode! SMX handles both car and truck engines 
and is said to save time, since a single setup grinds both banks of a V-8 block to a 
smooth finish. It also handles fuel pump bodies, compressor blocks, clutches, differ- 
entials and automatic transmission housings. Lempco Products, Inc., 5500 Durham 
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NEW PRODUCTS 


21, designed for use in automotive 
service shops. It can be applied to 
floors, windows and walls. 
Composition No. 21, the manu- 
facturer says, is a granular alka- 
line-type material that is soluble 
in warm and hot water. It can be 
used for general bucket-and-brush 
cleaning, for cleaning by im- 


mersion and for cleaning by the 
steam-detergent method. 
+ * + 


DUST PROTECTION—Auto body panels 
and other metal parts can be sealed 
against dust and moisture with a film- 
forming spray called Perma-Skin Sealer, 
based on Bakelite vinyl resins. The spray- 
on film is said to have high adhesion. 
Dennis Chemical Co., 2701 Papin St., St. 
Lovis 3, Mo. 





AUTO TURNTABLE —The Amer - Stage 
turntable is said to give smooth, silent 
performance. There is no bolting to floor, 
and it-can be used either indoors or 
outdoors. American Stage Equipment Co., 
Inc., 805 E. 134th St., New York 54, N. Y. 


* * * 





UNIVERSAL JOINT KITS—Two basic- 
stock counter assortments of power take- 


off universal joints are offered, one 
packed for truck dealers, the other for 
farm equipment dealers. Each assortment 
comes with display card and catalog and 
contains a standard slip yoke, 13 assorted 


nounced a new general cleaning} end yokes and six journal assemblies. 


Neapco Products, Inc., Pottstown, Pa. 
* * * 








tachable tank air compressor to its 
utility line. 

Model B-140-XKP can be used 
as a portable air compressor, or 
the tank can be detached to carry 
air to jobs that a portable cannot 
reach. The compressor can be 


used in car lots and for outdoor 
truck service. 
$ + a + 





CUTTING ATTACHMENTS—Airco Styles | 
1800 (medium duty) and 2800 (heavy duty) | 
provide added cutting range to the Airco | 
800 torch. Style 1800 cuts steel up to six | | 
inches; Style 2800, up to eight inches. Also | 
offered is a jet-type mixer which extends 
the cutting, welding and heating range of 
; the Style 800 torch. Air Reduction Sales 
| Co., 60 E. Forty-second St., New York 17, 
| N. Y. 





MAGNESIUM PISTONS—Built to with- 
stand high-potency racing fuels, these units 
have extra-strong ring lands and can in- 


er says. They are one-third lighter than 
aluminum, 
pate heat faster, 


Atlantic Bivd., Lynwood, Calif. 
* * ” 








WHITE - WALL DEMONSTRATION — By 
messing up a white-wall tire in the show- 
room and then whisking away the grease 
with an S.O.S. pad, dealers can show 
their customers that such tires can easily 
be kept clean, according to S.O.S. Co., 
6201 W. Sixty-fifth St., Chicago, Ill. 


* * * 








TOWBAR—The White-Mule Tow-All fea- 


improve the automatic steering operation. 
It is designed for use on all makes. The 
towbar elements are coupled by a king- 
pin. Cables attached to the steering rods 
of the towed car are said to steer it with 
precision. Marion Mfg. Co., Marion, O. 

MUFFLERS—Pratt Preferred Mufflers, for * * * 
cars, trucks and tractors, feature gas-type 
compressed end caps, heavy-gauge steel 
construction, twin half tubes, specially de- 
signed cushion chambers, multiple spot- 
welded body seams and multi-wrapped 
bodies. Included in the line are four-shell 
asbestos oval; two-shell oval; two-shell 
ribbed oval; straight-through high com- 
Pression; two and three pass rounds, 
standard truck and farm tractor. Pratt In- 
dustries, Inc., Chicago 8, Ill. 

* * * 











FOR BUICKS, OLDSMOBILES—Erie Kar- 
gard models for 1954 Buicks and Olds- 
mobiles feature chrome plating said to be 
rustproof. Fender arms fasten to uprights 
and to the farthest bolt hole at the 


crease acceleration and power, their mak- | 


One-third stronger and dissi- | 
according to Thomas | 
Magnesium Racing Equipment, Inc., 11679 | 


| to 


tures a fifth-wheel action that is said to| } 





PLASTICIZED AIR FILTER—A new air- 
filter cartridge containing a plasticized fil- 
| tering paper has been announced for the 
Fram positive crankcase ventilator. The 
paper is said to be water and shock- 
resistant, and the cartridge is guaranteed 
jto be 99.5 percent efficient in removing 
| dirt and dust before it enters the carbu- 
retor. The cartridge model number is CA2- 
| PL. It fits ventilators in both the six and 
12-volt sizes. Fram Corp., Providence 16, 
R. |. 








| ADAPTABLE BATTERY — The Rebat Life- 
| Line HC battery features the Climate-Eye, 
| a device which is said to increase battery 
endurance in hot weather and power in 
cold weather. No special tool is required 
change electrolytic levels. Reading 
Batteries, Inc., Reading, Pa. 
a. a 





BODY TOOLS—A new line of body tools 
is said to feature hand tools for every 
type of body and fender work on latest 


models. Included are hammers, dollies, 
spoons, pick tools, solder paddles, files, 
fileholders, punches, panel cutters, rivet 
busters, lock-clip removers, pin-driving 





bumper's end. J & H Sales Co., 75 E. 
Wacker Drive, Chicago 1, Ill. 


* * * 









PISTON CLEANER—Petisol 505 is com- TT TTRN AR 
pounded for the cleaning of pistons, en- 
gine blocks and other engine parts. It is 
a cold-type cleaner that may be diluted 
up to four times its volume with mineral 
spirits, says Petroleum Solvents Corp., 331 
Madison Ave., New York, N. Y. 

* * * 
|Detachable Compressor 
Carries Air Anywhere 

The Kellog division of American 
Brake Shoe Co., 97 Humboldt St., 
Rochester, N. Y., has added a de- 








fabric for auto seat covers / 


tools and plier wrenches. Blackhawk Mfg. 
Co., Milwaukee 46, Wis. 
* * * 


», 





NYCAR PROMOTION—These seven models in front of the giant automobile seat 
represented the properties of Nycar auto-seat cover fabrics at the Chicago Auto Show. 
The display marked the introduction of Nycar, a product of Ellenboro Mills, Inc., 
a division of Neisler Mills, Inc., Kings Mountain, N. C. 
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George Glaser Writes ... 
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Auto Letter from Europe 


By George, Glaser 
European Correspondent 
SEE Germany. — Mer- 
cedes’ new Model 180 will have 
a unitized body and chassis, similar 
to that of the Fiat 1400, which was 
first made in 1950. 


Mercedes’ solution is much along 
the lines of Fiat’s, which consisted 
of a platform chassis that could be 
used in lieu of a frame for station 
wagons, convertibles and other 
types. 

Since weight reduction is fore- 
most in the designer’s mind, 
Mercedes built a frame-platform 
combination for the 180 which 


Automotive 





would increase the stiffness and 
load carrying capacity of the car 
by 100 percent, compared with 
previous models of similar size. 

The design enables Mercedes, for 
instance, to produce the sports 
roadster 190 SL on the same plat- 
form with a different engine and a 
very light body which has been 
unitized with the platform. 

It is believed that Mercedes will 
make available this chassis with 
either diesel or overhead-camshaft 
gasoline engine. 

All mechanical parts are insu- 
lated from the chassis frame by 
rubber in order to prevent noises 


Washington 





(Continued from Page 21) 


over Federal laws in dealing with 
labor troubles that constitute “a 
clear and present danger to the 
health or safety” of the citizens. 

3. Permit unions to take action 
against employers doing “farmed- 
out” work for other employers 
whose workers are on strike. 

* * * 


‘Pre-Hire’ Contracts 
PERMIT the construction, 


*amusement and maritime in- 
dustries to enter into “pre-hire” 


contracts with unions, and require | 
workers hired subsequently to join | 


the union within seven days of 
starting work. 

5. Empower Federal fact-finding 
boards to draft recommendations 
for settling labor disputes. 

6. Guarantee the right of an 
employer to exhort his workers 
not to join a union, so long as 
he does not threaten them. 

7. Require the employer to sign a 
non-Communist affidavit before he 
can deal with the National Labor 
Relations Board—just as union of- 
ficers now have to do. 

8. Relieve the union of responsi- 
bility for acts of its members as in- 
dividuals. 

9. Permit NLRB to decline to 
take jurisdiction over cases it feels 
have little effect on interstate com- 
merce. 

10. Permit the Federal Mediation 


L-M Announces 
Three Changes in 
District Offices 


DETROIT.—Three changes in the 
management of district sales offices 
have been announced by Joseph E. 
Bayne, general sales manager of 
Lincoln-Mercury. 

F. L. Macarty, manager of the 
Denver district sales office since 


1948, has been named to a similar | 
post at Oakland, Calif. He will be} 


replaced at Denver by C. L. Hos- 
tetler, manager of fleet sales in the 
division office for the past year. 


R. E. Henderson, formerly of the | 


central region, will assume the po- 
sition of district sales manager of 
the Seattle district, succeeding C. 
L. Helquist, who has resigned. 


Harry Crimmins, who has been | 


district sales manager in Oakland, 
will become sales promotion man- 
ager for the San Francisco and 
Seattle sales areas. 


Standard Returns 
To Purple Gas 


CHICAGO.— A gasoline “with a 
difference you can see” was an- 
nounced last week by Standard Oil 
Co. of Indiana. 

The new Red Crown gasoline, 
said to feature the highest octane 
levels for regular grade in Stan- 
dard’s 65-year history, has been 
colored purple. 

Prior to World War II, Standard 
used the purple color to identify its 
regular gasoline. Due to defense re- 
quirements, it has. been only re- 
cently that enough dyes have been 
available to permit resumption of 
that practice, the firm said. 

A special advertising campaign 
for the purple gasoline has been 
scheduled. 











and Conciliation Service to step in | 
to help settle disputes where the | 
courts have issued temporary re- 


straining orders. 


from entering the interior of the 
car. 
* * * 


Small-Tire Test 


Att™ an 18-month test, 13- 
inch tires have been found to 
wear out too quickly. Some German 
rubber firms are trying to over- 
come the faster wear of the smaller 
tires by making them less slip-re- 
sistant, which increases the danger 
of rear-wheel spinning. 

Gasoline additives have un- 
leashed one of the fiercest ad- 
vertising battles in Germany. 
When Shell came out with an 

additive which was said to prevent 
ignition failure through high lead 
contents, Esso countered with an- 
nouncement of its own additive 
while BV-Aral, the largest German 
gasoline firm, wanted it known 
that its gas needed no excuse for 
being blended with Benzol and for 
containing very little lead. 
* > + 


1,000-Pound Car 


a has now in production 
its sports-car Model 550, a 











Mercedes Chassis— 


Model 180, Mercedes’ newest car, uses 
a unitized chassis-platform frame (below), 
which is said to be very light, but 100 
percent stiffer than that of the earlier 


Model 170 (top). 
a, ee 
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carburetors, four overhead cam- 
shafts and American Autopuls 
gasoline pumps. 

The car, which weighs only 
1,000 pounds, is expected to de- 
velop a top speed of 140 miles 
an hour. Its price will be around 
$6,000. 

Bavarian Motor Works, Munich, 
wound up 1953 with a financial loss, 
the exact amount of which was 
not announced. 

A new version of an all-wheel- 
drive truck suitable for highway 
and off-highway work is being dis- 
played by Krupp, formerly Ger- 
many’s largest heavy-arms manu- 
facturer. 

The truck, which is called Dra- 
chen (Dragon), is powered by a 
space-saving two-cycle diesel 
engine. It is produced in Essen, 
the hometown of the Krupp enter- 
prises. 


Cooper Gets L-M Deal 
W. L. Brenner, Memphis district 
sales manager of Lincoln-Mercury, 
has announced the appointment of 
John A. Cooper Motor Co., West 


superlight car with an engine| Memphis, as a Lincoln - Mercury 
which develops 110 horsepower at/ dealer. Cooper is president of the 


7,000 revolutions per minute. 


company and Ben D. G d ex- 


The air-cooled engine has a/| ecutive vice-president and general 


compression ratio of 9 to 1, two 





manager. 
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RUB RAILS 


The new, flanged, 

heavy Rub Rails 
do more than add 
good looks to 
Oneida Safety 
School Bus Body 

. —they add a dou- 
ble measure of pro- 
tection in today’s 
heavy traffic. 





















WRITE TODAY 


By wrifing to your nearest distributor or 
Oneida direct, you can secure full 
ae and prices for the new 

ja "54 Safety School Bus body to 
fit your chassis. The many new features 
that hove been incorporated will con- 
vince you of its RE-FIRE SALES 










For increased profits in school bus sales add the selling 
features of the new '54 ONEIDA body to those of your 
own chassis. From the famous "Cradle of Steel” founda- 
tion to the sleekly-designed interior the ONEIDA is spe- 
cifically equipped for student transportation on a new 


high level. 


The new Rub Rails, shown at left, are only one of 
ONEIDA’S sales features. A few of the many others are: 


V More spaciously designed windows 


</ Jumbo-rounded full coverage bumpers 


/ Full six feet of headroom 


ONEIDA is outstanding in many other details.of safety, 
comfort, appearance, and economy of operation. It is 
a fitting—and profitable—school bus body to comple- 


ment your chassis. 
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Fruehauf Salesmen Get the Lowdown— 

Nearly 500 Fruehauf Trailer Co. salesmen, convening in Cleveland, were briefed 
on the firm's new models. Included in this group are several officials, marked by 
stars. They are (from left), Drex Lyon, Rochester (N. Y.) branch manager; M. J. Mac- 
Quarrie, Buffalo branch manager; Jim Pearcy, product manager, Detroit; Tom Brothers, 
Albany branch manager, and F. J. Huster, of Budd Co., Philadelphia. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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(Continued from Page 29) 


in that post by Paul L. Cairns, 
who has been group head of de- 
sign and construction, 

R. M. Gage, formerly manager | 
of compound development, has 
been named manager of research 
in the new-products division, a 
newly created division. 

* cd cd 


Gar Wood Transfers Byrd 
To Richmond as Sales Head 


Gar Wood Iudustries, Inc.| 
Wayne, Mich., has appointed David | 
Byrd as sales manager of the| 
Richmond (Calif.) division, which | 
manufactures dump bodies and 
hoists. 

Byrd formerly was assistant sales 
manager of the Wayne division. 

+ + * 


South Wind Division Makes 


Sales Organization Changes | 


A reorganization of the sales de-| 
partment of the South Wind divi-| 
sion of Stewart-Warner Corp., In-! 


| Mfg. Co., and Andrew Brodie, sec- 
retary of Banion Corp. 

Airway is a firm of manufactur- 
ling consultants and design engi- 
neers in the field of power steering, 
|hydraulic pumps, motors and test 
| stands. 





*,* * 


| dianapolis, has been announced by | Trailmobile Names Crank 


|named manager of automotive and 


| Stinson, Greenley Reelected 
To Airway Products Posts 


| Ine., Pontiac, have reelected J. L. 


A. R. Collins, general manager of 


| the division, 


D. A. Potter, formerly chief en- | 
gineer a South Wind, has been ap- 
pointed manager of aircraft and | 
military products, combining the | 
functions of chief engineer and| 
general sales manager. 

F. A. Ryder, who served previ- | 
ously as research director, has been 


home heating equipment. 

L. E. Bass, former assistant to 
the plant manager, has become 
manager of contract manufactur- 
ing and special devices. 

* * * 


Stockholders of Airway Products, 


Stinson as president and H. R. 
Greenley as vice-president. 

New directors include Eric Bent- 
lage, general manager of Landis 













$-30 _ER-59 


aut WEATHER CONTROL 


ENAMEL REDUCER 


RinsHeo-Mason Company AN 


THE MOST IMPORTANT 
ADVANCEMENT 
SINCE LACQUER ay 


| Ave., 
| representative in Texas, Louisiana 
1 NOW—a surface that dries dust free in 10 to 15 
. with R-M Permax and R-M Enamel 
Reducer (S-30 ER-59) . . . THE MOST IMPOR- 
TANT ADVANCEMENT SINCE LACQUER. 


QUICKLY FREE your spray booth for the next paint 


minutes . . 


job and turn out more jobs per 


4 SAVE WEAR on compressor machinery . . . because 
the new R-M enamel combination allows use of much 
lower air pressure. Use only 40 to 45 pounds, yet 
operating speed is increased with practically no paint 


waste from overspray. 


gallon. 


5 GAIN remarkable all-weather control and stop worry- 


ing about orange peel! 








REG. US. PAT. OFF 


MORE PROFIT from increased paint mileage per 





day. 





5935 MILFORD AVENUE, DETROIT 10, MICHIGAN 
1244 N. LEMON STREET, ANAHEIM, CALIFORNIA 


: 845 Wyandotte St. W., Windsor, Ont. 


Manufacturers of passenger and commercial car lacquers, enamels, primers, surfacers, tinting colors, thinners, removers, rubbing compounds, etc. 





|president of Cross Co., 


Tank-Trailer Sales Chief 


Appointment of Harry W. Crank 
as tank-trailer sales manager of 
Trailmobile, Inc., has been an- 
nounced by W. A. Burns, presi- 
dent. 

Crank also will continue his 
present activities as chief engi- 


| neer of the Trailmobile plant in 


Springfield, Mo., which is devoted 
exclusively to manufacturing 
tank-trailers. Crank joined Trail- 
mobile in 1947 and served as en- 
gineer and assistant chief engi- 
neer until his appointment as 
chief engineer in 1950. 


* * * 


Service Parts Systems 
| Names Major Sales Head 


Eugene F. Major has joined Serv- 
ice Parts Systems, Inc., East De- 
troit, Mich., as vice-president and 
director of sales, according to A. K. 
Neilson, president. 

Major formerly was eastern re- 
gional manager for Harry Fergu- 


son, Inc. 
- * ” 


Dodge Ups Boone 


Harold C. Boone has been ap- 
pointed Dodge business manager of 
the Chicago region, according to L. 
F, Desmond, general sales manager. 
Boone has been a district manager 
in the Portland (Ore.) region since 
1952. 


* * * 


Ward LaFrance Elevates 


Tracy to General Manager 


F. Norman Tracy has been ap- 
pointed vice-president and general 
manager of Ward LaFrance Truck 
Corp., Elmira, N. Y. 

Tracy joined Ward LaFrance in 
1945 as district sales representa- 
tice, later serving as assistant sales 
manager and sales manager. Since 
1951, he had been sales vice-presi- 
dent. 

* * 7 


Young Presidents Elect 


Pinto as Mich. Leader 

Michael Pinto, president of 
Douglas Tool and Pioneer Engi- 
neering & Mfg. companies, has 
been elected chairman of the 
Michigan chapter of the Young 


Presidents Organization. 


Gerry Baron, president of Ba- 
ron Steel, was elected vice-chair- 
man; Walter Roney, president of 
Truck Transport Co., secretary- 
treasurer, and Bernard Baker, of 
B. R. Baker Co., assistant secre- 
tary. 

Membership in the club is lim- 


| ited to men and women who have 


become presidents of corporations 


| with an annual sales volume of 


$1 million or more per year be- 
fore reaching the age of 39. 
*~ * * 


Aro Top Names Rep. 


Dave Lowman, 3209 McKinney 
Dallas, has been -appointed 


and Oklahoma for Aro Top Sales 
Co., Boston, manufacturer of re- 
tlacement convertible tops: 

* * * 


Cross Named Director 


|\Of BDSA Division 


Ralph E. Cross, executive vice- 
Detroit 
engineering firm, has been named 
director of the Metalworking 
Equipment Division of the 
Business and Defense Service Ad- 
ministration. 

Cross replaces Perrin G. March 
III, president of Cincinnati Shaper 
Co., Cincinnati. 

BDSA has an arrangement 
whereby business leaders work for 
the Government without pay on a 
rotating basis for six months. 

* * * 


Tone and Keeler Receive 


New Carborundum Posts 
F. Jerome Tone jr. has been ap- 
pointed senior vice-president and 
Frederick T. Keeler has been 
named sales director of Carborun- 

dum Co., Niagara Falls, N. Y. 
Tone, a member of the board of 
directors and sales vice-president 
since 1942, will assist and represent 

(Continued on Page 45, Col. 1) 
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‘inton F. Robinson, president. 
<eeler, formerly director of the 
marketing branch of the sales divi- 
sion, will be responsible for func- 
tional direction of the sales pro- 
grams of the company and its sub- 
sidiaries. Seas 


= L-M Dealer Accountants 
Cited in Boston District 


ment sales for the American Brake- 
blok division of American Brake 
Shoe Co. Campbell formerly was 
with a Little Rock (Ark.) automo- 
tive parts jobber. 


+ * * 
Douglas Selected to Direct 


|Permacel Sales Training 
| Appointment of James R. Doug- 


| resignation, Presidént Truman 
| asked him to help set up the Mu-| 
| tual Assistance Program, on which | 
| he worked until 1950. 


+ * * 


Head of Reo’s Branch 


In St. Louis Retires 
After 35 years in the automotive | 
industry, Fred M. Morgan has re- | 
tired as manager of the St. Louis 
branch of Reo Motors. 
Morgan served Chevrolet for 10 


years after World War I and then | 


switched to Reo. 
* * * 


Luedtke Named Manager 














45 


tem, Inc., a wholly owned Omnibus 
subsidiary. Omnibus purchased 
Hertz from General Motors in Sep- 
tember, 1953. Jacobs helped organ- 
ize Hertz Driv-Ur-Self Stations, 


Inc., in 1924. 


'Goodrich Appoints Director 


Of Manufacturing Services 
William W. Scull has been named 
director of manufacturing services 
of B. F. Goodrich Co. 
Scull formerly was director of 
purchasing and traffic. He - joined 
Goodrich in 1929. 


* * + 


| Briggs Filtration Appoints 





seeeecaaertctes 


¥ las as sales personnel development i visi nade i 
é Five accountants for Lincoln- | manager con been Pricer 2 by Of ae er be : Russell to Divisional Post i 
Mercury dealerships in the Boston | Parmacel Tape Corp. lated os © t th “Ol 7 Milton J. Russell has been ap- 
district have received awards for | Douglas formerly was assistant 55 di ston of Mi al 7 a Steel pointed sales manager of Briggs 
proficiency in preparing financial | industrial sales manager at the Pre a “ ik . rdi és w A Filtration Co.’s automotive division 
statements, according to Joseph |company’s home office in New Me inte a aan" “ in Washington, D. C. 
F. Abely, district sales manager. | Brunswick, N. J. a a ae | : Russell has been with the Briggs 
e They are Mrs. Kathryn Mit- | he ie i——— - a ane weclae was formerly with | organization for more than 10 
Bonnell & Stokes, Inc., | . w and since . He has | , . ars. 
(mais Claire V. Swedburg, of | Ex-Ambassador to Argentina | held many executive posts during | . Fi ae — oe 
Ellott Lincoln-Mercury ee | Elected to Fruehauf Board his 30 years with the firm. Omnibus Elects Jacobs Thermoid Names Arnold 
idence; Gilbert Reagan, of 1400 | James Bruce, former U.S. am- Bo en Vice-President, Director Forest B. Arnold has been named 
| aoe en” agg ar eo aos rf Pry rs “ener Gr aham in New Post _ | Election of Walter L. Jacobs as| fleet service engineer of Thermoid 
N.H. and Anna Soderlund of W. 1 ected a director o uenau | E. F. Klessig, director of engi- | vice-president and director of Om- Co.’s automotive replacement divi- 
C. Littlefield Inc., East Green- | *Eemee. | neering for Airway Products, Inc.,| nibus Corp. has been announced. sion. He succeeds Harry Riker, who 
epiok R.I : : | Bruce was ambassador to Argen-| has announced the appointment of| Jacobs will remain as president | died last September. The company 
he eae » |tina from 1947 to 1949. After his'McKellar Graham as chief de-' and general manager of Hertz Sys-' is in Trenton, N. J. 
Test, Formerly with ATA, 
i Appointed to ICC Post 


Robert J. Test has been appointed | 
assistant secretary of the Interstate 
Commerce Commission. 

} A native Washingtonian, Test had | 
been with the American Trucking | 
Assns. since 1939, most recently as 
northeastern field representative for | 


OU ae 
ATA’s public relations department. | ; " ; 
* * «* ' ” ee 
’ Pignone Appointed ae 
William A. Pignone has been | Curnutt Lincoln Installation sold by Lloyd Wharton 


named general manager of parts | of Faeth Company, Kansas City, Missouri. 
operations of U.S. Parts Corp., | 
Washington, according to D. P. 


ea 
Nelson, president. | * 
iia tea with Lrseco/ra 


| 

A. R. O’Neal has been promoted | 
to assistant vice-president of Devoe 
& Raynolds Co., Inc., New York, | 
according to William C. Dabney, | 
president. O’Neil will concentrate | 


on industrial maintenance | 


sales. 
* * * 


Hickey Heads New Branch 


For General Exchange 


Arthur J. Hickey has been 
named manager of the Worcester 
(Mass.) branch of General Ezx- 
change Insurance Corp. 

At the same time, the Wor- 
cester operation was expanded 
from a district office to a field 
branch, functioning under the 
control of the Boston branch. 

Hickey was claim manager in 
Portland, Me., before going to 


Worcester. 
* * cs 


Roberts, Schroeder Upped 
By Waldes Kohinoor 


The appointment of Howard 
Roberts as a technical and sales 
representative for Truarc division 
of Waldes Kohinoor, Inc., Long 
Island City, N.Y., has been an- 
nounced by Harry Waldes, exec- 
utive vice-president of the com- 
pany. 

Roberts formerly was supervisor 
of Truarc production planning and 


control. He has been succeeded in | 


that post by Gustav C. Schroeder, 
who had been his assistant. 
- + * 


Collins-Powell Partners 


Appointment of H. LeRoy Oliver | 


and Somers E. Blackman as junior 
partners in Collins- Powell Co., 
Beverly Hills, Calif., has been an- 
nounced by Whitley C. Collins and 
Harold H. Powell. Collins - Powell 
has been for 23 years the ex- 
clusive west coast representative 
for Elastic Stop Nut Corp. of 


America. 
* 7. * 


Ford Names Safety Aide 


Raymond D. Harvey has been 
named assistant safety director of 
Ford Motor Co. Harvey formerly 
was director of safety and security 
fog Murray Corp. of America. 

* * ~ 


Campbell Joins Brakeblok 


Appointment of J. B. Campbell 
as replacement division represent- 
ative in Memphis and New Orleans 
warehouses has been announced by 
Hans Siverts, manager of replace- 


Ca hi 
Booklet... FREE 


Reminder to Help You 
Sell More Service Needs 
a eae 





Efficient action on the service floor with 


Overhead Lubreels. 


Lubricants are stored remote from Lubri- 


torium, and piped to ceiling Lubreels. 


PROFITS START WITH LUBRICATION 


iT PAYS 
TO INSTALL A 


Linco/n 


LUBRIC 


HO 


LINCOLN ENGINEERING CO. 


5709 Natural Bridge Ave., 





St. Lewis 20, Me. 
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and 1,011 were sold, for a per- 
centage of 71. A week earlier, at 
nine auctions, the percentage was 


Used-Car Auction Prices || ir win tite sain sota sw ot 


1,680 offerings. 
Prices marked by an * indicate 
a unit equipped with an automatic 








Average Used-Car Prices 


(Compiled by Automotwe News) 
Apr. 1954 Mar. Feb. 









Market Trend transmission or overdrive, and To Date 1954 1954 - 
ini au nosedived $10 last (ps) indicates power steering. 
duals, on according to ; te Autemetive News’ index. N. LITTLE ROCK, ARK. 
On only three other occasions so far this year has the drop been as (Arkansas Auto Anane. Sale every 


The reduction brought the average price down to $875, the | weanesday. Prices are for sale of March 
since 54 models were added to the index. 31.) 


’ ’ Market up sl used . Sold 
Price increases were noted on three models, ’52s, 49s and ’47s. The oan a eS on . cars 


ii 








$6 gain on ’49s represented the fifth time in six weeks that the ; . : 
average price on that model had increased. The net increase over that | °U!OK— or, Super Gerona oar., 9000 as 
period has been $17. . Special a-ér., $190. a: tame. a ¥ 
In the last five weeks, 52s had declined only once, The price in- ao 300°. ) 4-dr., $1, ° 
creases have totaled $50 in that period—with $20 coming last week. | cHrVROLET’ 51 (150) 4-dr., $1,425. '53|| (The above figures are averages of ames nat — 5 s 
A different picture is shown on ’47s, however. Last week’s $6 gain Bel Air 2-dr., $1,375. '52 SL Deluxe and models, carried regularly omo ews 
was the first in six weeks for that model. As a result, ’47s are selling | $:05" $500 oo at Dame oer, SOS, 
} . ; - pickup, $405. 
ne ie coe “7 aa "ae, tan by ’58s. A steady d ard seas 2-dr.. $195, “$105. oe PLYMOUTH — cz a8" dneat 1 Deh 4-4 4-d te $200". thes pea pate — 
ggest loss week was en by 8 ownw: 2 49 Specia’ uxe vs P. : . 
trend has marked ’53s since Feb. 15. A loss of $28 was noted on ’54s, peaese 48 Quseth Seen, i 91008; %- geil, san ites CHEVECLEE "04 Bel Air 2-dr., $1,840*, 
M. R— pion 4-dr., $260. | $1,725; (210) 2-dr., $1,565. '53 (210) b 
UE Saat Gaeatok done wee token on Bea, etich So Gan ‘Thees | fee a Gene to ee Week al | wanksenn ee toncas, Gass co ay ae tee ak ee 
next was tak 50s. ‘ustom r. : wi s—'49 J ter, -dr., uxe club cou 
sietele, Sonianee tase heme in oarteutabty hese deena te recent + am gi): 2- . ge Ma Custom {$) mm sean’ - a — * $1, 000; "$915, 
’ r n cku : ¥ juxe r. : 
weeks and despite the $16 setback last week, the average price is still Deluxe (6) 2-ar-, $425, $315, $300, $230, EBENSBURG, PA. Deluxe 4-dr., $700. °60, FL Botune 2-dr., 
higher than it was two months ago. . '48 Deluxe 4-dr., - uxe |  (Ebensb Auto Austion, Galo every is Deluxe 2-dr., : 4-dr., 
ra $11 decline was noted on ’48 models, but they are still selling at | ‘!¥> coupe, $160. '41 Deluxe 2-dr., $140, Thursday. Prices are for sale of April 1.) | $460; SL Deluxe 2-dr., $495; 4-dr., $535, | 
5 , $125. ’39 Deluxe 2-dr., $185. (Slight dip in prices from last week. $425, '48 %4-ton panel, $200; conv., , $190; 
higher prices than they were seven weeks ago. The other loss was LIN SOOLN—-'49 Cosmopolitan. ie. $485.| mand gush, shelly ot Gatliitg, Guth vm s¢r., es FL Se. $390, 28 
’ —' m station wagon, ’ . . club coupe, -dr. 
om up to ’51s, which fell $8, but were higher than they were two a ae Caste -Glation yaeon; | tog cars out of 149 offerings.) Be Se ee, Se ee. | 
months ago. Custom conv., $170. BUICK—’52 RM 4-dr., $1,380*. '51 Super| FM 4-dr., $300. 
At eight representative auctions last week, 1,422 cars were offered | NASH — ‘52 Statesman 4-dr., $780. '51' 4-dr., $860", $720. ‘50 Super 4-dr., | CHRYSLER—'50 4-dr., $515. '48 Town & | 


Country 4-dr., $175. 
— ’54 Fire Dome 4-dr., $2,150*. | 
*51 Custom club coupe, $765*. 

DODGE — '51 Wayfarer 2-dr., $600. ‘50 \ 
Wayfarer 2-dr., $450; Coronet 4-dr., 
$650°. 

FORD — '54 Crest (8) Victoria, $2,125*, 
$1,935*. °53 Custom (8) 4-dr., $1,390*; } 
Crest (8) Victoria, $1,660*, $1, '635*, $1,- ) 
595*, $1,585*,. ’52 Custom (8) 2-dr., 
$950. '51 Custom (8) coupe, $458; 4-dr., 
$735*; Country £quire, $605, °50 Deluxe 
(8) 2-dr., $540*; Custom (8) 2-dr., $535; 
station wagon, $590*. °'49 (6) %-ton 
pickup, $350; %-ton pickup, $370; Cus- 
tom (8) 2-dr., $485. °47 Super Deluxe 
(8) 2-dr., $300. 

HUDSON — ’49 Commodore (8) coupe, r 
$360. ’48 Commodore (8) 4-dr., $315*, 
$255. '47 Super (6) 2-dr., $110. 

KAISER—’50 Traveler 4-dr., $255*. 

MERCURY—’51 2-dr., $800. 

NASH—’52 Super Statesman 4-dr., $790°. 
’48 Super (600) 4-dr., $260. '47 (600) 
4-dr., $170. '46 Ambassador 4-dr., $170*. 

OLDSMOBILE —'54 (88) 4-dr., $2,320°. 
*52 (98) 4-dr., $1,300*. '49 (76) 2-dr., 
$385*; 4-dr. ”$495*. ’47 (8) sedanet, 
$130. °42 (98) 4-dr., . 

PLYMOUTH—’52 Cranbrook 2-dr., $735; 
4-dr., $875. ’51 Cranbrook 4-dr., $510; i 
a ae $810. '°48 Special Deluxe club | 

. "46 Deluxe 4-dr., $180. 
PONTIAG 54 Star Chief Catalina, $2,- 
675*. '51 (6) 4-dr., $640; Deluxe (6) 
Catalina, $930*. ’50 (6) 2-dr $590; (8) 
2-dr., $550*. °49 (8) sedan delivery, 
$325*; 2-dr., $400*. °48 (8) 4-dr., $270°. 
"47 (6) 2-dr., $190. 46 (8) 4-dr., $275. 

STUDEBAKER "53 1%-ton cab and 
chassis, $1, 280, ’52 Commander 4-dr., 
$750*; ‘Champion 4-dr., $775. '51 Cham- 
pion 4-dr., $465. °50 Champion 2-dr., 
$455; Champion Regal 2-dr., $420, °48 * 
Commander 4-dr,, $280. 

WILLYS—’48 Jeep, $395. 

MISC.—’51 Henry J (6) 2-dr., $295. '50 
International %-ton panel, 5. 


FLINT 


(Flint Auto Avction. Sale every Wed- 
nesday. Prices are for sale of March 31.) 
(Sold 82 cars out of 109 offerings.) 


BUICK — ’53 Riviera 2-dr., $1,975*, $1,- i 
940*, $1,935*, $1,900*, $1,880*, $1,824*: i 
RM 2-dr., $2,150*%; Special 4-dr., $1,- 
550°, $1,500*. ’52 Riviera 2-dr., $1,480*, 
$1,425*; Special 2-dr., $1,020*; 4-ar., 
$930. °51 Special 2-dr., $870*. ’50 Spe- 
cial 4-dr., $505. °49 Super 2-dr., $470. 
guse Super 4-dr., $215; Special 4-dr., 

; i 
CADILLAC—’52 coupe deVille, $2,660*. j 
CHEVROLET—’53 Bel Air 4-dr., $1,425*; v 

SL Deluxe 2-dr., $1,255*; %-ton pick- ' 
up, $850. "52 SL Deluxe 2-dr., $865, 
$860. '51 SL Deluxe 2-dr., $750, $665, 
$645, $630, $605. ’50 SL Deluxe 4-dr., 
$515, $485; %-ton pickup, $515. 49 FL 
Deluxe 4-dr., $435. '48 FM 4-dr., $330. 
CHRYSLER—’50 Windsor 4-dr., $700. °48 
» 8 NY 4-dr., $345. 
In Chicago, it takes 2—- Pert ch oe enh io Wasa 
T Coronet club coupe, $655. °50 Wayfarer 
2-dr., $440. 
FORD—’54 Victoria (8), $1,965*. '53 Cus- 
e 5 tom (8) 2-dr., $1,130*, $1,100*, $1,095°; 
to rin t e e 4-dr., $1,200*; Main (8) 4-dr., $1,070. 
® ’51 Custom (8) 2-dr., $705, $610, $575; 
4-ar., $555. '49 Custom (8) 2-dr., $405, 
$240. 
No single dail ch MERCURY — '53.4-dr.,$1,300*, $1,490" 
M Y—'53 4-dr., $1, » $1,450", 
o single y newspaper reaches $1,430*. it club coupe, $770, $590. '47 
: 4-dr., $130. 
even half your Chicago-area pros- NASH.-’53 Sporteman 4-dr., $1,150, 51 


pects It takes Two For greatest Sportsman 4-dr., $615. ’49 (600) 4-dr., 


$250. 
“ae oe rand >, 2-dr., 
; .100*; (98) 4-dr., 145°, * oliday 
unduplicated coverage, one must 198) an gi a65; (88) 9-dr., BL198 
50 (88) 4-dr., $585. * 
be the... PLYMOUTH — ‘53 Cambridge 4-dr., $910. 
"6560 Special Deluxe club coupe, $450. 
PONTIAC—’53 Chieftain Deluxe (8) 4-dr., 
$1,685*; 2-dr., $1,560*. ’°52 Chieftain De- 
luxe (8) 4-dr., $1,000; 2-dr., $925. ’51 
‘ Catalina 2-dr., $1,000; Chieftain Deluxe 
CHICAGO (8) 2-dr., $875. '49 SL (8) 4-dr., $410; 
Chieftain Deluxe (8) 4-dr., $395. '48 SL 
2-dr., $335. 
STUDEBAKER—’51 Champion 2-dr., $550. 


SUN-TIMES ones | 
(Denver Auto Auction. Sale every Sun- ? 


day and Tuesday, Prices are for sale st 

















~~ —— 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. March 28 and 30.) 
(More cars offered for lactate a 
Market slightly higher, used car market 
READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE steady. Sold 310 cars out of 622 offer- 


ings.) 
BUICK—’54 Super Riviera 2-dr., $2,975*; 
Century hard top, $2,950*; Century Rivi- 
era 2-dr., $2,900. °53 Special hard top, 
$1,930* ; '2-dr., $1,500, $1,425*; Special 
Riviera 2-dr., $1,320*. '52 RM Riviera 
REPRESENTED BY: SAWYER-FERGUSON WALKER CO., LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA © HAL WINTER CO., MIAMI BEACH (Continued on Page 47, Col, 1) 
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4-dr., $1,200* (ps); Super 4-dr., §$1,- 
190* 


Used-Car Auction Prices 


(Continued from Page 46) 


2-dr., $425, $715, $660, $550. ‘49 SL $1,670*; Main (8) sedan, $1,700*; Main | caAaDILLAC—’54 (62) conv., $5,345 (ps). (ps); $1,950* (ps); Super (88) 4-dr., 


(6) 4-dr., $430. "48 SL (8) 4-dr., $180°.| (6) sedan, $1,640, $1,562, $1,550. '53| °53 (60) 4-dr., $3,450 (ps); (62) coupe| $1,800* $1,650*; (88) 4-dr., $1,400. '52 


Windsor Newport, $850; Town and ALDO , LINCOLN—’54 Capri, 705", *52 Ca 
Country, $900. ‘48 NY sedan, $340. = STA, GA. $1,750. on a: 

’ e » (Tom Hewitt Auto Auction. Sale every | MERCURY—’54 sport coupe, 527 4 
“ae eee Monday. Prices are for sale of March 26.) 359, $2,260; 4-dr., $2, 280: Monterey’ 4- 





















Deluxe sedan, $350. 
DODGE — °51 Coronet conv., $800. °50 (Sold 226 cars out of 316 offerings.) dr., $2,484; '53 4d-dr., $1,250, '52 club 
Meadowbrook sedan $400. °49 Coronet | BUICK — ‘53 RM Riviera 4-dr., $1,885*, coupe, 3 300°, '51 2-dr., $750; coupe, 
$1,775*. '52 RM Riviera 4-dr., $1,275*, | _ $650. '50 4-dr., $650. 


sedan, $540. ‘48 Custom sedan, $335, $1,100°: 2-ar. $1,125*. 51 Spectal NASH—’ 54 Metropolitan er $1, on | 
"5S 


$320. 
‘ Riviera 2-dr., $950; Su 4-dr., $625, | $1,275; Country Club, $1,200 
FORD—'54 Custom (6) sedan, $1,700*;| ggq5e; Special {$950 $000" ga50°; Sar’ | Rambler, $1,150. 
Custom (8) sedan, 2 at $1,775*, $1,700*, $650* ‘ : : | OLDSMOBILE — ‘53 (98) 4-dr.; $2,135* 


ee oe 





CADILLAC—'54 (62) 4-dr., $4,750° (ps). | STUDEBAKER — '52 Champion Starliner, Crest Victoria, $1,790*. '52 Crest Vic- ‘8 ° (88 Holida: 1,720° 1,550* 1,300° 
‘52 (62) coupe deVille, $2,755*. ‘51 $915*; Commander 4-dr., $745*. ‘51 toria, $1,370, $1,330; Custom (8) sedan, + Nea “ca. $050" 1758, ie tans 51. (98) ‘4-dr. “a 5, ee (bay 4-ar., 
coupe deVille, $2,380. "50 (62) coupe, Commander conv., $595*; Commander $1,210. °51 Custo (8 nv., $750; ) r., $ $ 50 (62) *; ’ : 
$1,760*; (61) coupe, $1,790; (62) 4-dr.,| 4-dr., $500, $530.’ 50 Champion 4-dr.,| dan, "$805, $770, $760; Custom | (6) ORE ROLEE st ee he) ee. eee 
, * * . 2 f , ae - , . 
CHEVROLET—'s4 Belair sport coupe, | mise 'al Diamond wreckér, S108. °80| $600"" S604" "*Soses" cas "ean Sure | $L:TTO; Glo) ar. gi.7ag, $100, | PLYMOUTH ‘34, Belvedere 4-ar. $1,700" 
5 , ° . ae *» ; , 53 station wagon, $1,500; Bel Air , 7 ran 
= Soe, Bxco! _~ setae: GMC 2-ton panel, $400. $500. 48 (8) sedan, $220. 2-dr., $1,490; = fs 425*, $1,370, $1,200. ‘52 Cranbrook 4-dr.,--$475. '5i 
$2,010*, $1, 850, $1,820, $1,810, $1,805: KAISER—’52 Vagabond, $430. '51 sedan, $1,350; (210) sport coupe, $1,400, $1,- Cambridge 4-dr., $485. 
2-dr., $2,035*,  $1,925*, $1,905, $1,815, N. PLAINFIELD, N. J. $590, $450. °47 sedan, $135. 250°; ‘4-dr., $1,265. '52 Bel Air coupe, | PANTIAC—'54 (8) Catalina 2-dr., $2,500°. 
$1,805, 2-at $1,785; (210) Handyman,| (Lebanon Auto Auction, Sale every | “INCOLN—'49 Cosmopolitan sedan, $465. | $1,135; SL Special business coupe, §1,-| 53 (8) Catalina, $1,880°; Chieftain (8) 
$2,130*, 2-dr., "$1,750, $1,700, $1,680, | Wednesday. Prices are for sale of March | i/6,s0dan, $140. 040°; SL Deluxe 4-dr., $750. ’51 SL De-| 7 dr. $1,690. (52 (8) d-dr.. $1,225%. 
$1,430; 4-dr., $1,690, $1,685; (150) Han- | 31.) : MERCURY — '53 Monterey Hardtop, $1,-| luxe 2-dr., $760; SL Special 2-dr., $610. | °51 (8) Catalina, $1,060*, '50 club coupe, ; 
dyman, $2,050, $1,010; %-ton pickup,| (Another day of brisk activity with 955°, '52 sedan, $1,035. '51 sedan, $620.| °50 SL Deluxe 2-dr., $620; FL Special| $395. ) 
$1,400, $1,275. '53 Bel Air 4-dr., $1,655. | plenty of cars offered and sold at prices | yacpr Carpet nies cone vise Sania ee NT eae eat STUDEBARER~’53 Champion club coume., ih] 
CHRYSLER —'53 NY sedan, $1,865° (ps):| slightly off from last week. Sold 107 | NASH—'S1 Rambler conv., $480. '48 (600) CHRYSLER—’54 NY 4-dr., $2,740*. °51| $1,140, $1,310, '52 Star Liner, $840*. 
Windsor 4-dr., $1,580, ‘52 Saratoga 4-| ears out of 163 offerings.) bee. ° Saratoga 4-dr.. $870 (ps); 4-dr.. $560.| ‘51 Land Cruiser 4-dr., $610. '50 coupe, 
dr., $1,325° $1,275: Windsor 4-dr., BUICK 53 —_ OLDSMOBILE — 52 (88) sedan, $1,250*. 50 Windsor 4-dr., $550; Royal club $490°. 
$980°. '51 Imperial 4-dr., $1,100°; N¥ 53 RM sedan, $2,200*. '52| '51 (98) sedan, $950 ‘50 (98) sedan,| coupe, $450. ! 
4-dr,. $1,025"; Windsor Newport, $990°. Special sedan, 2 at $1,225. '51 RM se- $780; (88) sedan, $740, '49 (98) sedan, | DODGE —’53 Coronet (6) 4-dr., $1,225, ; 
50 Windsor 4-dr., $670* | dan, $1,050; Super sedan, $880. '50/ $380. '48 (98) sedan, $320, $230. $1,150. ‘52 Coronet 4-dr., $830*. ‘51 OAKLAND, CALIF { 
DeSOTO—'52 Powermaster club coupe, $1,-| SPeclal sedan, $560, $525. ‘47 Super| PLYMOUTH—'53 Cranbrook sedan, $1,145. Meadowbrook 4-dr., $570. '50 Meadow- f) . § 
155, 51 4-dr., $1,000*, . sedan, $200. ’52 Cambridge sedan, $725; station brook 4-dr., $425*. (Pollock’s Used Car Auction. Sale every 
DODGE—’52 Wayfarer $530*. °49 Coro- CADILLAC— 53 (62) sedan, $3,550*. ‘50 wagon, $1,150. ‘51 station wagon, $925. | FORD—’54 Country Sedan, $2,450; Ranch | Wednesday. Prices are for sale of March 
net club coupe $325*. pet sedan, $1,825*. 49 (62) sedan, §1,- mt Pe oo Seen 'sai0. °49 suihor oe easiee (8) Tem as 31.) 
aia , - pecia uxe sedan, » ' . ; 2-dr., é ; 4-dr., $1,675. '53 
FOtein (8) Ranch Wagon, $2300, $2,265, | CHEVROLET—'s4 Bel Air 2-dr., $1,800°; | PONTIAC—'53 Chieftain (8) sedan, $1,-| Country Sedan, $1,635; Ranch’ Wagon, | sola Int cate ont of 1th offeumge 
ain (8) nc gon, 210 4 . t “ei ; : Sold 141 cars out of 174 offerings.) 
$2,230, $2,235, $2,295; Custom (8) sky- ( ) sedan, 2 at $1,800*. °'53 (210) 745*. ’'52 Chieftain (8) Catalina, §$1,- $1,485; conv., $1,375; Custom (8) 4-dr., BUI J 4 j 
liner, '$2,290; conv., $2,240, $2,195; 4-| sedan, $1,310*, $1,200*; (150) sedan, 465*; sedan, $1,250*. ‘50 (8) station| $1,300. "52 Victoria, $1,275; conv., $1,- CK—'54 Riviera, $3,050*. '53 Super 
dr. $2,135*; Crest Victoria, $2,180, $2,- $1,100, $1,000. ’52 SL Deluxe sedan, wagon, $650. ’48 (8) sedan, $340, $330. 090; Custom (8) 4-dr., $1,000; 2-dr., Riviera, $2,150*, $2,030*. ’'52 RM _ Rivi- 
oS , ° . $1,025, $990; SL Special sedan, $915, ’47 (8) sedan, $210. $950, $900; Main (8) 2-dr., $855; %-ton| ¢Ta, $1,645°, $1,520*, $1,510*. °51 RM 
HUDSON—’52 Hornet 4-dr., $1,070*. ’51| 2 at $900, $885, $845. 51 SL Deluxe se-| STUDEBAKER — ‘51 Champion sedan,| pickup, $650. ’51 Crest (8) 2-dr., $840;| 4-dr., $965*; Special 4-dr., $900*, $805*; 
Hornet 4-dr., $570*; Pacemaker 4-dr.,| 48m, $760, $750, $710. '50 SL Deluxe/ $680, $650. Custom (8) 4-dr., $725*. '50 Custom (8) Super conv., $960". '50 Special 2-dr., 
$385*. ’50 Pacemaker 4-dr., $435, sedan, $660, $640, $590. WILLYS — '49 Jeep station wagon, $260,| 4-dr., $730; Deluxe (6) 2-dr., $570, $550, | $645", $560;’Super conv., $790*, 49 RM 
KAISER—’51 4-dr., $410, $370; Deluxe 2- = — ’'51 NY sedan, $950. ‘50 $225. "49 Deluxe (8) coupe, $485. (Continued on Page 48, Col. 1) 















dr., $400. 

LINCOLN—’54 Capri 2-dr., $3,915* (ps), 
2 at $3,470*; coupe, $3,845*, $3,800°. 
‘52 Cosmopolitan 4-dr.,. $1,570°. 49 
club coupe, $630. 

MERCURY—’54 Sun Valley, $2,620*; Mon- 
taf coupe, $2,600, $2,575, $2, 570; 4- 

$2,505*, $2, 480°. "53 Monterey 2-dr., 
$1:890° 4-dr., $1,730*. '51 4-dr., $955°, 


$930. 

NASH—’51 Ambassador sedan, $515; 
Statesman 4-dr., $515; 2-dr., $335. '50 
Ambassador sedan, $415*. ‘47 club 
coupe, $150. 

OLDSMOBILE—’53 (98) 4-dr., $1,965*; 
(88) Super, $1,860* (ps). ’52 (88) Holl- 
day coupe, $1,625*, $1,610*; (98) 4-dr., 
2 at $1,595*, $1,560*, $1,370*; Super 
(88) 4-dr,, $1,355*, $1,070°; 2-dr., $960. 

PACKARD —'50 2-dr., $345. ‘49° 4-dr., 
$385; conv., $315. 

PL. YMOUTH—’54 Belvedere sport coupe, 
$2,165; 4-dr., $1,815, $1,780. ‘53 Sub- 
urban, $1, 465; Belvedere 2-dr., $1,405. 
52 Cranbrook 2- dr., $705, °51 Concord 
2-dr., $600; Cranbrook 4-dr., $465. °'48 
coupe, $265. 

PONTIAC—’54 Star Chief conv., $2,670; 
Chieftain (8) Catalina, $2,475*, '53 Cat- 
alina 2-dr., $1,790*, $1,745; Chieftain 
(8) 4-dr., $1,595*; 2-dr. $1, 590. '52 
Super Catalina, $1,385. 51 Catalina, 
$1,175°. 

STUDEBAKER—’52 Commander hard top, 
$860; Land Cruiser 4-dr., $795; %-ton 
pickup, $450. ‘50 Lard Cruiser 4-dr., 
$475*; $430; Champion Star Lite coupe, 


$430. 
WILLYS—’54 station wagon, $2,045, $2,- 
024, ’51 Jeep, $525. '48 Jeep, $325. 


DYER, INDIANA 


(Dyer Auto Auction. Sale every Monday. 
Prices are for sale of March 26.) 


(Sold 209 cars out of 299 offerings.) 


BUICK—’53 Special 2-dr., $1,570. '52 RM 
4-dr., $1,085*. '51 RM Estate Wagon, 
£1,300*; Special 4-dr., $830*, $825*. '50 
Special 2-dr., $465*; RM Riviera, $595*, 
$580*, $700*°; Super Riviera, $855*, 
$650*. °49 Super 2-dr., $365*, $400*. °48 
RM 2-dr., $350*. 

CADILLAC—’52 (62) conv., $2,740*. °51 
(62) 4-dr., $2,000*, $1,950*, $1,865*. °50 
(61) 2-dr., $1,690%; (62) 4-dr., $1,425°. 
"49 (62) 4-dr., $1,005*, $905*, $750*. 
"41 (62) 2-dr., $130. 

CHEVROLET—’53 Bel Air 2-dr., $1,610*; 

4-dr., $1,440*; (210) 4-dr., $1,510*, $1,- 
225, $1,205. °52 SL Deluxe 2-dr., $975, 
$875*, $800; 4-dr., $1,000, $945. ‘51 Bel 
Air 2-dr., $890, $905*, $835, $780, a 
SL Deluxe 4-dr., $780, $765, $650*. 
SL Special 2-dr., $525, $520, $490. 49 
FL Deluxe 4-dr., $390. °48 FL Aero- 
sedan, $280; FM club coupe, $375, $280. 
47 SM 4-dr., $150, $140. 

CHRYSLER—’53 NY 4-dr., $1,945* (ps). 
'50 Windsor 2-dr., $775. °49 Windsor 4- 
dr., $545. '48 Windsor 4-dr., $300*. 

DODGE — '54 Regal 4-dr., $2,010. ‘53 
Coronet (8) Diplomat, $1,280. '52 Way- 
farer 2-dr., $620. ‘51 Coronet (6) 4-dr., 
$700*. °48 Custom 2-dr., $235. '47 Cus- 
tom 2-dr., $155. 

FORD—’53 Main (8) 4-dr., $1,010; Cus- 
tom (8) 2-dr., $1,255, $1,295*, $1,325*; 
conv., $1,585. °'52 Custom (8) 4-dr., 
$780*; Victoria, $1,250*. ’'51 Custcm (8) 
4-dr., $740, $840*, $750*; 2-dr., $720, 
$770*, $750. '50 Custom (8) 2-dr., $500*, 
$515, $585*, $580. *49 Custom (8) 2-dr., 
$335*, $355, $245. '48 Super Deluxe (8) 
2-dr., $150. °47 Super Deluxe (8) 2-dr., 
$170, $150. 

HUDSON—’53 Jet 4-dr., $940*. °51 Hornet 
4-dr., $740. °49 Commodore (6) 4-dr., 
$200. °47 Super (6) club coupe, $130. 

KAISER—’51 Special 4-dr., $55Q*, $400 


LINCOLN — '51 4-dr., $825*. "46 club 
coupe, $135°. 
MERCURY—’52 Monterey coupe, $1,465*; 


conv., $1,150*. ’51 4-dr., $840*, $855*, 
$600*, $735. '50 4-dr., $590*; club coupe, 
$445. °49 4-dr., $205, $300*, $320. ‘46 
4-dr., $160. 

NASH——'49 (600) 2-dr., $290. '48 Ambas- 
sador 4-dr., $110. 46 (600) club coupe, 


OLDSMOBILE —'53 (98) 4-dr., $2,295, 
$1,435*. °52 (88) 4-dr., $1,415*, $1,400°*, 
$1,040*; (98) 4-dr., $1,600*. 51 (88) 
4-dr., $785, $1,005", $1,025*, °50 (88) 
Holiday, $875*, $655*; (98) 4-dr., $850*, 
$600. "49 (98) 2-dr., $530°; 4-dr., 
$335°. 

PLYMOUTH—’54 Plaza coupe, $1,345. °53 
Cranbrook 4-dr., $1,195. ’52 Cranbrook 
club coupe, $655, $600, $635; 4-dr., 
$795°, $825, $835. °51 Cranbrook 4-dr., 
$595.'°49 Deluxe 2-dr., $300. 48 Deluxe 
4-dr., $160. '47 Special Deluxe 4-dr., 


$135. 
PONTIAC—'52 Chieftain Deluxe (8) 2-dr., 








ROYAL TRITON MOTOR Oil 





IN 5-20 AND 10-30 GRADES! 


Combine the fast, efficient lubrication characteristics 
of lightweight oil with the protective toughness of a heavyweight 





More miles to every gallon of gas. Because revolutionary new _ Longer, trouble-free engine life. Because 5-20 and 10-30 hold 
Royal Triton 5-20 and 10-30 motor oils flow so freely they wear to a minimum, clean out power-robbing gums and sludge, 
radically reduce engine friction and increase engine efficiency. owners.enjoy that “new car feel” thousands of miles longer. 





Quicker response fo the starter. Because free-flowing Royal Test drive 5-20 or 10-30 in your own car! Every claim made 
Triton 5-20 and 10-30 reach a cold engine’s bare metal far faster here has been proved over thousands of miles of test driving. 
--- lubricate more completely. This saves batteries, too! Put 5-20 or 10-30 in your car, and you'll see what we mean. 





Which grade of America’s finest motor oil 
is right for the cars you service? 






Royal Triton 5-20 is recommended for any new 
car that normally uses S.A.E. 20 oil. Royal 
Triton 10-30 is recommended for any car, new 
or old, that normally uses S.A.E. 30 or lighter. 
Both give all-weather, all-climate protection. 


Order Royal Triton 5-20 and 10-30 for your 
service department today! 









UNION Oo @) company 


OF CALIFORNIA 





LOS ANGELES: Union Oil Bidg. e NEW YORK: 45 Rockefeller Plaza e CHICAGO: 1612 Bankers i3idg. e NEW ORLEANS: 
644 National Bank of Commerce Bidg. e ATLANTA: 401 Atlanta National Bidg. e KANSAS CITY: 921 Rialto Bidg, 






Used-Car Auction Prices 


(Continued from Page 47) 


_ 4-dr., $405*, $395*. ‘48 Special 4-dr., 125*, $1,980*; Main (8) Ranch Wagon, 
270. $2,195*; Victoria, $2,260*. °53 (8) Vic- 
CADILLAC—'54 (62) 4-dr., $4,855°. ‘53 toria, $1,940*; Custom (8) 4-dr., $1,430. 
(62) 4-dr., $3,420*, $3,260*. ‘52 (60) "52 Custom (6) 2-dr., $1,130*, '$1,125*; 
4-dr., $2,875*, $2,805*; (62) conv., $2,- (8) Ranch Wagon, $1,515*; 2-dr., $1,- 
880*. ‘51 (62) 4-dr., $1,930*. ‘50 (62) 155*; 4-dr., $1,115, $1,100; %-ton’ pick- 
coupe deVille, §2,045*, $1,975*; 4-dr., up, $735. ‘51 (8) %-ton panel, $625; 


$1,740*, °49 (62) 4-dr., $1,300*, $1,250*, %-ton pickup, $615; (6) 2-dr., $600; (8) 
$1,175*; 2-dr., $1,325, $1,050*. ‘48 (62) station wagon, $1,065. '50 Custom (8) 
conv., $845*, 2-dr., $625; 4-dr., $780; (6) 2-dr., $410. 
CHEVROLET—’'54 Bel Air, $1,980, $1,860, "49 (8) 2-dr., $430, $420, $315; conv., 
$1,150. °53 %-ton pickup, $925, $885; $325. '48 (8) coupe, $300. '47 (8) sta- 
(210) 2-dr., $1,445. ‘52 1-ton panel, tion wagon, $310; 2-dr., $245. °46 (8) 
$850; SL Deluxe 4-dr., $950. ‘51 %-ton conv., $175; club coupe, $255; (6) 2- 
pickup, $610; SL Deluxe 2-dr., la dr., $170. 
$730; 4-dr., $925, '50 SL Deluxe 2-dr., | guDSsON—’51 Hornet 4-dr., $895; $775*; 
$750, $745, $655, $580, $515; club coupe, club coupe, $910*; Fasemuhas han. 


$820. ‘49 SL Deluxe 4-dr., $550; 2-dr., 695 540. 49 310. '48 4-d 
$445. '48 SM coupe, $315.47 FM 2-r..| iggy * — hag 
$290. °46 %-ton pickup, $380. ‘42 sta- KAISER—'53 Deluxe 4-dr., $1,595*; $1,- 
tion wagon, $120. 570, '52 4-dr., $1,245*. "48 4-dr., $200. 


CHRYSLER—’51 Imperial conv., $1,325*; | LINCOLN—’51 Cosmopolitan 4-dr., $995*. 
Windsor 2-dr., $900*. '49 Windsor club "48 4-dr., $130. 
coupe, $645*. ‘48 Royal 4-dr., $360*; | MERCURY—’54 station wagon, $2,960*; 


NY 4-dr., $§250*. °47 Windsor 4-dr., 2-dr., $2,400*. '52 2-dr., $1,295, $1,210; | 

$205*; Saratoga 4-dr., $165. ‘46 Royal 4-dr., $1,385*, '51 4-dr., $880. '50 2-dr., 

4-dr., $150*. $645, $590; 4-dr., $825. °49 4-dr. $505, 
DeSOTO—’52 Custom 4-dr., $2,065*, $1,- $365; conv., $625., 2-dr., $420. 47 club 


190*, $1,115*. °51 Deluxe 4-dr., $755*. coupe, $340. 
"48 conv., (5250. ’47 2-dr., $265*. '46| NASH—’51 Rambler, $770, $725, $650; 





conv., $150 Statesman 4-dr., $550. '50 Statesman 4- 

DODGE—’51 Coronet “(6) 4-dr., $745*. '50 dr., $455, $385. '49 (600) 4-dr., $305. 

“Wayfarer 2-dr., $555*. '49 4-dr., $450*; 48° Super 4-dr., $210. ‘47 club coupe, 

Coronet 4-dr., $420*; Wayfarer conv., $235. 

$250. °46 2-dr., $190°. OLDSMOBILE — ’'54 (88) Holiday, §$2,- 
FORD—’'54 Custom (8) 4-dr., $2,160, $2,-| 960°; 4-dr., $3,015*; $2,960*. '53 (88) 
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conv., $2,350*. ‘52 (88) 4-dr., $1,575*; CHEVROLET—’52 SL Deluxe 4-dr., $960*, 
2-dr., $1,385; (98) 4-dr., $1,695°. ’51 $930, $900; FL Deluxe 4-dr., $860, "50 
(98) 4-dr., $900*°; (88) 4-dr., $1,400". SL Deluxe 4-dr. $680; %- -ton pickup, 
"50 (88) 4-dr., $995*, $960*; club coupe, $425. °49 SL Special 4-dr., $425. '48 %- 
$955*; (98) conv., $815*; station wag- ton pickup, $285. 


on, $830*, '49 (88) 4-dr., $660*; $475*; 
(G8) 2-dr., $650*, '48 (8) 4-dr.. $260*. 


Clipper 4-dr., $105. '46 4-dr., $110. 
PLYMOUTH—’54 station wagon, $1,980. 


DODGE—'’49 Wayfarer 2-dr., $355. 
FCRD — ‘52 Crest (8) 2-dr., $1,030. '51 


Deluxe (8) 4-dr., $610; (8) %-ton pick- 
up, $510. "50 Deluxe (8) club coupe, 


| 
PACKARD—’52 (300) 4-dr., $1,475*. ‘47 | Custom (8) 4-dr., $705; Victoria, $775; 


’52 Cranbrook 4-dr., $1,830, $905, 2 at 
$885, $880. '51 Cranbrook 4-dr., $685, 
$670; 2-dr., $690; Belvedere coupe, $820. 
"50 Deluxe 2-dr., $675. ‘48 2-dr., $215. 
’46 Special Deluxe 2-dr., $255. 
PONTIAC—’53 (8) Catalina 2-dr., $2,150*. 
"52 (8) Catalina 2-dr., $1,635*; 4-dr., 


$500; Custom (6) 2-dr., $495; Custom 
(8) 4-dr., $625; 2-dr., $465; Crestliner, 
$680. °49 Custom (8) 4-dr., $490, ‘48 
Special Deluxe (8) 2-dr., $155. '47 De- 
luxe (8) club coupe, $170. °'46 Special 
Deluxe (8) 4-dr., $245. '37 4-dr., $275. 
MERCURY — °49 4-dr., $315, $205. "47 


$1,300*. '51 (8) 4-dr., $1,060*; $885; | club coupe, $235. 


( 


6) 4-dr., $945*. '50 (8) conv., $665*°; | OLDSMOBILE—’'49 (88) 4-dr., $610*, ‘47 


coupe, $830%; 2-dr., $775*; (6) 2-dr.,| (76) 4-dr., $155. 


$525. °49 (8) 4-dr., $545*. °48 (8) 4-dr., 
$270. '47 (8) 2-dr., $180; 4-dr., $210. 
STUDEBAKER — '53 Commander 4-dr., 
$1,435*, $1,335*; 2-dr., $1,825. ‘52 Com- 
mander 4-dr., $710. '50 Commander 2- 


PACKARD—’'52 (200) 4-dr., $965. 

PONTIAC—’51 (8) 4-dr., $755; Catalina, 
$1,105. 

STUDEBAKER~—’51 Champion 2-dr., $505. 
'49 Commander 4-dr., $235. 


dr., $485; 4-dr., $500, $360; 5-Pass. | 


coupe, $435; Champion clyb coupe, $510; | 

2-dr., $420. '49 Land Cruiser 4-dr., $385. | FT. WAYNE, IND. 

48 Champion 2-dr., $340. | (Carl Marker’s Auto Auction. Sale every 
WILLYS—’52 station wagon, $900. '49 4- | Tuesday. Prices are for sale of March 30.) 

dr., $455. (Sleet and snow reduced the con- 


MISCELLANEOUS—’51 GMC %-ton pick-| signment but prices were up on most 
up, $655. °53 Henry J 2-dr., $695. '52/| cars and sale was good. Sold 89 cars 
Henry J 4-dr., $545. '51 Henry J 2-dr., out of 121 offerings.) 
$415, $325, ey Super Riviera 2-dr., $1,145*. 

| 


(Danville Auto Auction, Sale every Wed- 


'49 Super 4-dr., $545*, $535; Special 4- 
DANVILLE, VA. _dr., $405. 
CADILLAG—’51 (62) 4-dr., $1,730*, °47 


(62) 4-dr., $510. 


nesday. Prices are for sale of March 31.) | (HEVYROLET—’53 Bel Air 2-dr., $1,350*. 


this part of nation, Sold 40 cars out of 


(Best sale we have had in several | ‘52 FL Deluxe 2-dr., $955%, $970°, $935°; 
Deluxe 2-dr., $800, $780, $775, $715; SL 


weeks, Clean cars are hard to find in | conv., $1,000*; club coupe, $750. '°51 FL 


68 offerings.) 
BU 


dr. 
2-dr., $215. ‘46 Super 2-dr., $150. 


Deluxe coupe, $605. '50 SL Deluxe 2-dr., 

ICK—’50 Super 4-cr., $505*; Special 4- $655, $565, $540; coupe, $510. ‘49 FL 

r., $630*. '47 Super conv., $415; Special Deluxe 2-dr., $440; %-ton pickup, $470. 
48 FL 4-dr., $295. 








This is Philadelphia 





P hiladelphia, annual site of the Army-Navy Game, the 
Mummers’ Parade and the Penn Relays, is daily the scene 
of intense business activity. 


Industrial might, like the refining equipment above, is con- 
stantly being added to the area. Capital expenditures are at 
av all-time high—in oil, steel, chemicals and dozens of 
other fields. Throughout the vast 14-county Greater Phila- 
delphia Market, Philadelphians are building a bigger, bet- 
ter tomorrow for themselves and their families. 


With all this business excitement, Philadelphians rate home 
first and foremost. They constitute a rich, rewarding Market 
for the energetic seller; you can count on them to buy your 
product, once it has proved itself. 


The Evening and Sunday Bulletin serves this growing 
Market, reflecting the character, needs and interests of the 
busy, prosperous people of the entire region. 

The Bulletin is Philadelphia’s favorite newspaper—Phila- 
delphians buy it, read it, trust it and respond to its adver- 
tising. The Bulletin i is Philadelphia. 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, Filbert and Juniper Sts.; New York, 
285 Madison Ave.; Chicago, 520 N. Michigan Ave. Representatives: Sawyer 
Ferguson Walker Company in Detroit * Atlanta * Los Angeles * San Francisco 





DeSOTO—’51 Custom station wagon) $1,- 


050. 


DODGE—'54 Meadowbrook 4-dr., $1,665*. 
"51 Coronet 4-dr., $755. '49 Coronet 4- 


dr., $525. 


FORD — ‘53 Custom (8) 2-dr., $1,225*; 
Custom (6) club coupe, §$1,310*. °52 
Custom (8) 4-dr., $1,080*, $975*. ‘51 
Custom (8) conv., $935*; 2-dr., $650; 
Custom (6) 2-dr., $570. '50 (6) 2-dr., 


$525, $330. '49 conv., $515. 
KAISER—’51 Deluxe 4-dr., $550. 
MERCURY—’51 Deluxe club coupe, $815. 
"50 Deluxe club coupe, $580. 


NASH—’'50 Ambassador 2-dr., $405*. '49 
Ambassador 4-dr., $355. '46 (600) 4-dr., 


$100. 

OLDSMOBILE — '53 (98) 4-dr., $1,945* 
(ps). ’52 (88) 2-dr., Holiday, $1,625*; 
4-dr., $1,000*. °51 (88) 4-dr., $1,200*. 
"50 (88) 4-dr., $660. ‘47 (8) sedanet, 


$145. 


PLYMOUTH—’53 Cambridge 4-dr.,* $1,100. 
‘51 Cranbrook 4-dr., $670; Belvedere, 


$825. 


| PONTIAC—’51 Chieftain (8) 2-dr., $1,- 


095*, $1,000*. '49 (8) conv., $595*. 


STUDEBAKER — '52 Commander 2-dr., 


$790*. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of March 29.) 


(Today’s prices strong and steady, ex- 
cept on 1953 models. These suffered a 
setback of as much as $75 a car. Sold 
145 cars out of 182 offerings.) 


BUICK—’53 Super Riviera 2-dr., $2,125*, 
$2,100*; Special 4-dr., $1,650. '52 Special 
conv., $1,300*. '51 Super Riviera 2-dr., 
$1,190*; Super 2-dr., $1,065. °50 Super 
4-dr., $760*; Special 4-dr., $680, $590*, 
$570; Special Deluxe 4-dr., $750; RM 
4-dr., $635*. '49 RM 4-dr., $620*, $490*, 
$465*; Super 4-dr., $450*. °48 Super 2- 
dr., $390. '47 Super conv., $185; 4-dr., 
$190. '46 Super 4-dr., $160; 2-dr., $160. 


CADILLAC—’54 (62) club coupe, $4,850* 


(ps). "51 (62) conv., $2,136*. '50 (62) 


4-dr., $1,760*; (61) 4-dr., $1,485*. °49 


(60) 4-dr., $1,060*, $975*. 
CHEVROLET — '54 (150) 4-dr., $1,540*; 
Bel Air 4-dr., $2,100*. '53 (210) 4-dr., 


$1,420*, $1,340; (150) 2-dr., $1,120. '52 
SL Deluxe 4-dr., $1,070*, $960, ’51 SL 
Deluxe 2-dr., $870*, $810; 4-dr., $835; 
SL Special 4-dr., $800; Bel Air sport 


coupe, $960; %-ton sedan delivery, $500. 
*50 SL Deluxe 2-dr., $660; 4-dr., $710*, 


$685; station wagon, $850; SL Special 
2-dr., $605; FL Deluxe conv., $760*. '49 


FL Deluxe 2-dr., $510; SL Deluxe 4-dr., 


$520; 2-dr., $425. °47 FL Deluxe club 


coupe, $230. °46 FL Deluxe Aerosedan, 
$220. '41 FM 2-dr., $100. 
CHRYSLER—’47 Saratoga 4-dr., $160*. 
DeSOTO — '53 Fire Dome 4-dr., $1,700*. 
’46 Deluxe 2-dr., $250*. 
DODGE—’46 Custom 4-dr., $130. 


| FORD— 54 Main (8) Ranch Wagon, §$2,- 
050; Victoria 2-dr., $2,290*. °53 Crest 
Victoria, $1,670*; Custcm (8) 4- dr., $1,- 
300; 2-dr., $1,125"; Ranch Wagon, $1,- 
600, ’52 Custom (8) 4-dr., $1,130*, $1,- 
110; Main (8) 2-dr., $960, ’51 Deluxe 


(8), 2-dr., $650*; Custom (8) 4-dr., 
$810*, $710; 2-dr., $830*, $675*. '50 (6) 
2-dr., $570, $510. "49 Custom (8) 2-dr., 


$440; Deluxe (8) 4-dr., $420. '48 Super 


Deluxe (6) 2-dr., $190. 

KAISER—’51 Deluxe 4-dr., $635. 48 4-dr., 
$140, $125. 

LINCOLN — ’51 4-dr., $710*. ’49 4-dr., 
$430. '47 4-dr., $105. 

MERCURY — '53 Monterey coupe, $1,775. 
"51 4-dr., $750. '49 station wagon, $530; 


2-dr., $500*. °47 4-dr., $300, $250. °46 


2-dr., $200. 

NASH—’48 (600) 4-dr., $140. '46 (600) 
4-dr., $110. 

OLDSMOBILE — ’54 (98) coupe Holiday, 


$3,512". '53 (88) 2-dr., $1,870*; Super 


(88) 2-dr., $1,725*. ’52 Super (88) 2-dr., 


$1,475*; (88) 4-dr., 2 at $1,250*. ‘51 


(98). covpe Holiday, $1,200*; (88) 4-dr., 
$885; (98) 4-dr., $1,035*. ’50 (98) 4-dr., 
$760*; (76) 4-dr., $720*. °49 (98) 4-dr., 
$600*; (88) 4-dr., $550*; (76) conv., 
$420*; 4-dr., $470*; (78) conv., $600°. 
PACKARD—’50 Deluxe 4-dr., $450". 


PLYMOUTH — ’54 Belvedere, $2,200. °52 
Cranbrook 4-dr., $860. °51 Cranbrook 4- 


dr., $675, $540: Belvedere 2-dr., $860. 
’48 Special Deluxe conv., $190. '46 conv., 
$210. 


| PONTIAC—’54 Chieftain Deluxe (8) 4-dr., 


$2,290*. °53 Chieftain Deluxe (8) 2-dr., 
$1,650*; Custom (8) Catalina, $2,100*, 
$1,975*. '52 Chieftain Deluxe (8) 4-dr., 


$1,100*; 2-dr., $1,365*; Super Deluxe 
(8) Catalina, $1,400*. ’51 Chieftain De- 


luxe (8) 4-dr., $1,100*, $1,060*; 2-dr., 
$1,075*, $1,045, $1,100* $1,010*; conv., 
$935*. °50 Chieftain (38) 4-dr., $820*; 
SL (8) 2-dr., $&70. 


| SIUDEBAKER—’:0 Land Cruiser 4-dr., 


$430°*. 
WILLYS—’51 Station wagon, $690*, $670*, 
$655*, $625*. 50 Jeepster, $420. 
MISCELLANEOUS — ’'53 Henry J 2-dr., 


$560. '51 Frazer 4-dr., $420*. '49 Frazer 


4-dr., $180*. 


MERIDIAN, MISS. 


(Tinnin Auto Auction. Sale every Tues- 


| day. Prices are for sale of March 23.) 





(Clean cars selling good in ’46 to ’53 
models, Also good market on new ’54 
Fords and Chevrolets for the past month. 
Weather has been wonderful, Sold 103 
cars out of 144 offerings.) 


BUICK—’53 RM 4-dr., $1,945*. "52 Special 


2-dr., $960. °49 Super 2-dr., $340. 
CADILLAC—’51 (62) club coupe, $1,720*. 
CHEVROLET—’54 Bel Air 2-dr., $1,775*; 


4-dr., $1,755*; sport coupe, $1,840*. °53 


Bel Air 4-dr., $1,300*; 2-dr., $1,245*. 
’52 SL Deluxe 4-dr., $1,050, $1,045. ’51 


SL Deluxe 4-dr., $760. '50 SL Deluxe 


4-dr., $600. °49 SL Deluxe 4-dr., $565. 
46 SM 4-dr., $345. 


DODGE—’50 %-ton pickup, $200. ’48 De- 


luxe club coupe, $295. ’42 Deluxe 4-dr., 
$175. 


FORD—’54 Custom (8) 4-dr., $1,850*. '53 
Custom (8) 4-dr., $1,350*; Main (8) 2- 
dr., $1,000; %-ton pickup, $830, °'52 
Custom (8) 4-dr., $1,255*; 2-dr., $1,- 
125*. ’51 Custcm (8) 4-dr., $785. ‘50 


Custom (6) 4-dr., $625. °49 Custom (6) 


2-dr., $465. '48 Deluxe 4-dr., $415. “47 


Deluxe 4-dr., $375. 


ee ees Deluxe 4:dr., $1,190*; 2- 


$1,155*. °49 Deluxe 2-dr., $475. 
OLDSMOBILE—'47 (76) 2-dr., $175. 


PLYMOUTH—’51 Deluxe 4-dr. $595, °50 
Deluxe 4-dr., $500. ‘47 Deluxe 2-dr., 


$220. 

PONTIAC—'51 Chieftain (8) 4-dr., $805. 
‘48 Chieftain (8) 2-dr.. $425. '46 (8) 
2-dr., $280. 

STUDEBAKER—’52 Champion 4-dr., $650. 
*41 Champion 2-dr., $120. 

WILLYS—’50 Jeep conv., $400. 
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SALT LAKE CITY. — G. Kirk 
Graff, Salt Lake City, has been 
elected president of the Utah Used 
Car Dealers Assn. 

Other officers elected were Ran- 
om Quinn, Ogden, first vice-pres- 
ident; Robert M. Beck, secretary, | 


and Dale R. Roberts, treasurer. 
Beck and Roberts are from Salt 
Lake City. 


Featured speaker at the annual | 


election dinner was Elias J. Strong, 
executive secretary of the Utah 
Automobile Dealers Assn. 

* * * 


3 Firms in Louisville 


Combined Into One 


LOUISVILLE.—Merger of three 
used-car firms here has led to the 


Used-Car Notes 





| Motors, Inc. Leroy Triplett, pres- 
|ident of Ace Motors, will be in 
| charge of the first two firms, while 
|H. E. Scott, 
| Motors, and Carl Wagner, buyer, 
| will operate the third firm, 


* * * 


|Erie Dispatch Publishes 


Section on Dealers 


ERIE, Pa.—The Erie Dispatch 
has published a 12-page tabloid 
insert devoted to used-car and 
truck dealers of the Erie area. 
The section carried ads and 
stories featuring the activities 
and services of used-car firms. 

* * * 


| Dealer Group Organized 


formation of a new company, King In Chemung County, N. Y. 


Auto Sales. 


The merger included Ace Motors, | land was named temporary chair- 


Inc.; King Auto Sales, and Queen 


$30 Million for | 


04 Improvements 


NEW YORK. — B. F. Goodrich | 
Co. intends to spend more than 
$30 million this year for new and 
improved facilities, J. A. Hoban, 
vice-president for replacement sales 


of the tire and equipment division, | 
told the New York Sales Executives | 


Club last week. 


This is an increase of about 30 | 


percent over last year’s ex- 


penditures of $23 million for such | 


purposes. 


Hoban said the 1954 sales volume 
of Goodrich is expected to be 


second only to that of 1953, the all- | 


time record high. 

A large portion of the 1954 in- 
vestment will be employed to in- 
crease the production and distri- 
bution of tubeless car tires, 
cording to Hoban. 


“By increasing our capital invest- 


ment,” Hoban declared, “we shall 


be fulfilling more than our share | 
of the responsibility of private in- | 
dustry to maintain good business | 


levels this year.’ 


The speaker expressed the belief 


that the amount of money people 


have left after paying taxes, should | 
be about the same level in the first | 


quarter of this year as in the first 
quarter of 1953. 


“Except for automobiles,” he 
said, “retail sales in January and 
February were only 1% percent 
below the same months last year, 
and retail sales of nondurable 


goods were almost the same as} 


last year, the best on record.” 


Army Tests Wood 
For Truck Floors 


WASHINGTON.—A special hard- 
wood floor overlay, designed at the 
request of the Government to re-| 
store smoothness to steel truck- | 
body floors, has been developed at | 
the laboratory of Timber Engineer- | 
ing Co., research affiliate of the 


National Lumber Manufacturers 
Assn, | 


The new floor, installed in a 2%- 
ton Army truck, has started its) 
rigorous loading tests at the 
Army’s Aberdeen (Md.) proving 
ground. 

Made of red oak lumber, edge- 
glued with waterproof marine ad- 
hesive, the hardwood floor is treat- | 
ed preservatively and for dimen- 
sional stabilization. It was de- 
veloped as a solution to the mili- 
tary’s problems presented by steel | 
floors becoming dented into a| 
“washboard” . surface that makes | 
cargo loading and handling difficult. | 
The floor also provides a more com- | 
fortable floor for personnel using | 
it in any climatic extremes. 


Canada Wholesalers Gain 


OTTAWA.—Dealers’ wholesale 
sales of auto parts and equipment 
gained 12 percent in dollar volume | 
in January, compared with a year | 
ago, and the value of such dealers’ 
inventories rose 15.4 percent, ac- 
cording to Canadian Government | 
figures. | 


ac- | 


Goodrich to Spend nn 6 ee 


president of Queen | 





Binghamton, president of the 
Triple Cities Area New York Used 
|Car Dealers Assn. 
* * + 

Holley Opens Lot 
BEAUMONT, Tex.—Holley Motor 
Co. has opened a used-car outlet 
at 888 Calder Ave. The new lot will 

be called The Three Eights. 


* * * 


McGill Bankrupt 


OTTAWA. — McGill Motor Sales, | 
used-car concern in Orillia, Ont., 
|; has made an assignment in bank- | 
|ruptey. F. O. Tidy, Toronto was | 
appointed trustee of the estate. 


+ * * | 


| 

| Huckabee Center Opens ' 

| MACON, ‘Ga. — Huckabee Used | 

| Car Center has been opened at 747 | 

|Second St. The facilities provide | 

| indoor-outdoor merchandising, and | 
the center occupies approximately 
20,000 square feet. 

* 
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& BRILLIANT as a jewel—A. S. Camp- 
bell Company, Inc. wire wheel 
covers enhance even the most beauti- 
ful American automobile. 


These flashing, custom-styled wire 
wheel covers are now being offered 
as optional and accessory equipment 
on several of the country’s leading 
automobiles. 


Design and creation of entirely new 
automotive parts coupled with extensive 


iP a 
ee ony 


10124 W. McNICHOLS ROAD, DETROIT 21, MICHIGAN 


EAST BOSTON 28, MASS. 
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Elliott Opens Dealership (¢ 
|Car Care From the Feminine Viewpoint— 
ELMIRA, N. Y.—William P. How-| McPHERSOVN, Kans. — Earl | . : P as Z 
| Biliott has started a used-car A class of women is taught the importance of wheel balancing in the service 
man of the Chemung County unit | business at 320 S. Main St. under department of Commerce Motors, Cleveland. The instructor uses an Alemite wheel 
| of the New York Used Car Dealers|the name of Earl’s Used Cars. | balancer and a tire worn thin from unbalance. The program is sponsored by the 
Elliott had been general manager | Alemite division of Stewart-Warner Corp. 
2 of Elliott & Son, McPherson Lin- The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Presiding was Donald Owens, of ' coln-Mercury dealership. Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
ty 
{ 
3 


manufacturing facilities for volume pro- 
duction enable Campbell to work hand 
in hand with automobile manufacturers 
to produce stamped, chrome plated 
automotive parts and decorative trim. 





Campbell manufactures wire wheel 
covers as just one of many specially 
designed and engineered automotive 
items. For styling, engineering service 
and competitive quotations we welcome 
your inquiry at our offices in Boston 
or Detroit. 





Current Prices on New Cars 





Diamonds for Cars— 
Christopher A. Dean (seated), Ford Mo- 
tor Co. purchasing agent, inspects indus- 
trial diamonds weighing 2,200 carats and 
worth about $55,000. The stones are util- 





— sed., $2,206.88; 
., $2,563.17; stat. wag., $3, 
oay-_4-ér., sed., $2,520.17; Riviera, $2,- 
533.56; conv., $2, 963; stat. wag., $3,470. 
-dr., sed., $2,711.17; Riviera, $2,- 
625.56; conv., $2,963.59. Roadmaster—4-dr. 
sed., $3,269.36; Riviera, $3,373.05; conv., 
$3,520.56; Skylark conv., $4,483, (Dyna- 
flow standard on Roadmaster, optional at 
$192.50 on all other models.) 
OADILLAO—Series 62—4-dr. sed., 


sed., $4,688.32. Series 75— 
8-pass. bed., $5,874.78; lim., $6,090.17. 
Eldorado — conv., $5,738. (Hydra-Matic 
standard on all .models.) 
CHEVROLET — One-Fifty — 4-dr. sed., 
$1,680; 2-dr, sed., $1,623; utility sed., $1,- 
539; 6-pass. stat. wag., $2,020. Two-Ten 
—4-dr. sed., $1,771; 2-dr. sed,, $1,717; 
=. cpe., $1,782; ico. stat. wag., $2,133. 
Bel Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, es 061; cohv., $2,185; 8-pass. 


$2,562 (8-pass., $3,492.25); cl. 
540.50; Newport, $2,830.75; 


4-dr. 
ope., $3,202; 
$4,024. 


Newport, $3,503; 


$3,433; cl. epe., Ss Newport, $3,- 
25. Custom 


707.25; conv., $8,938. 
4-dr. sed. 
port, 94 640.58. 


standard on ail 


conv., 
045. 75: stat. wag., $3,321. New Yorker— 
sed., $3,228.75 (8-pass., $4,368); cl. 
wag., 
25. New Yorker Deluxe—4-dr. sed., | cl. 


stat. 


Imperial— 
$4, 259.50; lim,, $4,797; aon 
Crown Imperial 
sed., nt lim., $7,043.75. (PowerFiite 
eight-oylinder models, op- 


ticnel at $189 om Windsor Deluxe.) 


DeSOTO — Powermaster a. a 


$2,385.75 (8-pass., $3,281); 
364; stat. wag., $3,107. 76; 
—4-dr. sed., $2,673 
cl. epe., $2,651.50; Sportsman, 
conv., 


$3,144.25; stat. wag. 


sed., 


el. 
Fire Some Ws 
(8-pass., $3,558.75); 
$2,922.50; 


$8,381. 
(PowerFlite optional at $189 on all models.) 


DODGE—Meadowbrook Six—4-dr. 
@0 | $2,024.75; cl. epe., $1,983. Meadowbrook 

V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25, Coronet Six—4-dr. $2,186; ol 
cpe., $2,109; 2-dr, stat. wag., $2,228.50; 
wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet v-s— 
4-dr, sed., $2,244.50; el. epe. $2,223 
cpe., $2,380.25; eonv., $2,518.75; 2-dr. stat. | ( 
wag., $2, 517; 4-dr. 2-seat stat. wag., $2,- 


-dr. sed., 
4-dr. 2-seat stat, 


+ spt. 


sed., 


960.25; 4-dr. 3-seat stat. wag., $3,081.26. 


V-8—4-dr. 


Royal sed., $2,372. 15; 
$2,349; spt. cpe., $2,503: conv. 


gna. 


4-dr, 
cpe., 


987.75; 


category. 


conv., 


conv., 
of entry). 


sed., $2,209.43; 


sed. 


conv., 


MEROUR 


ol. ope., $2,256.11. 
- Wasp — 4-dr. sed, $2,406.84; 2-dr. 
$2,413.28; ol. ope., $2,465.94 
$2,704; conv., $3,004.20, Hornet Special— 
$2,619; 2-dr, 
$2,619. Hornet—4-dr. 
768.86; cl. cpe., $2,741.99; Hollywood, 
(Hydra - Matic 
optional at $178.03 on all models in Jet 
Borg-Warner automatic trans- 
mission optional at $178.03 on all other 
models.) 


KAISER — Special—4-dr. sed., 
2-dr. sed., Manhattan—4- 
$2,670; 2-dr. 
Conv., $3,668. 


$3,287.70. 


stat. 


; Hollywood, 


sed. 
sed., 


$2,617. Darrin 161— 
(Hydra-Matic optional 
$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 


LINCOLN—Lincoin—4-dr. sed., $3,537; 
ri—4-dr. sed., 
., $4,045.50. 
standard on all models.) 


— Custom — 4-dr. 
265.50; 2-dr. ‘sed., $2,208.50; sport cpe., 
$2,230. Monterey — 4-dr. sedan., 
hardtop, $2,466.50; Sun Valley, $2,596.50; 
$2,624.50; 
Mere-O0-Matic optional at $189.77 on all 
models. ) 

NASH—Metropolitan — Hardtop, $1,445; 
$1,469 (both prices at coastal ports 
Rambler Deluxe—2-dr. sed.,$1,- 


wag., 


Super 
sed., 


$2,389; 
‘dr, sed 


sed., $2,- 
$2,347.50; 
$2,791. 


$2,570.60; 
$2,- 
$2,- 


el. 
stat. 
872.50; cl. 


sed., 

conv., 
luxe, 
382.43; 


sed., $1,727.25; bus. 
wag., aa a Savoy—4-dr. sed., 
$1,835; cl. cpe., $1,842.50; 
spt. Che. 92.068, conv., a 
Belvedere—4-dr. 


cpe., 


convertible and Oaribbean; optional at $199 
on other models.) 


PLYMOUTH—Pilaza—4-dr. sed., $1,765, 


$1,617.50; 


stat. 


$1,- 
wag., 


-, $1,953.25; 


. @pe., $2,145; conv., 52,508; stat. wag., 
$2288 


seat stat. 
$2,494. Chieftain 8 
$2,205.51; 2-dr. sed., $2,148.32; 
wag., $2,579. Star Chief 8—Deluxe 4-dr. 
Custom 4-dr. sed., oo 
$2,630. Catalinas—Chieftain De- 
$2,316.30; Ohieftain 6 coy $2,- 
Deluxe, 
Chieftain 8 Custom, $2,458; Star Chief 8 
Custom, $2,557. 
$178.25 on all models.) 
STUDEBAKER — 
4-d7, sed., * t 2-dr, 


$2,301; 


Chieftain 8 


PONTIAC — Ohieftain 6 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
at | stat. wag., $2,364; 3-seat stat. 
419. Chieftain 6 Deluxe — 4-dr. sed., 
130.58; 2-dr. sed., $2,072.28; 

504. Chieftain 8 


wag., $2,504. 

sed., $2,101.62; 2-dr. 
wag., $2,439; 3-seat stat. 
Deluxe — 4-dr. sed., 
2-seat stat. 


sed., 


(Hy-Drive optional at $145.80 on 
all models, PowerFlite at $189.) 


— 4-dr. 


wag., $2,- 


$2,043.45; 2- 


wag., 


$2,391.99; 


(Hydra-Matic optional at 


., $1,758.07. 
luxe — 4-dr. sed., $1,918.18; 


ized in some 200 manufacturing opera- stat. wag., $2,283. Corvette—conv., $3,523. | (Fluid Drive optional at $20.40 on/| 550, Rambler Super—4-dr. sed., $1,795: 2- 
tion leitie. 40 4 the: Geslved com» | ¢ standard on Corvette, optional | Meadowbrook Six and Coronet Six sedans | dr. sed., $1,700; hardtop, $1,800; Suburban, | 2-ar, sed., $1,875.18; 5-pass. cpe., $1, 
s, primarily to form the desired con-| .+ $178.35 on all other models.) and club coupes. PowerFlite optional at | $1,800. Rambler Custom—4-dr. sed., $1,965; | 971.93; stat. wag., $2,187.23. 
tour on abrasive wheels. OHRYSLER—Windsor Deluxe—4-dr. sed., | $189 on all models.) hardtop, $1,950; conv., $1,980; 2-dr., stat. | Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 
FORD — Mainline Six — 4-dr, sed., $1,- | W2E-, $1,950; 4-dr. stat. wag. $2,050. | $1,963.29; 5-pass. cpe., $2,080.04; hardtop, 
700.50; 2-dr. sed., $1,651; bus. epe., $1,549; | Statesman Super—4-dr. sed., $2,158; 2-dr. | $2,241.29; stat. wag., $2,295.33. Oom- 
2-dr. stat. wag., $2,028; Oustomline Six— | %¢4-, $2,110. Statesman Custom — 4-dr.|mander Deluxe — 4-dr. sed., $2,179.13; 





On the Financial Front 





4-dr. sed., $1,793; 


2-dr. sed., Se istse; 


cl, cpe., $1,758; 2-dr. stat. wag., $2,121.50 
Crestline 


4-dr, stat. wag., $2,202. 


4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
$2,164; 4-dr. stat. 


liner, $2,164; conv., 


at 


sed., $2,332; hardtop, $2,423, Ambassador 
Super—4-dr. sed., $2,417; 2-dr. sed., 
365. Ambassador Custom—4-dr. sed., $2,- 
600; hardtop, $2,735. (Hydra-Matic optional 
$178.85 on all models except Metro- 


$2,- 


232.88; stat. 
Regal—4 


2-dr. sed., $2,136.13; 5-pass. ° 
wag., $2,447.88. Commander 
-dr. sed., $2,287.23; 5-pass. 
$2,340.98; hardtop, $2, 502.23; stat. 
$2,555.98. Regal Land Cruiser—4- dr. sed., 


cpe. 


” 


Pass. cpe., 


wag., 


Federal-Mogul Corp., Detroit,| assets and in equity for future ex-| wag’, $2,338.50. (For V-8 models, add| Politans.) $2,438.28 and $2,533.28. (Automatic Drive 
had a net income of $2,748,000 in| pansion. $76.50. Fi optional on all models OLDSMOBILE — Series 88 — 4-dr. sed., | optional at $216 on Champion, $226.50 on 
. * -6 at $184.) $2,337.09; 2-dr. sed., aa Holiday, | Commander. ) 


1953, compared with $2,734,000 the 


HENRY J — Corsair Four — 2-dr. sed., 


_. Super 88—4-dr. 


$2,476.71; 2- 


WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 


preceding year, according to G. S.| Reynolds Profit Up in ’53; $1,404. Corsair Del pails sed., $2,410.25; Holida , $2,688.39; ; 
Peppiatt, president. NP * | $1/566.18. Deluxe Gix—2-dr. s0d., | Srav., $4,001.00. Series O0-—1Gr. aed., $2, = hak oe hata ae 
Sales totaled $35,152,000, against Sales at Record High HUDSON—Jet—4-ar. $1,858; 2-ar. 806,82; Holiday, $2,826; Deluxe "Holiday, ae: Sa. ct. GOnt, mea tareen, 
$35,037,000 in 1952. A net profit of $18,320,975 for 1953 | Utility, $1,836.75. Super “Jet 4-ar._sed., | $3 ; Starfire conv., $3,248.84. (Hyd@ra- | $2,167; Deluxe hardtop, $2,222; Custom 
, $1,954; 2-dr. sed., $1,982.75. Jet-Liner— = optional at $178.35 on all models.) hardtop, $2,411. Station Wagon—Deluxe 6- 
The parts firm looks forward to| has been reported by Reynolds Met- | 1-ar. ‘sea., $2,066.00; ' 2dr, sedan, §2,-| PACKARD—Olipper Special—2-dr. sed.,|cyl., $1,973.09. (Hydra-Matie optional at 
good but highly competitive/|als Co. and its wholly owned sub- | 945.85. Wasp—4-dr. sed., $2,256.11; 2-dr. | $2,544. Olipper Deluxe—4-dr. sed., $2,695; | $178.55 on all models except Larks.) 


business this year, Peppiatt said, 
adding that business in the first 
two months was slightly higher 
than in the same 1953 period. 
“We expect good service business 
throughout the year,” Peppiatt 
told stockholders, “and original- 
equipment orders will depend to a 
extent on the progress of the 
automobile business and on the 
general economy at the nation.” 
a 


Stewart-W arner 
Earnings Drop 


sidiaries. Profit in the preceding 
year totaled $14,731,071, according 
to R. S. Reynolds jr., president. 
Net sales last year reached the 
alltime high of $287,892,987, com- 
pared with $234,738,789 in 1952, an 
increase of 22 percent. 
+ * * 


Twin Coach Profits, Sales 


Drop with Defense Work 
Twin Coach Co., of Kent, O., has 
announced a net profit for 1953 of 
$799,879, a decline from the 1952 
profit figure of $895,798. 
L. J. Fageol, president, said that 





New Commercial Car Registrations, 
All States for February, 1954-1953 


Truck registrations by states are 


released es y, @8 com- 
piled by R. L Polk representa- 
tives in state capitels. 
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Traders Finance Nets Sales for 1953 totaled $24,132,583, | Missour! os | | 6 6S OS oe oe UYU 8 4] 31483 
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At High way Congress éo® 


City Traffic Muddle 
Slated for Airing 


WASHINGTON.—The city traffic 
muddle and how it might be solved 
will be discussed by a panel of 
authorities when the Fifth High- 
way Transportation Congress meets 
here May 4-6, it was announced last 
week by Arthur C. Butler, director 
of the sponsoring National High- 
way Users Conference. 

William S. Lampe, managing 
editor of the Detroit Times and 
an authority on highway develop- 
ment, will moderate the discus- 
sion, 

Panel members are Mayor David 
L. Lawrence of Pittsburgh; DeWitt 


Worst of Decline 
Believed Over, 
N.Y. Bank Finds 


NEW YORK.—There is a grow- 
ing impression that the worst of 
the decline in business activity is 
over, says the National City Bank 
of New York in its monthly busi- 
ness letter. 

“The month of March,” the letter 
declared, “has brought no clear 
evidence of business improvement | 
and, although the opinion seems to | 
be spreading that the worst of the | 
decline is over, this is a matter of 
faith rather than of statistical 
demonstration. 

“Some figures, such as unemploy- 
ment insurance claims and produc- 
tion statistics, point to a leveling 
off or only moderate decline. Oth- 
ers, such as retail trade reports, | 
have been disappointing, partly be- | 
cause of certain special factors, in- 
cluding the late date of Easter and 
the prospect for excise-tax reduc- 
tions.” 

Inventory liquidation was pro- 
ceeding in orderly fashion, the 
bank said, but stocks still were a| 
problem in numerous lines, par- | 
ticularly steel and automobiles. | 
Prices of nonferrous metals eee | 
and sales increased during March, 
and similar encouraging reports 
were received for some textiles. 

New building construction con- 
tracts have continued to exceed 
those of a year ago, it was said, 
and the general level of prices has 
remained relatively stable. 


Textron, Willys 
In Metal Venture 


NASHUA, N. H.—(UTPS)—A | 
new manufacturing firm, Textron- | 
ics, Inc., whose stock is owned by | 
Textron, Inc., and Willys Motors, | 
Inc., is operating in a new indus- 
trial field here. 

Royal Little, Textron’s board 
chairman, stated in Boston that the 
new concern would engage in “met- | 
al fabrication of equipment for use 
at extremely low temperatures.” He 
said the product was on the Gov- 
ernment’s “confidential” list. 

Production will be started imme- 
diately with about 200 workers, 
Little said. 

He said that Textron put up the | 
capital for the new company and | 
that the Kaiser-Willys organization | 
would furnish the manufacturing | 
know-how and the machinery on a 
lease basis. 














| 
| 
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Clark Equipment Erects 
New Plant in Michigan 


BUCHANAN, Mich, — Clark) 
Equipment Co., manufacturer of in- 
dustrial materials-handling trucks, 
construction equipment and heavy 
automotive components, is erecting 
a plant in Benton Harbor, Mich. | 

George Spatta, president, said 
the 145,000 - square-foot building 
would be used as an assembly plant 
for & new line of tractor shovels | 
and for the assembly of power! 
shovels. 


The tractor shovels, to be mar- 
keted under the “Michigan” trade 
name, are the first new items of 
construction equipment developed 
by Clark since its acquisition of 
Michigan Power Shovel Co. last 
May. 





Greer, Texas State highway engi- 
neer; Glenn Richards, director of 
Detroit’s Public Works Depart- 
ment, and Henry A. Barnes, direc- 
tor of traffic engineers for the City 
of Baltimore. 

Problems in road planning at 
both the state and county levels 
will be probed by another panel. 

This panel, Butler said, will go 
into many phases of planning for 
adequate roads, including the adap- 
tation and conservation of existing 
facilities in effecting prompt solu- 
tions. 


William S. Canning, engineer- 
ing director of the Keystone 
Automobile Club, will be moder- 
ator. 

Members. are Russell S. Munro, 
deputy director of California’s De- 
partment of Public Works; Russell 
H. McCain, chairman of the Mary- 
land State Road Commission; W. 





G. Pruett, director of Alabama’s 
State Highway Department, and 
Sam R. Maxcy, executive secretary 
of the Maricopa County (Ariz.) 
Farm Bureau. 


NHUC’s first annual citations to 
highway departments for outstand- 
ing program reports will be award- 
ed during the congress. 

“There is great need for wide 
dissemination of highway depart- 
ment program reports which can 
be easily understood by the aver- 
age citizen, and which readily 
lend themselves to used by the 
press, periodicals, television and 
radio,” Butler declared. 

“We are sure,” he continued, 
“that these annual citations will 
greatly stimulate public support for 
adequate highways programs.” 

Nicholas Kelley jr., secretary of 
Chrysler Corp., is chairman of the 
awards committee. 


Hotheaded Yegg on Run 


MEADE, Kans.—When a burglar 
tried to loot Holmes Chevrolet Co., 
he left part of his scalp—and got 
nothing in return. Law officers 
asked barbers and doctors to help 
them find the burglar, who appar- 
ently burned his head severely with 
an acetylene torch while trying in 
vain to open a safe. 


a 
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New Volkswagen 
To Make Debut 
At World-Wide 


NEW YORK.—Volkswagen’s de- 
luxe passenger models will be in- 
troduced in the United States by 
World-Wide Automobiles Corp., 302 
Fifth Ave., New York, newly ap- 
pointed distributor for New York, 
New Jersey, Connecticut and Penn- 
sylvania. 

Arthur Stanton, World-Wide 
president, said the deluxe Volks- 
wagen’s new 30-horsepower pan- 
cake engine gives an average of 35 
miles per gallon of fuel and enables 
the car to cruise at 68 miles per 
hour. 

The air-cooled engine is mounted 
in the rear, permitting an unusually 
flat hood to give forward vision 
right down to the front of the car. 
The car has four-wheel independ- 
ent suspension. 

Prices on the passenger models 
range from $1,495 to $1,995, Stanton 
said. The commercial line of sta- 
tion wagons, vans and ambulances 
is priced from $1,775 to $2,695. 
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FLASH-A-CAL | 
Na Hm Ha) 


offers you 


100% to 200% Absorption 


We will 
with you the 
your shop, 
measures that must be 
taken. Trai 









will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 
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J. THERON BROWN 
PRESIDENT 








803 Main Street 
Baton Rouge, 





Mr. 





Attention: 





Gentlemen: 










and ink entirely. 


Underwood Corporation « 


Accounting Machines... Adding Machines. ..Typewriters 


One Park Avenue, New York 16, N. Y. 
Underwood Limited, Toronto 1, Canada 


“THE souTH’Ss * 


Underwood Corporation 


L. P. Bahan 


Mr. Clifton Strahan says: 


Daisy LeJeune operating 
the Underwood Sundstrand 
Automobile Dealers 
Accounting Machine for 


Baton Rouge, La 


ARGEST FORO DEALER’ 


Louisiana 






We wish to express our complete satisfaction with 
the Sundstrand Class D Automobile Dealers! Accounting 
Machine which we installed in December, 


1949, 


Through the elimination of work duplication, speed, 
and simplicity of the machine operation, we have been 
able to effect a substantial ‘reduction in the cost of 
operating our Accounting Department. 
records made on this machine and have eliminated the pen 


We now have all 








Our sales are between two hundred and three hundred 
units per month and all postings are handled with ease and 
in about a third less time than previously. 


On the basis of our past experience, we estimate our 
investment was recovered within the first.year, and we 
highly recommend this machine to other dealers who are 
interested in obtaining complete and up-to-date records 
at reduced cost and time. ’ 






Very truly yours, 


CAPITAL CITY FORD COMPANY, INC. 


a on Stfahan 


Office Manager 


Carbon Paper... Ribbons 


Sales and Service Everywhere 


Capital City Ford Co., Inc., 







P O. Box 1950 
Baton RouGeE, La 












This letter is typical of many we receive 































from auto dealers everywhere praising the 
time- and money-saving advantages of ac- 
counting with the Underwood Sundstrand 
Machine and System. 


Let us show you how to complete all your 
accounting records each day ... balance 
all accounts daily ... 
statements the first of each month. 


Fill in the coupon and mail it today. 


: Y Reasons why 


you should SIMPLIFY with 
UNDERWOOD SUNDSTRAND 


Daily Operating or Management Controls in 
minutes... 


* Financial Statements Completed the FIRST of 
the month... 


complete financial 


not hours. 


in hours . . . not days. 


e Lowest operating cost for today’s ‘‘Competi- 
tive Market. 


e A Tried and Proved method... 
by car dealers from coast to coast. 


used today 


... that’s why dealers using 
Underwood Sundstrand say it’s 


THE BEST SYSTEM 

THE BEST MACHINE 

THE BEST PRICE 

THE BEST INSTALLATION 


“SIMPLIFY and SAVE with SUNDSTRAND” 


eee eeeeeeeseeeeeeeeeeee eee eeeeceeereeeseren 


AN-4-12-54 


UNDERWOOD CORPORATION 


One Park Avenue, New York 16, N. Y. 


* Send me your illustrated folder, Form S-1326, describing the Under- 


wood Sundstrand Automobile Dealers Accounting Machine and System 


Name of Company 
Name and Title 


Street 


ii hiner stahachntasliidiintacnisditets ddcabiitaesidgainieaticbenaieaaee 


State. 





SME 











Price Edge on Cars. . . 


AUTOMOTIVE NEWS, APRIL 12, 1954 


Freelance Transporters Boom 


(Continued from Page 11) 
Oklahoma City, $40; Birmingham, 
$35; Dallas, $40; Salt Lake City, 
$50, and Memphis, $40. 

Numerous groups patronize the 
driveaways. Among them are va- 
cationers, trav- 
eling salesmen, 
migrant work- 
ers returning to 
their homes, 
businessmen 
who turnin 
plane fares on 
their expense 
accounts, col- 
lege students 
and sailors. 
Credited with 
starting the drive- 





Catherine Rae 
away industry 23 years ago is Cath- 


. Ireland to Kansas City 

H. W. Ireland, former owner of 
Union Motors (Ford) and later of 
the Oldsmobile dealership in Twin 
Falls, Ida., has gone to Kansas City, 
where he plans to reenter the auto- 
mobile field. 







erine Rae, who still maintains a 
small office at 9215 Livernois, De- 
troit. 

Excepting the four war years, 
Miss Rae has operated continu- 
ously since 1931, moving an esti- 
mated 50,000 care, 


industry itself is an out- 
growth of Miss Rae’s double- 
barreled realization that there were 
many midwesterners who wanted 
to travel to distant points in the 
most economical way possible, and 
that there were thousands of cars 
traveling from Detroit to these 
same points at high freight costs. 
About this time the state gave 

the young business an added im- 
petus by outlawing the limousine 
passenger service, which was in- 
expensively carrying many per- 
sons from Detroit to New York. 
Miss Rae’s former husband was 
in this business. 

In the early days,,the firm was 
concerned with delivering used 
cars, almost exclusively. 

Since then, the driveaways have 


wheel-to-wheel 
before the 
warning’s heard! 


i 





Since 1930 horsepower has increased 


72 per cent. Number of cars on the road 
has doubled. Horn power has not kept 
pace. Tests show that at sixty miles an 
hour standard auto horns are not heard 
until cars are wheel to wheel. Now Spar- 
ton has solved the problem with a third 
horn to be installed under the hood with 
present dual shell type horns. This third 
horn, the Sparton 3-D booster horn — 
boosts horn power to meet the safety 





needs of modern traffic. Every car needs 
a Sparton 3-D booster horn... every 


car is a prospect. 


\parton AUTOMOTIVE pivuion or me sears. 


MAIL COUPON ON 
OPPOSITE PAGE 


gradually switched over until new- 
ear delivery has become the prin- 
cipal stock in trade of most firms. 
This trend has developed because: 


1. New cars are much more ap- 
pealing to most drivers, although 
some demand a used car which 
won't have to be broken in. 

2. The recent used-car situation 
in which prices of used cars around 
the country are more closely ap- 
proaching the Detroit prices. Natu- 
rally, this reduces the used-car traf- 
fic out of Detroit. 

* : . 


INCE 1931, Miss Rae has started 
cars on their way to almost 
every country in the world. Hawaii, 
Holland, New Zealand and For- 
mosa have received a particularly 
large share of them. Of course, she 
just dispatches the cars to the near- 
est embarkation port. 

Until 1947, she had the business 
all to herself. Since then, each year 
has seen from two to five new 
driveaways start, not all succeed- 
ing, however. 

Several of the more successful 
concerns are operated today by 
men who learned the business while 
in the employe of Miss Rae. 

One of these, H. J. (Holly) 
Hollembeak,-is the owner of the 
Detroit Drive-Away, 810 Empire 


Describing his part in the indus- 
try, Hollembeak said, “Yes, I’ve 
been in the business about 18 years, 
although I’ve had my own com- 
pany only since 1951. ‘ 

+ 


“@TRANGELY enough, I came to 
Detroit from St. Louis in 1935 
to get a car to drive out to the 
west coast. I fooled around for 
awhile and finally found myself 
without enough money to drive 
away the car Catherine gave me. 
So, I went to work for her,” he 


“For years, I more or less man- 
aged her business, then I quit her, 
following a little dispute. 

“That first year, was 


Other top driveaway firms are 
Ace Transport, 3540 Woodward; 
Midwest Auto Delivery, 2465 Grand 
River, and Claude’s Driveaway, 
9106 Michigan. 

Driveaway concerns require driv- 
ers to furnish references and two 
pictures of themselves, to leave 

(Continued on Page 53, Col. 1) 


Rapid City Show 
To Be Staged in 
20-Acre Hangar 


RAPID CITY, 8S. D.—‘The world’s 
largest hangar” has been billed as 
the site of the West River Automo- 
bile Show at Ellsworth Air Force 
Base, Rapid City, 8. D. Dates of the 
show are Apr. 23-25. 

On display on the 20 acres of 
floor space will be all stock models, 
special models, foreign cars, trucks, 
aircraft, farm tractors and farm 
implements, and equipment. 

Entertainment will be headlined 
by the -Duke Ellington and Phil 
Spitalny orchestras. 

Three other auto shows have 
been scheduled in small cities dur- 
ing April and May. 

An outdoor exhibit is on tap in 
Weiser, Id, May 5-8 The main 
business block in downtown Weiser 
will be roped off for the new-car 
showing. A used car ig to be given 
away each day along with other 
special prizes. 

The closing day of the Weiser 
show will feature the Northwest 
Mountain Fiddler’s Contest and a 
square-dance festival. 

A show to be staged under a 
mammoth “big top” has been sched- 
uled Apr. 19-25 at the New Bern 
(N.C.) fairgrounds. The event is 
being sponsored by the New Bern 
Automobile Dealers Assn. 

In Cheyenne, Wyo., a three-day 
show will open Friday (Apr. 9) in 
the “Old United Airlines Hangar.” 


WITHINGTON COMPANY | The show is being promoted locally 
JACKSON, MICHIGAN by special newspaper sections. 








Westerra Region L-M Council Meets— 


Members of the western region Lincoln-Mercury dealer council hold their annual 
meeting in Los Angeles to select representatives to the national meeting in Detroit 
next month. Seated (from left) are George S. Coats, western regional sales manager; 


Henry Kearns, San Gabriel, Calif.; A. S. 


Carmichael, Portland, Ore.; John Brooks, 


Richmond, Calif.; C. B. Knickerbocker, Santa Ana, Calif.; H. R. Ellis, Albuquerque, 
N. M.; James W. Livingston, Denver; N. A. Byrd, car distribution manager, Los Angeles 
plant; Pascal Dilday, San Pedro, Calif.; Frank A. Johnson, Murray, Utah; S. Balsiger, 
Klamath Falls, Ore.; Jack Lipke, Mt. Vernon, Wash.; R. E. Sutherland, Los Angeles 
district service manager, and Lyle A. Byers, Berkeley, Calif. Brooks, Lipke and Byers 


were named to attend the national meeting. 


Questions Help Executives 
Rate Their Effectiveness 


WASHINGTON. — A test to de- 
termine effectiveness of business 
administration has been devised 
for a publication of the U. S. De- 
partment of Commerce. 


Here are test questions arranged 
from the article: 

Do you emphasize skill rather 
than rules in your organization? 

Have you set a high standard 
for your organization? 

Do you know your subordinates 


Tire Pricing Rule 
Defended by FTC 


In Court Action 


WASHINGTON. — Answers de- 
fending the validity of the Federal 
Trade Commission’s quantity limit 
rule on replacement tires were 
filed here last week in District 
Court. 

The answers are to suits filed by 
U. S. Rubber Co. and other tire 
manufacturers and _ distributors 
challenging the procedure leading 
up to the rule, as well as its 
statutory authority and factual 
basis, FTC said. 

The quantity limit rule, pro- 
mulgated Jan. 4, 1952, fixed a car- 
load quantity of 20,000 pounds 
ordered at one time for delivery at 
one time as the maximum quantity 
which may be used to justify 
quantity price differentials on re- 
placement tires and tubes made 
of natural or synthetic rubber for 
use on motor vehicles. It was is- 
sued under the price discrimination 
section of the Robinson -Patman 
amendment to the Clayton Anti- 
trust Act. 

The suits challenging the rule 
were filed in early 1952. District 
Court dismissed the cases for lack 
of jurisdiction, but this decision 
was reversed in July, 1953, by the 
U. S. Court of Appeals for the Dis- 
trict of Columbia, which remanded 
the cases for trial. 

No petition for Supreme Court 
review having been filed, the 
answers submitted last week are 
a further step in the District Court 
proceeding. 


Tax Evasion Jails 


Former Dealer 


PHILADBELPHIA—Ralph B. 
Fisher, a former used-car dealer 
here, hag been sentenced to a year 
in jail for evading $95,372 in income 
taxes for 1945 and 1946. 

Fisher was indicted Feb. 7, 1949. 
Before his case was brought to 
trial he disappeared. He surren- 
dered on Dec. 21, 1953. He explained 
then that, frightened by the indict- 
ment, he had gone to Israel for 4% 
years, working as a garageman. 

Fisher is still liable for the un- 
paid tax, a penalty of 50 percent of 
it and a 6 percent fraud penalty. 


Vandals Visit Lot 
Vandals damaged 12 vehicles on 
the Hammond Motors Co, used-car 
lot in Pawtucket, R.I,, eausing 
damage estimated at $500, accord- 
ing to John Hammond, manager. 


and try to determine what is im- 
portant to each? 

Do you listen thoughtfully and 
objectively ? 

Are you considerate to your 
customers and employes? 

Are you consistent? 

Do you give your employes 
definite objectives and a sense 
of direction? 

Do you give your directions in 
terms of suggestions rather than 
requests? 

Do you delegate responsibility to 
each employe? 

Do you show faith in your em- 
ployes and expect them to do their 
best? 

Do you keep your employes in- 
formed? 

Do you let your employes help 
you in your planning? 

Do you let your employes carry 
out their own ideas, if they are 

? 


Do you build a sense of value 
in the jobs performed by your 
employes? 

Do you let your people know 
where they stand? 

Do you pass credit on down 
where it is due? 

Do you accept moderate griping 
as healthy? 


From the Vine 


Six California Dealers Get 


Start at Wilks 


PASADENA, Calif.—Although it 
is well known that many of today’s 
dealers received their training 
while in the employ of another 
dealer, few can equal the record of 
John Wilks Chevrolet Co., Pasa- 
dena, which reports that six former 
employes are now auto dealers in 
southern California. 

They are O. EB. Ferber (Chevro- 
let), Downey; Henry Kearns, (Lin- 
coln-Mercury), San Gabriel; Scotty 
Stewart (Chevrolet), San Gabriel; 
Vern Harding (Chevrolet), San 
Gabriel; Jack Talbert (Chevrolet), 
Victorville, and George Lake 
(Chevrolet), Tehachapi. _ 

Another former Wilks employe, 
Dick Sullivan, is general manager 
for Charlie Milliken, a Chevrolet 
dealer in Culver City. 


ee ete 


Dealer License Plate Holder 





Guaranteed 


Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 

$1.00 per set of 4 


C. HOWARD 


1498 Overicok Drive Akren 7, Ohio 
(JOBBERS WANTED) 
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Price Edge on Cars . . . 


AUTOM 


Freelance Transport 
Is Enjoying Boom 


(Continued from Page 52) 


their fingerprints and to sign con- 
tracts in triplicate, one for the car 
owner, one for the driveaway com- 
pany and one for the driver, Also, 
each driver is required to have 
about $100 in cash and an up-to- 
date driver’s license. 
* * * 


Mest driveaway firms recom- 
mend a route to the driver— 
usually one that has been carefully 
checked for weather conditions. 
Lately they have been avoiding the 
sandstorms in the southwest be- 
cause the sand is harmful to paint 
finishes. 

Neither driveaway or tow-bar 
firms have used engine governors 
for several years on grounds that 
they are unworkable with automa- 
tic transmissions. 


Each driver is also required to 
make a deposit of $15 to $50 when 
he gets the car. This includes the 
driveaway firm’s profit (which 
ranges from $7 to $15), plus an ad- 
ditional deposit if the manager is 
at all dubious about the driver’s re- 
liability. 

Enroute, the driver pays for all 
gas, oil (changing it whenever 
required by the car’s manufac- 
turer) and repairs. On arrival at 
the destination, the driver col- 
lects for all his expenses (for 
which he must have receipts), 
plus the deposit which he gave 
the driveaway firm. 

While some of the driveaway 
concerns operate from gas stations 
and shacks, George Taylor, a for- 
mer Cadillac-Oldsmobile salesman, 
operates Midwest Aute Delivery 
from a neat office on the fringe of 
downtown Detroit. He says: 

“I think the secret of this busi- 
ness is hard work and the ability 
to select reliable drivers. After all, 
if you get one bum driver, you're 
going to develop a bad reputation 
among the dealers. I’m working 14 
hours a day at present. 

“Our biggest problem now is the 
procurement of drivers. We're ad- 
vertising in seven newspapers 
throughout the midwest for persons 
traveling to any of our delivery 
points.” p 

* * ” 
Most managers urge their driv- 
ers to take their time, to drive 
only during daylight hours and not 
to drive over 45 miles an hour. 

After a car is consigned to a 
driveaway firm, it takes the man- 
ager from one day to three weeks 
to get a driver for it, depending 
on the destination and the season. 

The.drivers are generally expect- 
el to make about 400 miles a day, 
although most managers are not 
too insistent about the precise de- 
livery time. As a rule, they figure 
eight days to the west coast and 
four days to Miami. 

A manager, who says that 70 
percent of his cars go to the west 
coast, reports that delivery con- 
ditions are very good at present 
for autos going to Chattanooga, 
Miami, Denver, New York, Mont- 
gomery and Birmingham, New 


ADVERTISEMENT 


Money Grows 


Down in Florida many people bathe 
in the sunshine on our beaches. 


Many people spend their afternoons at 
the race tracks, their evenings at dog 
tracks. 


Here in Orlando, Fla. we work for a 
living, growing golden oranges and fat 
cattle. 


We, too, go to the beaches like other 
People, for our holidays. 

But, as a rule, we are workers here 
in Central Florida. And most of us have 
fat incomes and plenty of money to 
spend — not on race horses or bathing 
beauties — but on homes and home 
furnishings and the luxuries of life. 


Orlando Sentinel-Star 
Orlando, Florida 
Nat. Rep. Burke, Kuipers & Mahoney 





Orleans, Memphis, Orlando and 
Washington, D.C. 

Driveaway operators say that the 
ear pickup situation varies from 
factory to factory, and that most 
factories are gradually developing 
a more workable system. In de- 
scribing the situation, the operators 
mentioned these points: 

* a aa 
l WITH the notable exception of 

* Ford and Plymouth, most fac- 
tories make their “customer drive- 
away” departments available to 
driveaway personnel, if they have 
a car authorization. 

2. Fords, even when destined for 
another dealer, first must be deliv- 
ered to a Detroit dealer. 

3. According to the driveaway 
managers, it is impossible for 
almost anyone to get a car from 
a Plymouth plant. 

4, Other Chrysler divisions will 
furnish cars to the head of drive- 
away concerns, following a brief 
investigation and the granting of 
a factory approval. 

5. Cars are available to drive- 
away personnel at most General 
Motors’ plants, if they have em- 


Turnings. 





ployed the proper procedure laid 
down by the factory. 

Another expense, which must be 
paid by the consignee or dealer, is 
the “caravan” tax, amounting to $15 
per car in California, $7.50 in New 
Mexico and $3.50 in Arizona. 


— of the driveaway firms will 
also deliver Chevrolets from St. 
Louis and Nashes from Kenosha, 
Wis. In these cases, the consignee 
is required to pay the driver’s bus 
fare from Detroit to these points. 

Discussing the insurance on 
driveaways, the officials of the 
driveaways say that a dealership’s 
blanket coverage policy is usually 
sufficient. Although, if pressed, 

some will provide a policy just for 
the trip. 

They are usually reluctant to pro- 
vide it, since it costs the almost- 
prohibitive sum of $25 to $27 per 
car for 10 days. 

All driveaways make it clear 
that they are merely an employ- 
ment agency for the consignee, 
providing him a person to trans- 
port his car. 

In the event that the car doesn’t 
show up on schedule, driveaway 
officials recommend that the con- 
signee allow the driver an addi- 
tional 24 to 48 hours and then give 
the local police a “pickup” order 
on the car and driver. Experience 
has shown that most tardy drivers 
can be found “fiddling” around in 
the general vicinity of his destina- 
tion. 

Missing drivers can be charged 
either with “larceny by conversion,” 
which carries a maximum penalty 


by John T. Benedict 
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include: Minimum engine length, | 5,000 psi for aluminum alloys at the 
fewer crankshaft bearings, mini- | same high temperature, 


mum weight per horsepower, and 
improved car weight distribution. 
* * 7 


How Far Down the Road 


Do You Look? 

For? and GM will be ready, if 
we ever live to see fulfillment of 

the recent Cornell Aero Lab. pre- 

diction that future cars may be 

steered by levers, handles, and ped- 

als—instead of a wheel. 

Ford has exhibited the rudiments 
of such a control system in its FX- 
Atmos dream car. And GM stylists, 
who are charged with the task of 
looking “far down the road” to vis- 
ualize automotive design and style 
possibilities for the distant future, 
tell me that their advance studios 
are studying various ideas for re- 
placement of the steering wheel 
with functional devices that may 
offer certain advantages. 

As a matter of fact, some of the 
real “Buck-Rogers” dreamers are 
instructed to develop such unre- 
strained thinking that they may 
properly ask themselves: “. . . is 
it absolutely necessary that a car 
move about on wheels? What are 
some other means of providing 
mobility? Can they be made prac- 
ticable?” 

Somehow it won’t seem quite 
natural to see future illustrators 
use a rod or lever in place of a 
wheel as the symbol of transporta- 
tion! oa 


Large Powdered Metal Parts 


By Building-Block Technique 


ARGE-SIZE powdered metal 
aluminum powdered 
metal parts with high tensile 
strength at elevated temperatures, 
and strip metal by r metal- 
lurgy were included among the sig~- 
nificant disclosures made at a re- 
cent meeting of the American In- 
stitute of Mining & Metallurgical 
Engineers. 

In summarizing recent advances 
in powdered metallurgy technoloyry, 
Dr. H. H. Housner, manager, Atomic 
Energy Engineering, Sylvania Elec- 
tric Products Co., also included re- 
ports on European developments. 

As evidence that pure metal pow- 
der is not necessarily always the 
ideal material, Dr. Housner de- 
scribed work with strongly oxidized 
aluminum powder. It is significant 
that these parts developed 17,000 
psi tensile strength at 700 degrees 
F—compared to a strength of only 


Zirconium is regarded as an 
ideal metal for powder metallurgy, 
because, by sintering zirconium 
hydride powder, the full density 
of solid metal can be obtained at 
a temperature 600 degrees below 
the melting point of the pure 
metal. This illustrates the princi- 
ple of decomposing metal com- 
pounds by sintering, to obtain de- 
sired density and properties. 

Dr. Housner also described Ger- 
man experiments in building up 
large parts, without limitations 
based on size of compacting dies. 
The procedure is to assemble the 
large parts by a “sinter-welding” 
technique in which an iron-powder 
paste is spread between the previ- 
ously compacted parts prior to hot- 
pressing at 900 to 1000 degrees C. 
The process produces very satisfac- 
tory bonded joints. 

A Swiss development indicates 
that it may become commercially 
feasible to produce strip metal by 
compacting metal powder between 
rolls. The finished material is said 
to have excellent properties, with 
extremely fine grain structure and 
random grain orientation. An in- 
teresting outgrowth of this devel- 
opment is the idea of producing a 
bi-metal strip with excellent sur- 
face bond merely by feeding two 
different powders into the rolls. 


Texas U.C. Dealer 
Indicted in Fraud 


FORT WORTH, Tex. — Johnny 
Thomas Camp, a Tyler (Tex.) used- 
car dealer, has been indicted by a 
Tarrant County grand jury on 
charges of swindling a finance com- 
pany out of $1,400. 

Camp is charged with buying a 
wrecked car and using the title to 
get a $1,400 mortgage from Educa- 
tors Investment Corp., Fort Worth. 
He is also accused of forgery and 
passing a fraudulent $1,708 note to 
the same firm. 

Police said the case was turned 
up when detectives found a demol- 
ished car in a Dallas junk yard 
which Camp purchased but never 
picked up. 

Camp admitted after his arrest 
that he had duped Educators In- 
vestment out of $20,000, police said. 


Morton Appoints Burt 


Lamar Burt has been appointed 
service manager by Morton Motor 
Co., Morton, Miss. 
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Regal Function— 

Willard N. Anderson, partner in Econo- 
my Motor Sales Co. (Chevrolet), Rock 
Island, ll., was “king” of a local celebra- 
tion and is shown bestowing the queen's 
crown on Nancy Ruff. Anderson also is 
president of the Rock Island Chamber of 
Commerce and is active in many civic and 
charitable enterprises. 


of five years, or with “unlawfully 
driving away a motor vehicle,” 
which has a maximum penalty of 


two years. 
* * 


| MICHIGAN, the driveaways 
a 





employment agencies for $200 a 
year. A few of them are also 
bonded, which simply guarantees 
that they will live up to their con- 
tracts. 


There are also driveaways in 
Dallas, Fort Worth and 
Tex., Chicago, Cleveland, Philadel- 
phia, Denver, Salt Lake City, Des 
Moines and Omaha. These deal 
mostly in used cars. 

Some Detroit firms send cars to 
Detroit from other sections of the 
country. The sources of this busi- 


leasing companies who 
wish to trade in their fleets with 
a Detroit company. 


2. Wealthy persons who wish to 
drive their cars to California and 
Florida, but who don’t care for the 
arduous return drive, preferring to 
fly, 

Summing up his business, one 
successful driveaway manager said, 
“Yes, things are looking very good. 
And I think we're in a business 
that will prosper just as much in 
bad times as well as good. If we 
hit a recession, it’s only natural 
that more dealers will look for 
cheaper methods of car delivery 
and more people also will be look- 
ing for free transportation. 

“We just have to be careful in 


re usually licensed by the State | selecting drivers.” 


300% increase in 
warning power 
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I 
Send me the free record so | can hear how the 
Sparton 3-D booster horn steps up horn power 
for modern traffic and learn how it means a big | 
sales opportunity for me, | 
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JACKSON, MICHIGAN | 
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18 States Alter Sizes, Weights . . . et 
Favorable Truck Laws Increase 


WASHINGTON. —Changes in 
truck size and weight regulations 
favorable to truckers were enacted 
in the past year by at least 1? 
states, reports the Truck - Trailer 
Manufacturers Assn. 

Size and weight proposals, which 
would have had an ill effect on 
truckers, were rejected in all of 
the comparatively few instances in 
which they appeared. 

State in which size - weight 

regarded as favorable 
were enacted include Arkansas, 

California, Connecticut, Dela- 
ware, Florida, Idaho, Ilinois, In- 
iowa, Maryland, Montana, 
Nebraska, % Nevada, New Mexico, 
North Carolina, Oklahoma, Ten- 
nessee and Wisconsin. 

Such proposals were rejected in 
Georgia, Kansas, Massachusetts, 
Minnesota, North Dakota, Pennsyl- 
vania and West Virginia, and 
vetoed in Utah. 

Bills proposing size-weight 
changes unfavorable to the truck- 
ing industry failed of enactment in 








Connecticut, Maryland, New Hamp- 
shire and North Dakota. 

A trend toward heavier penalties 
for truck overload violations con- 
tinued to spread, however, with 
such measures enacted in Arkansas, 
Indiana, Iowa, Nevada, North Caro- 
lina, Tennessee, Texas and Ver- 
mont. A bill easing such penalties 
was enacted in Wisconsin. 

Most important gain made by 
the trucking industry was in Ten- 
nessee, where the Legislature 
raised the maximum gross weight 
limit from 42,000 to 55,980 pounds 
and left Kentucky as the only 
state in the nation with a weight 
limit as low as 42,000 pounds. 


The trucking industry’s most 
significant legislative defeat of the 
year was in Pennsylvania, where 
unsuccessful efforts were again 
made to liberalize the State’s 
weight limit of 45,000 pounds for 
the most commonly used types of 
trucks. 


State-by-State Report 
_On a state-by-state basis, legisla- 


"T'S OK! THAT'S OUR PROFIT FROM 
HEIL BODIES AND HOISTS!” 


THE fast hydraulic action of Heil Hoists means faster dumping and 
shorter cycle time. Fast-acting hoist mechanism elevates body to over 
50° dumping angle within 12 seconds after raising cycle is started. 
Precision-engineered cylinder raises and holds loads efficiently and 
dependably. These are a few of the customer-satisfying features that 


mean money in the bank for you. 


Here’s how easy it is—you make the sale, then just call your Heil 
distributor. He quickly mounts the body and hoist, provides expert 
maintenance and parts service. All you do is collect your profit on 


the sale! 


Ask your Heil distributor to explain how it will pay you to push 


Heil Bodies and Hoists. 


HEIL NO-SAG BODIES 


ALWAYS SPECIFY HEIL 





tHE HEIL co. 


Factories: Milwaukee, Wis. — Hillside, N. J. 
Seles Offices: New York, Union, N. J., Washington, D. C., Atlanta, 
Chicago 


Cleveland, Milwovkee, Dutroit, 


, Kansas City, Denver, Dallas, 


Los Angeles, Seattie. 


Dept. 5944 3059 


BH-43D 
W. MONTANA ST. © MILWAUKEE 1, WIS. 


tive developments affecting truck 
size-weight regulation included: 


ArKANSAS: Liberalized truck size 
and weight limits, including a new 
provision increasing the overall 
length for tractor-trailer combina- 
tions from 45 to 50 feet. The new 
law permits a height limit of 13% 
feet for automobile transporters, 
heavy machinery and oilfield equip- 
ment, as against 12% feet for other 
vehicles. 


It makes no change in the 138,- 
000-pound single-axle and 32,000- 
pound tandem-axle weight limits, 
but provides a gross weight of 
56,000 pounds for combinations of 
vehicles on load-carrying axles. 
Thus, with an allowance of 7,390 
pounds for the front axle, a ve- 
hicle could have an actual legal 
gross weight of 63,390 pounds. 
Arkansas statutes and regula- 
tions previously allowed a gross 
weight limit of approximately 
64,000 pounds. 

Overload penalties ranging up to 
five cents per pound for overloads 
of 3,000 or more pounds are in- 


~ | cluded in the new law, which also 


directs courts to revoke the regis- 
tration of any vehicle owner con- 
victed of six overload violations in 
a single calendar year. 

Cauirornia: Legalized 40-foot semi- 
trailer lengths, thus providing uni- | 
form regulations for such equip- | 
|ment throughout the 11 western | 
states. 

Connecticut: Increased maximum | 
jtruck weight limit from 50,000 to 
| 60,000 pounds. The new law per- | 
mits the 60,000-pound maximum on 
tandem trailers of four axles or 
more under a formula calling for 
22,400-pound axle loads. This axle | 
load limit and the height and 
length limits of vehicles remain | 
the same as heretofore. 

Height Increased in Del. 

DetawarRE: Increased maximum | 
height for automobile transports | 
from 12% to 13% feet. Vetoed by | 
Gov. J. C. Boggs, however, was | 
another bill under which the front | 
axles of trucks would have been | 
disregarded in computation of 
weights under the State’s 60,000- 
pound gross weight limit and thus | 
had the effect of permitting a gross, 
weight limit of 64,000 pounds. 

FLORIDA: Legislature ap- | 
| proved a bill increasing permis- 


sible truck weight per axle from | 


18,000 to 20,000 pounds, and also 
| enacted a bill to allow trucks 


| hauling concrete pipe to carry | 


| loads 108 inches wide instead of 
| 96 inches, 


Georaia: Proposal to increase the | 


maximum legal length for trucks 
from 45 to 50 feet failed to pass. 
IpaHo: Logging truckers will 
| benefit from two new laws. One 
grants such truckers an overload- 
ing tolerance. The other empowers 
the State Highway Board to enter 
into contracts with private firms 
|or individuals to build and main- 
|tain public highways on which 
overloads would be permitted. 
| Inurnois: Provided a 68,000-pound 
|maximum weight for double tan- 
|dem - axle tractor - trailer combina- 


tions, Although leaving unchanged | 


another [Illinois weight limit for 
tandem axles, which is 32,000 
pounds per tandem unit, the new 
law provides that when a tandem 
is used on both the tractor and 
trailer, each of the axle combina- 
tions may carry 30,000 pounds. 
Thus, with an allowance of 8,000 
pounds for the steering axle a 
tractor-trailer combination may 
have a gross of 68,000 pounds. 
Gov. W. G. Stratton vetoed an- 

other Mllinois bill which would 
have increased from 350 to 800 
pounds the allowable overload on 
a single axle permitted before 
overload penalties could be 
assessed. This measure also would 
have stiffened overload penalties. 

INDIANA: Enacted a measure im- 
proving, from the trucking indus- 
| try viewpoint, the specifications for 
tandem axles and reenacting size- 
| weight regulations originally passed 
jin 1949 but later declared uncon- 
| stitutional, 
| Increased all fines for truck 
| weight law violations by $5 and 
| provided that such fines go to the 
| State motor vehicle fund, instead 
|of the common school fund. 

Iowa: New law leaves axle load 
limit at 18,000 pounds but permits 
trucks to increase their payloads 
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Canada Rules Tax Due 


On Company-Car Sale 


OTTAWA. — A dealer in 
Canada must pay tax on profits 
derived from the sale of cars 
used to conduct his business, ac- 
cording to a judgment of the 
Exchequer Court of Canada here. 

The judgment was rendered in 
the case of J. T. Labadie, Ltd., 
Windsor, which will have to pay 
tax on a $6,996 profit from the 
sale of 12 such cars during 1949. 

The firm had contended that 
the cars were not part of stock 
in trade and were used by sales- 
men as well as others for compa- 
ny business. 





by 2% tons on the same wheelbase 
by adding a tandem axle. Also 
eliminated tolerance allowances in 
assessment of overload penalties. 
KANSAS: Rejected proposed 
legislation to increase maximum 
truck loads and apply the in- 
crease to shorter axle spacing. 
State Highway Commission, how- 
ever, subsequently adopted a res- 
olution providing for “stem to 
stern” measurements of trucks 


traveling Kansas highways. 
The Commission’s resolution di- 


| 
| 
| 


| 





rected measurements to be. made 
from front axle to rear axle under 
an intricate table set up in the 
State’s 1949 truck weight law. It 
permits a gradual scale of axle 
loads and weights ranging from 
four to 44 feet between axles and 
allowing from 32,000 to 63,890 
pounds of load. Truckers had been 
disturbed over the possibility that 
measurements would be made from 
internal arrangements of axles. 
Dirt Trucks Exempt 

MaryLtanp: Exempted trucks 
hauling “loose materials in bulk” 
from the State’s axle load limit of 
22,400 pounds applying to all other 
trucks. The new law, which was 
enacted as a rider attached to the 
State’s new highway financing act, 
is written so there are no axle 
load restrictions at all on such 
types of vehicles, although the 
overall gross weight limitations 
apply. 

Such trucks are not allowed by 
the new law to operate beyond a 
radius of 40 miles from their base, 
nor to haul anything except “loose 
materials in bulk,” such as sand, 
gravel and dirt. 

Rejected by the Maryland law- 
makers was a bill which would 
have reduced the State’s axle load 

(Continued on Page 56, Col. 1) 
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CRESMER & WOODWARD, INC. 
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any other North Texas 
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Only one newspaper delivers the 
72-county Dallas market, directs 
the spending of 372 of Texas’ in- 
come... The Dallas News! 
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(Publisher's Statement: Sept. 30, 1953) 
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NOW! THIS STARTLING 
MOTOR OIL NEWS 


is Going Out to ALL Your Customers ! 



















Imagine Motor Oil 


that in Effect 
Adds Octanes to 


Gasoline ! 


Boosts Gasoline Mileage 
Up to 23%! 


The Best Lubricant for Any Car, New or Old—in Extreme Heat 
or Sub-Zero Cold — Adds Years to Engine Life! 
















N“ Loncgr can motor oil be judged solely In hundreds of cars, tt reduced the octane It provided instant starts in sub-zero 
on the basis of engine protection requirement of every type of engine tested — cold and complete protection at abnor. 
Today, there is documented proof that which, in effect, is the same as adding oc- maiily high temperatures. 
New Mobiloil Special actually boosts engine tanes to the gasoline used This single oil is recommended for use in 
power—equivalent to raising gasoline per- Never before has a motor oil demonstrated any climate, any season, in place of SAE SW- 
formance as much as 5 octane numbers so many protective properties 10W-20W or 30 motor oil 

By raising efficiency and cutting waste © New Mobiloil Special cleaned up ¢”- While New Mobiloil Special is priced 
New Mobiloil Special will also increas go gines of all ages and kept them clean as higher than regular-quality motor oils, car 






: 

mileage up to 23% and add years to the life of mo other oil ever has before. owners will find that the extra power, extra 

any engine © It corrected or relieved spark plug mis- performance and extra economy they get 
firing and pre-ignition “ping” (most com- will more than pay back the small extra cc 

ing new kind of motor oil has given engines 


mon in late model cars). * * 
_which “knocked” badly before—new-car © hh reduced the rate of corrosive and = Change (0 New Mobilot! Special 0 


it’s like b S a 
pep and knock-free power mechanical wear to practically zero. adding octanes to your gasoline! th EW Mo iloil e ci I 
Seal 
Now—at All Mobilgas Dealers! 
weconrwe 


ceun ots cenmpesry, woe. one AiRiasee: waenesee ERAS CEPA: connnak PETROLEUE CORPORATION 












After just 2 crankcase changes, this amaz- 










MILLIONS OF MESSAGES IN NATIONAL MAGAZINES - Life and 


Saturday Eveni i 
y Evening Post— are reaching America’s car owners coast-to-coast! 


= . 
AMAZING new motor oil . . . plus power- 


ties 


ful and effectiv isi 
ad ef e advertising . . . that’ 
- combination that’s going to make ae 
news coast-to-coast. New Mobiloil Special 
is a new kind of motor oil that will actually 










S SOCONY-VAC 
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00 tn the performance of the cars you 
aaa . what your customers are looking 
ve we’re telling them you’ve got it! 
es ery car you sell... every car you 
vice... make it New Mobiloil Special! 


NOW—MORE THAN EVER— 


eam” THIS SIGN MEANS BUSINESS! 


SOCONY-VACUUM OlL COMPANY, INC., a : ’ 
nd Affiliates: M. GNO 
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18 States Alter Sizes, Weights = bi 
Favorable Truck Laws Increase 


(Continued from Page 54) Robert Crosby’s veto a bill allowing to exceed the State’s 18,000-pound 

limit from 22,400 to 18,000 pounds. | trucks a 5 percent tolerance above axle weight limit by 1,000 pounds 
Massacuusstts: Rejected pro-| the State’s present axle load limits without penalties. This is slightly 
posed legislation to increase gross |and 3 percent tolerance above the more than a 5 percent tolerance 
ht from 50,000 to 60,000 pounds. | present total permissible load of | which had been allowed adminis- 





Canadian Exports 
Of Cars, Trucks 
Dwindle in Year 


OTTAWA.—Canadian exports of 
cars have dropped to $968,000 in 
the first two months of 1954 against 
$5,049,000 in the same period of 1953, 
and truck exports have dwindled to 
$513,000 from $6,690,000. 








: Proposed 64,650 pounds. Effect of the new |tratively. 
lation to increase law is to boost the legal limit for! stiffer overload penalties also are Car exports have increased 
length of from 45 to 5@ |a single axle from 18,000 to 18,900 provided by the new law, which steadily in recent months, including 
feet failed of enactment. pounds and for tandem axles from fixes such penalties at two cents $405,000 last December, $409,000 in 


January and $559,000 in February, 
though far below the $3,498,000 in 
February last year. 

Automobile parts exported in the ) 
first two months increased to $2,- 
792,000 from $2,403,000 last year. i 
Such exports rose to $1,939,000 in 
January from December’s $1,585,000 
but dropped again to $853,000 in 
February, representing only a small 


Montana: Increased maximum | 32,000 to 33,600 pounds. for each pound over the first 1,000} 7 ™ 
gross weight limit from 73,280 to| Nevapa: Enacted a law allowing! pounds, three cents per pound for | 7 ~ 
76,800 pounds. The new law limits | hauling of overloads on specified the next 1,000 pounds, and five 
axle weight to 18,000 pounds but | highways if a survey discloses the cents per pound thereafter. 
provides for a schedule of weights | road can stand the added weight. NORTH DAKOTA: Although 

ing from 82,000 pounds for four | The law, sought by mine operators, rejecting proposed truck length 
to five feet distance between the permits a maximum of 20,000 increase from 45 to 50 feet, the ; 
first and last axles, up to 76,800/ pounds on each truck axle, under| Legislature continued a 5 percent 
pounds for 57 feet between the first/_ permit system administered by | tolerance on trucks now in serv- | Parnell Opens— 








and last axles of a group of axles.| the State Highway Department. ice and thus permitted trucks | A! the opening of Parnell Motor Co. ; | 
Nepraska: Enacted over Gov. Another new Nevada law pro- | currently 47.3 feet long to con- | (Cadillac- Oldsmobile), Asheboro, N. C., = from the $850,000 in*February 

Cold Es lish = a Se oo tinue operating. .| Jack L. Parnell, owner, demonstrates an ast year. 

tem tablishes of fines assessed for over- | iso defeated a proposal to re-| Oldsmobile Starfire to Barbara Jane Croc- a ii el 
Facto e Dallas loaded trucks. The scale of fines place the present gross weight | kett, “Miss North Carolina of 1953," who Tatum Gets Charter 

ry ranges from $20 for overloads be- | ¢,;mula with gross weights recom- | served as hostess during the ceremonies.| Tatum Motor Co., Inc, Hatties- 
. DALLAS.—Coldtemp Automobile; tween 2,001 and 2,500 pounds to | onded by the American Assn. of | More than 1,500 persons visited the| burg, Miss. has been granted a 
Refrigeration Co., manufacturer of | $600 for overloads of 12,001 | s:.+. Highway Officials, dealership. charter of incorporation. 
car air-conditioning units, has| pounds or more, Oxtanoma: Raised the height 


established a new factory here, ac-| New Hampsuire: Rejected a bill lim! 
. t on trucks to 13% feet. Under 
cording to H. J. Humphreys, pres-| which would have reduced the legal tee ostner © cone law, the Sanit 


ident. weight of trefler tracks and thres- was 19 tik, Wb Gn cubegtien Coming Events 
Although the plant is already in ue of 13 feet for trucks transporting 


production, the formal opening will| New Mexico: Increased truck 
be held late this month. The fac-| height limit from 12% to 18 feet. | #utomobiles. 
















tory also will serve as the local re- 1,000-Pound Tolerance PENNSYLVANIA: Although several 
tail sales outlet and installation| Norra Carouna: New truck| Proposals to liberalize the State’s eer ee rene 
center. weight tolerance law allows trucks | Weight limit of 45,000 pounds for Dealers Conventions Dealers Association Convention, Milwau- 
a ER the most commonly used types tg iP ge enn kee Athletic Club, Milwaukee. 
trucks failed of enactmen e fa ; iati ; ; * ¢* «& 
SOMETHING MATCHLESS IN RICH, TANGY FLAVOR |that one such measure was spon-| sue "®istion Convention, Boise Hote Geuewel 
COOPER'S —_ —s St cone Genre *hasn. Convention, aT April 2-May 2—International Motor Show, 
long fight for a higher limit may ee April 26-28—I954 Metal P. 
E receive broader support in the| °* 7—Milwaukes County Automobile Wenth Annual Mecting of Sastel Fowcer +d 
future, TTMA said. Athletic Club, Milwaukee. Astosiation, Drake Hotel, Chicago. 
TENNESSEE: Increased maxi- | Dec. 8—Milwavkee County Automobile — ic tea ee eee 
Apri 28—Twelfth Annual Luncheon, New } 
pro - 7. York Metropolitan Counci mobil | 
first = Car Check D rive gla Ga teasadl Gone tee Yon i 
new law ity. 
: Prepared in the genuine on i limit for On at Chrysler May 4-46 — National Highway Users Con- j 
GREAT SMOKY” tradition : ference, Mayflower Hotel, Washington, j 
6 single axles and restricts tandem fc D le hi D. C. 
HAND RUBBED with axles to 32,000 pounds. It also orp. eaters Ups May 12-13—Southeast Automotive Show, | 
salt and spices increases license fees for trucks Buena Vista Hotel, Biloxi, Miss. 
@ AGED FOR ONE YEAR hauling the added weights and DETROIT. — More than 2,700) May 13-15—Association of American Bat- 
@ KEEPS INDEFINITELY without refrigeration increases overload penalties from | Dodge, DeSoto, Chrysler and Plym- tery Manufacturers, Inc., Greenbriar | 
9 Hotel, White Sulphur Springs, West 
TENDER—JUICY—DELICIOUS! $300 to $500 for each offense. outh dealers are launching a traffic Virginia. 
$1.40 Per POUND Texas: New law provides that op-| safety campaign this month that| May 20-23—New England Regional Auto- 
Sizes vary from 15 to 18 (Postage Paid in U.S.) erators of overloaded trucks be will continue for a year with spe- motive Show, Mechanics Bidg., Boston, 
Senne Sens eine ee 2 anon iu ‘the cial promotions each month. Pr 24.25—Astomotive Engine Rebuilders 
size desired. Complete cooking instructions with every ham. ca Another new law| John O. Huse, sales vice-president | Association, Statler Hotel, Buffalo. 


’ gives ready-mixed concrete trucks | of the Chrysler parts division, said| /ung &!!—Society of Automotive Engineers ; 
COOPER’S TENNESSEE COUNTRY HAM another two-year exemption to con-| the program will consist of a free Rite Carlton Potele Aflentic City, Ny. 
KNOXVILLE, TENNESSEE R.F.D. 16.“‘at the gateway to the Smokies” | tinue operating with a 36,000-pound | 10-point safety check which has| August 16-18—Soeiety of Automotive Engi- 


National West Coast Meeti 
axle load. been recommended by the National ie est Coast Meeting), 


Uran: A bill which would have Safety Council 
# i. ‘ Sept. 15-17 — National Petroleum Assn. 
a ie ae = & o In addition to the 10-point check, Sad. foogel ee ), Traymore Hotel, 
truck load limitations was vetoed | Huse said the dealers will concen- Sept. oom jig Boe ah ag 4 Sis 
by Gov. J. B. Lee. trate on a particular phase of a seglation, Inc.. Hotel Statler, Buffalo. 
VERMONT: New law makes | car’s operation each month. For in-| Oct. 18-22—National Safety Council, Chi- 
oailee Goo “an = liable eae, Ce Aprtt ns eld jek hmeted Association of inde 
vers, washers and wipers are bein : F ' ee 
for vi lati of overload statutes. an te May. i oteeaiie — so Tire Dealers, Sherman Hotel, 

IRGINIA : s 4 : ? 

. | chanics will closely inspect brake Oct. 25-29 — American Trucking Associa- 
po me a ee. — a linin gs, brake fluid and brake cylin- ort ci oe ee ” 
missible len of trucks, and ers. v. — American Finance onter- 
raised "sam thee to 20,000 the; One of the tools of the program City. 
permissible single-axle load limit. | Will be a safety booklet for chil-| Dec. 6-?—Natienal Standard Parts Associ- 


Wisconsin: New law permits ve- dren, titled “Pete the Policeman,” ation, Hotei Sherman, Chicago. 


binati which will be distributed by the eee rene enna 
ao tes toe of an eaiitional oo dealers through schools, churches, Stafford in Fund Drive 
feet of length granted to the trac-| Police departments and civic) (Charles F. Stafford, treasurer of 
tor section of tractor semi-trailer | STOuDs. Stafford Buick Co., Laconia, N. H., 
rigs. The former overall length| Participating dealers are display-|has been named for the second 
limit for combinations was 45 feet.| ing an illuminated emblem which | consecutive year to serve as co- 
Also enacted a law reducing penal-| invites motorists into the “safety| chairman of the New Hampshire 
ties for truck overloading. service centers” for the checkups. | Heart Assn.’s fund campaign. 





MR. CAR DEALER! 
THIS IS FOR YOU!! 


INTERIOR RECONDITIONING 
PAYS OFF ! ! 


| NOW, more than ever before, your used car de- 
omnes can mean the difference between Profit and 
in your dealership. 


With ARNDT-PALMER ene approved methods and 
materials, you can completely recondition used car 
interiors sately and at lowest cost to you. 





ence, Cemmodore Hotel, New York 












Taxi Tab 
Willys Pares Fuel Bill, 


Survey Shows 

TOLEDO. — A survey conducted 
in 12 cities shows, according to a 
report from Roy Abernethy, sales 
vice - president for Kaiser - Willys, 
that Aero Willys cars used as taxis | © 
registered a substantial and con-| | 
sistent miles-per-gallon margin| © 
over fleet averages. 

In one instance, Abernethy said, | — 
gas savings ran as high as 141 per- 
cent. An operator in Pennsboro, W. 
Va., clocked 18,000 miles on his 
Aero Ace, realizing an average of 
29 miles to the gallon of gas, as 
opposed to the fleet average of 12 
miles to a gallon. 






Don’t Rely on Untested Materials 


ARNDT-PALMER products have been tested and a 
proved by most car manufacturers and are the only 
reconditioning materials available to new car dealers 
through their factory parts warehouses. 


We have added 16 new colors and tints which give 
the dealers a wide variety of colors for the newer 
cars. Write us for catalogue and prices on used car 


materials. 


ARNDT PALMER LAB., INC. 


MELVINDALE, MICH. 








Some other mileage ratings ec 
picked at random from the survey: | Florida Club Buys Hillman Fleet— 


to 
Me., with the Aero Falcon, as op-| Ten Hillman Minx cars have been purchased by La Coquille, a new club resort near 
posed to the fleet average of 17;| Palm Beach, Fla. According to Spelman Prentice, president of the club, the autos 
the gallon in Nor-| will be made available to guests on a rental basis. Seen at the wheel is Mrs. Spelman 
‘ the Aero Lark, as/| Prentice. Her husband stands at right. At left is William Taylor, who delivered the 
opposed to the fleet average of 14 | fleet from Campbell Foreign Motors, Palm Beach. 
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Letterbox 


(Continued from Page 4) 


known fact that columnists, 
whether they be in Automotive 
News or anywhere else, can, and 
do, influence the thinking of sales- 
men and dealers. 

For the last years all I have 
read about from the trade is how 
tough it is going to be, or is, how 
tough it is to get good salesmen 
and how we dealers have got to 
get out of our mahogany chairs. 
Now my comment is, on that 
particular phase of it, that all 
this stuff seems to come either 
from the columnists who are in- 
directly influenced by the factory 
or from the factory people them- 
selves. 

In fact one very well known head 
of one of the “Big Three” made the 
comment that the dealers would 
just have to take less money, that’s 
all, in the years ahead. He made no 
mention of the fact that he would 
be willing to cut his salary. 

It is the old, old story of the city 
editor who sent his cub reporter 
out to get a story on some dock- 
side strike and the cub reporter 
came back with a black eye and 
the city editor said “you go right 
back and tell those bullies they 
can’t intimidate us.” 

e * a 


Factory Fuss 

So it seems to me that all the 
fuss and feathers has been from 
the factories and the columnists 
who apparently are influenced by 
the factories. No one has yet come 
out and written up the story about 
the small dealer who goes quietly 
about his way, taking a very small 
return in proportion to what he 
could have if he were working for 
a corporation, simply because he 
likes his business. 

Yet I am going to make the 
statement that some of us small 
dealers are to blame for some of 
the price cutting because we 
don’t know how to sell, for in- 
stance, in my case, the big trucks. 

We aren’t ever perhaps equipped 
to service the big trucks and we 
don’t like them. Now, it seems to 
me, that the basic trouble with 
salesmen is, and the reason we 
haven’t good ones is, that our in- 
dustry—or rather the retail side of 
it—apparently is not able to attract 

salesmen because they can’t 
afford to pay them enough. 
+ * 


Truck Salesmen 


Let me explain: I listened to my 
factory and said to myself I am 
going to prove either I am wrong 
or they are, so I hired a good man. 
I put him to work specializing in 
trucks. It cost me about one-thou- 
sand dollars to get him started be- 
fore he made a sale. He went out 
and I went with him. 

I found out why we don’t have 
good salesmen. This man quit me 
just three weeks after he made his 
first sale. Why! He was consci- 
entious and he worked hard, he had 
been well trained, but the blunt 
fact was ‘that he was selling trucks 
at cost and then couldn’t consci- 
entiously expect me to pay him on 
a basis of a loss. 

In other words, I couldn’t recover 
enough gross profit on my truck 
deals to compensate him properly, 
because all other dealers, big ones 
and little ones, around me were 
wholesaling the trucks. Now that is 
just one phase of poor salesman 
caliber. 

That salesman was very happy 
with the money he was receiv- 
ing, although I may have been 
unhappy paying him that 
amount, but he just couldn’t see 
any particular dignity in com- 
peting on a push-cart basis with 
other dealers who were whole- 
saling them, and I am not re- 
ferring to my particular brand, 
either. 

If he tried to sell up and equip 
the truck properly, he found the 
other dealers would give the 
equipment to the fleet, or truck 
buyer, at wholesale. 

Or the trucker could prove to 
him that he could go anywhere in 
our area and buy the necessary 
Special equipment at what 
amounted to our cost, and the pros- 
Pective purchaser would laugh at 
us and tell us we were saps. 

When I complained to my par- 
ticular factory, they said I had to 















go out and get more gross profit. 
How do you get more gross profit 
from a man who knows what he 
should pay and what he doesn’t 
have to pay. At the same time I 
invited some of these so-called 
factory road men, who are experts, 
to come out with me and help me 
sell the trucks, and they all have 
to get back home—quick. 
* * * 


Too Many 

This boils down to the fact that 
there are too many truck dealers, 
in my case, in my area. If all of us 
had our trucks taken away from 
us and just one truck dealer set 
up who knew trucks, could sell 
trucks, service trucks and there 
were no competetive give-away ex- 
perts in the area around him, he 
could make a profit selling trucks. 

I point out the truck phase of it 
because that is the phase that hits 
me the hardest. You can imagine 
my feelings when I was asked to 
take more trucks and you can also 
imagine what I said—I said “NO”! 

The factory cries “penetration.” 
I say penetration means sales for 
the factory but what about the 
dealer . .. is he making any 
money? 

It would seem to me that there 
should be a certain amount of 


qualifications the dealer should be 
help to—that is, he should make 


a certain amount of money on each 


unit. In other words, don’t allow 


the dealer to wholesale and you 


won’t have any trouble with boot- 


legging and you will be able to pay 
decent wages to very good sales- 
men who won’t give a customer the 
brush-off when they walk in and 
who will be out selling when he 
should be selling instead of existing 
just to collect his pay check or try- 
ing to sell his uncle or cousin on 


straight commission. 
* * * 


Discounting 


I think the same thing is coming 
fast in the car business. All around 
me are dealers chiseling and dis- 
counting. No, they don’t advertise 
$300 or $400 off like the bootleggers 
do, but they do the same thing. 
They pay $1,200 for $800 cars. The 
results is I don’t get too many 
sales, with the results that my 
salesman is unhappy. 

Now let us assume that my 


is. He can’t compete against this 
over-allowance idea and I, for 
one, can’t see $300 overallowance 
and stay in business. 

The same thing is going to 
happen to a great many dealerships 
unless they just slow down and say 
“no” to the unprofitable deals. 

My factory tells me I can over- 
allow about $125 and make money. 
Well, I can’t see it because I have 
tried it and I get laughed at. 
Around our area you have to over- 
allow $300 and I refuse to do it. 

a. a * 


Basic Problem 

So it would seem that we have a 
basic problem. There is just so 

much money built into the gross 
that the car dealers have. Out of 
that money, adequate sales com- 
pensation must be obtained and 
paid. It is the cheap salesman that 
gives you the fresh answers. 

It is the poorly paid salesman 
who knows he hasn’t much to lose 
and is going to get fired anyway. 
He is just marking time or working 
in this or that dealership for the 
privilege of driving a new car 
around. Don’t get me wrong. I am 
not knocking the salesmen. I am 
all for them. But, I want good ones 
and I expect to pay them and I 
expect to have the gross on my 
product ample enough to pay them. 

On the other hand, if I have got 
to discount my car through that 

ugly, smelly word overallowance, I 
am going to have to do it myself. 
And speaking of overallowance, it 
seems to me that that is one of the 
most obnoxious bits of human 
thinking that has ever prevailed in 
the history of the world. 

If we are going to definitely 
set up a $125 overallowance, why 
don’t we knock the $125 off the 
price of the new car and be 
honest with the public. 

In other words, why should I, 
because of the smart buyer, depre- 


ciate my merchandise by $125 and 
it could be as high as $300, in some 
cases, on the part of other dealers 
around me, and then the next pros- 
pect that comes along and believes 
me, and has faith in me, and ac- 
cepts my figure at it’s market 
valuation and so the sincere buyer 
who trusts me is forced to make up 
for the smart chiseler due to the 
odious and stinking word overal- 
lowance. 

I say this: The automobile in- 
dustry will be a push cart industry, 
as far as retailing is concerned, if 
we don’t become more honest with 
the public and I think right now 
the public is completely fed up with 
everything, including overallowance 
for one guy and the full price 
for the other. 

I say this: If we want to clean 
our houses, then let’s put the price 
of the car as we see it, what it is 
necessary to sell for, and let the 
chips fall where they may. 

+ 


Honest Price 


In that way you will get good 
salesmen, you will have an honest 
price and it is possible we might 
clear out some of the skullduggery 
in the whole business. 

What I have tried to bring 
across in the preceding paragraphs 
has been the reason for the diffi- 
culty in obtaining good salesmen. 
Good salesmen need more than just 
money. Good salesmen need pres- 
tige and dignity attached to their 
jobs. 

All my life, and I have been in 
the automobile business a great 






for 33 Million 


best way to 
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New Packard Dealer in Great Falls— 

Strobel Motor Co., Great Falls, Mont., has received the Packard franchise. Shown 
(from left) are Robert Hamilton, Packard service representative; F. H. Eustis, zone 
manager; R. D. Strobel, owner of the firm, and D. E. Craft, district manager. 


deal of it, I have heard the insult: 
“you are worse than an automobile 
salesman.” In other words, what is 
lower than an automobile sales- 
man? 

The public doesn’t thank us for 
getting the best deal of their lives 
in value received for their car 
dollar, but they do remember the 
fact when they get stuck, and bad 
news travels fast, by a poor sales- 
man — a poor dealership — or a 
factory policy. 

They remember the bad things 
but they don’t remember the 
good ones and I think now is the 
time to clean up our retail 


business and put it on a much 
higher standard of ethics. 

Let’s sell our automobiles for 
what they are worth and what they 
will go for, not hide it under a 
word called overallowance, not take 
it out on the man that trusts you 
and let the smart’ chiseler get away 
with it and dollar average it. 

Treat everybody the same—the 
same price for everybody. Take the 
user car in right or say “no” to 
the deal and insist that there is 
money to be made on each deal. 
Then you will attract the finest 
salesmen in the worid.—H. R. Srvzrs, 
Fulton, N. Y. 
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Why Businesses Go Bankrupt 


By L. H. Houck 

Staff Correspondent 
KANSAS CITY, Mo.—Lack of 
capital, inexperience and too - easy 
credit are blamed by Henry A. 
Bundscu, Federal bankruptcy 


referee here, for the heavy in- 
crease in bankruptcy filings. 
In the period from Jan. 1 


through the first two weeks of 
March, 170 firms filed for bank- 
ruptey in this area. Bunschu 
said almost all types of business 
were represented, including 
some new-car and used-car 
dealers. All have been small 
businesses. 

Bundschu, whose court has juris- 
diction in western Missouri, said 
he had received a letter from 
Walter I. McKenzie, bankruptcy 
referee in Detroit, whose summing 
up of causes coincided with his 
own researches: 

1. An economic readjustment is 
taking place. 

2. Small businesses are under 
capitalized. 

3. Wage earner filers have over- 
extended their credit. 

4. Returned servicemen going 
into a new business have over- 
extended themselves. 

In the Missouri, Kansas and 
Oklahoma area, a number of auto 
dealers have discontinued business 
since Jan. 1 and are liquidating 
their shop and office equipment. 

Experienced dealers with ade- 
quate capital and good dealer- 
ships are not worried, but are 
watching the situation closely. 
Some of the newer dealers, how- 
ever, have found competitive 
selling not to their liking. 

In some areas the Federal Hous- 
ing Administration is having 


K-W Starts Shift 
Of Body-Building 
Work to Toledo 


TOLEDO.—The transfer of body- 
building operations for Kaiser and 
Willys cars from two plants in 
Michigan to the main plant of 
Willys Motors here has begun and 
is expected to be completed by 
July, it was announced last week. 

Approximately 70 percent of the 
production work involved in manu- 
facturing bodies for the two lines 
will be done in Toledo while the 
remainder will be performed in the 
Kaiser-Willys plant at Shadyside, 
0. 


Production of Willys bodies is 

being moved here from the Detroit 
plant of Murray Corp., which had 
built them since the Aero Willys 
line was introduced two years ago. 
Kaiser body- building operations 
are being transferred from the 
former Kaiser plant at Willow 
Run, which was sold several months 
ago. 
Transfer of most of the Kaiser- 
Willys body-making operations to 
the main plant here is expected, on 
the basis of 1954 production plans, 
to add 900 workers to the compa- 
ny’s Toledo payroll. 

Assembly of the first Kaiser 
fenders and hoods from stampings 
made at the Willow Run plant— 
already has begun here. 

~ + ~ 





plenty of trouble collecting on| should never be an objective, but 


three-year home-improvement 
loans which it has had to pick 
up at banks and finance compa- 
nies. 

A traveling representative of 
FHA said delinquencies are being 
caused by: 

1. Unemployment. 

2. House being worth less than 
the payments. 

3. Decline in take-home pay and 
curtailement of overtime. 

Evidently, FHA Title 1 loans 
come within the easy-credit classi- 
fication which Bundscu blames for 
a large portion of bankruptcies. 


Few auto dealers realize that 
they are in direct competition 
with the three-year improvement 
loans which have been popu- 
larized to stimulate business of 
lumber yards, kitchen designers, 
painters, chain stores, hardware 
stores and building contractors. 
These businesses offer the buyer 

a deal with no downpayment and 
three years to pay at interest rates 
ranging from 5 to 8 percent. The 
seller takes this paper to the bank 
—usually without recourse — and 
gets his cash. 


If the buyer fails to keep up the 
payments to the bank’s satis- 
faction, the bank can call on the 
FHA for its cash. The FHA pays 
the bank and takes over collection, 
charging the buyer 6 percent on 
all past-due amounts and at- 
tempting to arrange a new 
schedule of payments. 


If the car dealer could sell under 
similar terms he could move new 
cars with no money down and give 
the buyer $100 for gasoline, too. 

The car dealer who would sell 
one car on this basis would get a 
cool reception from the finance 
companies. 

But in the hard, cold light of 
this “economic readjustment,” 
a person who bought a car under 
such terms would not have been 
out any more interest and his 
assets in the car at the end of 
the three-year period might be 
worth a lot more than his home 
improvement on an old house 
with a crumbling mortgage. 
Long terms and easy credit 





it would seem that if they are as 
good for the home owner as their 
proponents say they are, long 
terms and easy credit ought to be 
a good way to buy that other es- 
sential—the automobile. 

All such a credit arrangement 
for the auto dealer lacks is the 
seal of Government approval and 
such an agency as the FMA — 
Federal Motor Administration. 


C. of C. Elects Vagge 
Mario J. Vagge, Nashua (N.H.) 
automobile dealer, has been 
elected president of the Nashua 
Chamber of Commerce. 


Operation and 


FRANKFORT, Ky. — The Ken- 
tucky Legislature, at its 1954 ses- 
sion, enacted 10 bills pertaining to 
the auto industry out of the 55 
which were introduced. 

Passed by the Legislature and 
signed by the governor was a bill 
relating to motor vehicle liability 
insurance. 


Cotton Tale 


Parity Begins at Home, 


Dealer Says 


McCOMB, Miss. — One dealer’s 
proposed solution to his problems 
was reported by Oliver Emmerich 


in his column in the McComb)! 
| 


(Miss.) Enterprise-Journal, 


“Clifford Lee Brewer,” Emmerich | 


wrote, “... says that he has heard 
a lot of farmers complaining about 
the curtailing of cotton allotment. 


“Said he, ‘The thing that worries | 
me most is that my acreage allot- | 


ment has not been curtailed.’ 
“When asked if he was growing 


cotton, he replied, ‘No. My acreage | 


is in used cars. I wish the Govern- 
ment would cut my used-car acre- 
age allotment ... I’m in favor of 
90 percent parity for used-car 
dealers.’” 





Four Big Retread Plants 
Opened by Goodyear 


AKRON. — Four retread plants, 
believed to be the largest of their 
type in the U.S., have been opened 
by Goodyear Tire & Rubber Co. and 
are specializing in servicing big, 
off-the-road tires. 

Located in Philadelphia, Den- 
ver, Spokane and Los Angeles, the 
plants are designed to serve en- 
tire sections of the country. Each 
boasts some of the largest tread- 
ing equipment known to the 
trade. 

The plants’ capping molds, for 
instance, can accommodate tires as 
large as 30.00 by 33, weighing more 
than a ton. And the repair molds 
will handle tires up through the 
30.00 sizes. 

Oo 


_ SPECIFY STBMAC PERSONALIZED | Kaiser Transfers Operations— 


Workmen attach a hood to a Kaiser Manhattan as it moves down the final assembly 
line at Willys Motors, Inc., in Toledo between two Willys cars. With the transfer of 


1281 $0. CHEROKEE | manufacturing operations from Willow Run to Toledo, Kaiser-Willys soon will produce 
DENVER, COLORADO | all bodies in its own plants. 





Since the average recapper is not 
equipped for this type of work, the 
new facilities are expected to prove 
especially helpful to contractors 
and others engaged in big earth- 
moving projects. 

However, the four plants also 
handle recapping and repairing of 
regular-size truck and passenger 
tires. 

Tractor-tire treading, done by 
the new Vacu-Lug process for 
replacing worn lugs on tractor 
tires, is another of the services 
offered. 

The newest of the installations, 
those at Denver and Philadelphia, 
observed their formal opening in 
recent weeks. 

In Denver, Goodyear converted a 
former glass factory at 3557 Mazee 
St. In Philadelphia, a rambling old 
trolley-car barn at 3475 Ridge Ave. 
underwent extensive remodeling for 
its new purpose. 

The Spokane plant is a modern 
building at 220 W. Main St. In Los 
Angeles, the retreading facilities 
are located at the site of the com- 
pany’s factory, 6701 Central Ave. 


Spokane Dealers 
Ask Sunday Ban 


SPOKANE. — (UTPS)—Dealers 
Gerald Madren, Donald A. Major 
and W. M. Black have presented 
@ proposal to Spokane County 
commissioners to consider a Sun- 
day-closing ordinance for automo- 
bile dealers. 

To make such an ordinance ef- 
fective in Spokane, it would be 
necessary that County and City 
commissioners agree on the 
measure. 


Ky. Revising Auto Code 


Legislature Enacts 10 Bills on Insurance, 





| Dealers Told to Beware 


Of Chamois Salesman 


TOLEDO, — The Toledo Auto- 
mobile Dealers Assn. last week 
warned members to be on the 
lookout for a man identified as 
Moe Cash who is wholesaling a 
“bargain” chamois-type sheep- 
skin, 

According to the association, 
Cash reportedly claims an adver- 
tised price of $3.95 for his article, 
comparing it with $6 values. He 
supplies them to dealers at 99 
cents each or $9 a dozen. He 
drives a black Cadillac with Cali- 
fornia license plates. 

The association said it had 
learned that many Chicago deal- 
ers were victimized when they 
received sheepskins of inferior 
quality. The samples shown, the 
association said, are better than 
| the delivered product. 








Related Matters 


| The bill read in part: “Whenever 
| an automobile dealer or. . . lending 
|institution which handles automo- 
| bile loans procures a policy of in- 
| surance for the purchaser .. . if 
|such policy does not cover the in- 
{sured as to public liability insur- 
| ance, then such .. . institution shall 
cause to be stamped or written on 
the face of the purchaser’s copy of 
such policy a statement that such 
| policy does not cover bodily injury 
or property damage...” 


Other measures approved but not 
| yet acted upon by the governor in- 
volved: 


1. The operation of motor ve- 
hicles while under the influence 
of drugs or liquor. 


2. The repeal of a law which im- 
posed a one-dollar penalty for the 
renewal of a driver’s license after 
the date of expiration. 

3. Regulation of speed and park- 
ing of motor vehicles. 

4. Change in the financial re- 
sponsibility law. 

5. Provision for registration of a 
vehicle in the county where it is 
mostly used, rather than in the 
county of the owner’s residence. 

6. Liability of operators of 
parking lots and storage garages 
for safe-keeping and return of 
automobiles and their contents. 

7. Provision that no license plate 
be issued until the owner presents 
a receipt showing that all personal 
property taxes have been paid. 

8. Provision that cars equipped 
with multiple-beam headlights have 
a beam indicator visible to the 
driver. 

9. Service of process to nonresi- 
dent motorists. 


Clark Establishes 
Division for Ross 


Straddle Carriers 


BUCHANAN, Mich.—Clark equip- 
ment Co. has established a Ross 
Carrier division for its line of 
straddle carriers, it was announced 
last week by W. E. Schirmer, vice- 
president. 

The company’s A. H. Peirce has 
been selected as division manager 
and Roger Spencer will remain 
chief engineer for the Ross Carrier 
line, which will continue to be 
manufactured at Clark’s Benton 
Harbor (Mich.) plant. 

While Jack W. Ross will super- 
vise sales information activities for 
the new division from Benton Har- 
bor, Ross Carriers will continue to 
be marketed through the sales or- 
ganization of the industrial truck 
division. 

“Organization of the new division 
reflects our belief in the substantial 
sales potential for this type of ma- 
terials-handling equipment,” Schir- 
mer said. “Rather than being com- 
petitive with, it is complementary 
to our line of fork trucks, towing 
tractors and other equipment.” 

The straddle carrier differs from 
other types of materials-handling 
equipment in that it travels “over 
the load” and “over the road.” Ross 
Carriers have capacities of 10,000 
to 45,000 pounds. 

Clark started making the carriers 
after purchasing Ross Carrier Co. 
last year. 
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For Justice Dept. ... 


NADA Prepares Brief 
On Bootleg Proposal 


(Continued from Page 3) 


throat competition,” it said, “a city 
dealer without comparatively huge 
financial reserves can bleed to 
death in from 30 to 90 days. 


The cure, the article said, “cer- 
tainly does not lie in the tortuous 
process of serial-number tracing.” 
This method, it said, has already 
proved too slow, cumbersome and 
ineffectual. 

“It is believed,” the circular went 
on, “that the ‘sharp operators’ will 
merely desist for a brief period and 
then ‘go underground’ by dealing 
with various car-leasing, taxicab 
and fleet operators, who will unite 
and systematically traffick nation- 
ally in distress merchandise.” 


Selling vehicles in a fiercely com- 
petitive market, it said, will be 
enough of a problem for the 
harassed dealer without the intro- 
duction of dubious programs de- 
pending on investigation, reporting 
and disciplinary action. 

- * -- 
“JF THERE is an answer,” it said, 
“it is a national return to terri- 
tory security, with the concurrence 
or at least full knowledge of the 
various Federal regulatory depart- 
ments... 

“If there are resultant actions 
filed, it would require years of 
Federal litigation. In the interim, 
joint research groups, backed 
with real authority, personnel 
and funds, can find the answer 
within or for the law.” 

There is some legal risk in any 
course of action, the circular said, 
but only a firmly administered pro- 
gram of territorial security can 
bring salvation or any continuing 
order. 


“More provident management 
should have anticipated and pre- 
vented bootlegging before it be- 
came a critical problem,” the cir- 
cular concluded. 

s > * 


HE North Carolina Automobile 


Dealers Assn. reported last 


* 

Service Booster 
UMS Sees Profit for Dealer 
In Air Conditioning 

DETROIT.—Autos with automa- 
tic transmissions and air condition- 
ing bring new service opportunities 
to dealers, it was pointed out last 
week by V. A. Dupy, United Motors 
Service general sales manager, in a 
letter accompanying the firm’s re- 
vised Harrison radiator catalog. 


The 35-page catalog covers appli- 
cations for cars and trucks and also 
features a new section covering oil 
coolers for automatic transmissions. 

United Motors, a division of Gen- 
eral Motors, sells and services GM 
parts and accessories in the replace- 
ment market. 
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week that letters to various manu- 
facturers, including lists of boot- 
legged autos, had started to draw 
official replies. 

Here are excerpts from some of 
the replies received: 

From J. D. Thompson, Chevrolet 
regional manager: 


“Please be assured that-.we will 
follow each individual sale to de- 
termine how these units found 
their way into the hands of un- 
authorized dealers, and that 
everything will be done to head 
off such deliveries in the future.” 

From A. B. Nielsen, eastern sales 
manager of DeSoto: 


“You may rest assured the dealer 
to whom we shipped the cars in 
question will be handled in such a 
manner as to discourage a repeti- 
tion of this type of business.” 

- * + 


F. DEVEREAUX, zone man- 

* ager of Pontiac: “Needless to 
say, Pontiac Motor division does 
not subscribe to the practice (boot- 
legging), and we have been trying 
to win a losing battle. 

“Dealers, however, are quite 
tricky when it comes to hiding 
the actual facts and records cov- 
ering cars they have channeled 
into the used-car dealers, and we 

have found ourselves quite handi- 
capped...” 

In Miami, a rash of “give ’em 
away” advertisements appeared on 
the heels of the announcement that 
the Miami Automobile Dealers 
Assn, would expel any member it 
caught bootlegging. 

Robert McGahey, association 
president, quickly struck back at 
what he called unethical practices. 


“Most ‘new’ cars offered at a dis- 
count,” he said, “are driveins from 
other states. How does the buyer 
know they are new cars? Does he 
get a factory-backed guarantee 
from the lot?” 

* ” 
HE Houston Automobile Dealers 
Assn. has added its support to 
the war on bootlegging by lauding 
NADA and the Texas Automobile 
Dealers Assn. for their battle to 
wipe out the practice. The Houston 
group also assailed what it called 
overproduction and lease company 


es. 

Competition against franchised 
dealers in Louisville was sharp- 
ened last week when Riggs Mo- 
tors, an independent dealership 
which formerly held franchises 
in three lines, advertised free 
Florida vacations with the pur- 
chase of new cars at cut prices. 

The offer featured a roundtrip by 
plane to Miami and six free days 
at any one of 10 top-ranking hotels. 
Some typical advertised prices on 
the cars, involving the vacation of- 
fer, were $1,735 for a Chevrolet and 
$1,745 for a Ford. 





Plymouth Launches Television Show— 


As part of its 1954 advertising program, Plymouth has started a Saturday-night 
television show, “That's My Boy!" on the CBS network. From left are John P. Mansfield, 
Plymouth president; Eddie Maychoff, star of the show; Bill Goodwin, announcer, and 
Lucille Pieti, Chrysler Corp. engineer, who is doing the commercials. 











Vaughn & Wallace Employes Cited— 


Long-service awards were given recently to a number of employes of Vaughn & 
Wallace Motor Co. (Studebaker), Paducah, Ky., whose accumulated years total 175. 
Mrs. Syble Wallace (standing, extreme left), is owner of the firm. The service pins 


were presented by Joe Spitz (center), district manager. 


By Sam Sampson 
Staff Writer 

LANSING. — Because of several 
unknown quantities in the General 
Motors parts plan, Harold Half- 
penny, counsel for the National 
Standard Parts Assn., advised those 
attending the first annual conven- 
tion and booth conference of the 
Michigan Automotive Wholesalers 
Assn. last week to capitalize on 
their special advantages — prompt 
service and parts availability. 

Halfpenny, a member of the 
NSPA committee which discussed 
the new parts plan with GM of- 
ficials, said that four points were 
clarified, but that the total effect 
of the plan would not be known 
until the program was in full op- 
eration. 

“This is not the time for panic,” 
Halfpenny declared, “but for re- 
study of individual operations in 


Local Jobber’s Edge 


Wholesalers Urged to Exploit Their Advantages 
Over GM Parts Plan 


the light of cutting out unnecessary 
costs.” 

In line with this thinking, the 
committee meetings were chiefly 
concerned .with reducing phone 
bills, material handling costs and 
current labor standards. 

The four aspects of the GM 
plan clarified by the NSPA com- 

mittee, Halfpenny said, were (1) 
the rebate car dealers were to 
receive from wholesale parts 
sales, (2) use of the word “genu- 
ine” in parts advertising, (3) whe- 
ther the pricing system was mon- 
opolistic and (4) questions con- 
cerning the AC Spark Plug re- 
sale schedules, 

GM officials agreed, Halfpenny 
said, that there had been misinter- 
pretations on the rebate pool phase 
of the plan. In the future, car deal- 
ers will be paid an overriding dis- 
count only on actual wholesale 
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sales of parts purchased from their 
car divisions. 

GM officials also told the NSPA 
committee that they no longer 
planned to use the word “genuine” 
in advertising copy. In answer to 
the third point, GM said that it 
could legally establish any price de- 
sired as long as the price was not 
unreasonably low or below cost, and 
uniform to all purchasers. 

On the fourth point, the GM 
officials said they realized that 
the Robinson-Patman Act re- 
quires uniform prices, but that 
certain small items lend them- 
selves to packaging and price 
differences which are trifling in 
the eyes of the law. 

GM also said it had made its re- 
port of compliance with a recent 
cease and desist order on AC pric- 
ing practices, but that the FTC has 
not yet replied. 

About 400 attended the MAWA 
convention and more than 50 manu- 
facturers were represented at the 
booth conferences. 

All officers were reelected. They 
are Robert P. Egly, Reliable Motor 
Supply, Inc., Battle Creek, pres- 
ident; Justin Morrison, Charlotte 
Auto Parts, Charlotte, vice-pres- 
ident; Don Phillips, Paul Automo- 
tive, Inc., Lansing, treasurer, and 
Maury J. Mayer, Lansing, executive 
secretary. 

The board of directors was in- 
creased to 12, and the following 
were named to three-year terms: 
Don Phillips, Lansing; Jud Mor- 
rison, Charlotte; Bill Hamlin, 
Jackson, and Bill Hill, Jackson. 
Named to two-year terms were 
Stan Stover, Lansing; Jack Joynt, 
Alma; Oscar Anderson, Bay City, 
and Kenneth Collins, Saginaw. 
Elected for one year were Howard 
Lowery, Bay City; Vincent Focht- 
man, Petoskey; Harlan Yeager, 
Ann Arbor and J. R. Imonen, Mus- 
kegon. 
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New Orleans Problem ‘Acute’. . . 





By Gordon Hebert 
Staff Correspondent 


NEW ORLEANS.—Many dealers 
here are resorting to cash discounts 
or overallowances to combat the 
bootleg problem. 


Bootlegging is described as 
acute. Dealers say that never be- 
fore have so many new cars of all 
makes appeared on independent 
used-car lots. 


Some dealers say they are unable 


2s 2 
Obituaries 
ciknniasoeianieasansainpeennn 

(Continued from Page 6) 


1913 with Howe Lamp & Mfg. Co., 
Chicago, and in 1919 established his 
own business as a manufacturers’ 
representative. In 1935 he joined 
Casco as a vice-president and gen- 
eral manager, serving until his re- 
cent illness. 

He was a charter member and 
past president of Automotive Boost- 
er Club No. 7, Chicago, and a for- 
mer director of Automotive Booster 
Club International, Inc. He was 
1949 president of the Motor and 
Equipment Manufacturers Assn. 

* * x 


Russell B. Little 

AUBURN, Ind.—Russell Blaine Little, 
72, pioneer Hoosier autombdbile production 
executive and factory superintendent for 14 
years at the old Marmon Automobile Co. 
in Indianapolis, died Apr. 5 at his home 
in Byron, Mich. At one time he was super- 
intendent of the Auburn Automobile Co. 
here, and was employed at different times 
by Packard Motor Car Co. and the Hup- 
mobile firm. 

* - * 


Charles C. Bigelow 
TOLEDO.—Charles C. Bigelow, 56, pres- 
ident of City Auto Stamping Co. and City 
Machine & Tool Co., Toledo, died March 
31. He was associated with these enter- 
prises for 25 years. 
* . * 


Rudolph Jose 

WASHINGTON.—Services were held here 
last week for Rudolph Jose, 77, pioneer 
Cadillac salesman and dealer. Mr. Jose, 
@ native of Washington, went into the 
auto business with the old Cook & Stod- 
dard Co., selling Cadillacs and Baker Elec- 
trics. He sold cars to the White House 
during the Wilson Administration. At the 
time of his death, Apr. 5, he was in the 
insurance business. 

* * * 


A. Richwine 

HADDONFIELD, N.J. — William A. 
Richwine, 88, a pioneer in the automobile 
distributing business, died at his home 
here recently. In the early 1900s he was 
a representative of Autocar Co. In 1906 
he opened a Buick distributorship covering 
parts of Pennsylvania, Ohio, New York 
and West Virginia, He was in charge of 
a factory branch in Pittsburgh from 1909 
until 1915. He retired in 1930. 

’ * * * 


Harry E. Nunemacher 

FORT LAUDERDALE, Fila.—Harry E. 
Nunemacher, former Chevrolet dealer, died 
unexpectedly at his home here March 27. 
He had sold his interest in a dealership in 
Schuylkill Haven, Pa., in 1949 and his in- 
terest in a dealership in Pottsville, Pa., in 
1950. 

. 2 - 


Walter L. Gray 
LAFAYETTE, Ind.—Walter L. Gray, 62, 
owner of Walter L. Gray, Inc. (Dodge- 


Plymouth), died suddenly from a heart at- 
tack Apr. 15. He started his auto business 
career here in 1923. He is survived by the 
widow and a son, Robert L., who is secre- 
tary and sales manager of the dealership. 





to get certain models and colors} 


from the factory, but that these) 9% 


particular cars can be found in non-| 4 


franchised outlets. 

While new-car sales have been 
climbing, particularly in the low- 
price field, dealer profits have been 
declining. 

“We are satisfying the factory,” 
one dealer said, “but we are not 
satisfying ourselves. It is nice to 
do volume business if the profit 
is there.” 

It is the consensus that practi- 
cally every dealer has to “wheel and 
deal” to make a sale. Toward this 
direction one dealer said, “the only 
chance to make a full deal is to 
catch someone who hasn’t been 
around shopping.” 





It is also the contention that 
prospects are really shopping 
around and some business could be 
had on a bidding basis. 

Used-car sales have picked up 
and may be termed from fair to 
good. This end of the business, 

however, remains spotty. 

Dealers are doing a good job in 
keeping used-car inventories low. 
Some new-car dealers are still buy- 
ing clean used cars from the curb 
to balance their stocks. 


Dealer Group Picks Hanks 


In Bedford County, Va. 


BEDFORD, Va. — A three-man 
slate of officers has been elected 
unanimously by the Bedford County 
Automobile Assn. 

They are Edwin F. Hanks, pres- 
ident; Guy E. Murray, vice-pres- 





ident, and M. C. Kidd, secretary- 
treasurer. 


First J-57 Engine Delivered 
By Ford Ahead of Schedule 


(Continued from Page 6) 


Force, he said, are scheduled to be- 
gin in June. 


The press tour included a visit to 


| the six new test cells for the J-57 


engines recently completed as part | 
of the Aircraft Engine Division’s 
Chicago facilities. 

Built at a cost of approximately 
$4 million in a record-breaking nine 
months, these test cells are rated 
by the Air Force as the quietest 
and most effective in the world, 





Dealer Bankruptcies 


Show Rise in Canada 


OTTAWA.—A total of 30 Cana- 
dian dealers went into bankruptcy 


| in 1953, compared with 26 in 1952, 
the Canadian Government reports. 


In the fourth quarter, 12 dealers 
failed—including eight in Quebec 
and four in Ontario—in contrast 
to only seven in the corresponding 
period of the previous year. 








Middletown, O., Stages First Show— 


More than 5,000 visitors were counted at the first auto show organized by the 


Middletown (O.) Automobile Dealers Assn. 


The show committee was headed by Ernie 


Myers, assisted by Bill Wilmer, Bill Boykin and Heber Jones. Twelve dealers took 
part in the show. They intend to make it an annual affair. 





Ge 


St. Louis Dealers A 
The Greater St. Lovis Automotive Assn., 


es 


ddressed by 











Moore— 
at its 46th annual meeting, heard a talk 


by James C. Moore (standing), NADA general counsel, who discussed tax and labor 
legislation trends and the new-car bootlegging problem. Seated at the table are 
(from left), George M. Berry, director; Adolph Roeper, president; R. G. Bentrup, 
president of the Greater Kansas City Auto Dealers Assn., and Thomas Muldoon, 
counsel of the St. Lovis group. Newly elected directors, besides Berry and Roeper, 
are Clark M. Compton, James W. Mueller, Sidney Weber and David Riesmeyer. 





Turbine Remains in Lab 


Chrysler Warns That 


Commercial Output 


Is Still Far in Future 


DETROIT. — Chrysler Corp. last 
week strongly reemphasized that 
commercial production of its ex- 
perimental gas turbine is not just 
around the corner. 

Chrysler’s position was made 
clear in the form of a statement 
by George J. Huebner jr., exec- 
utive engineer in charge of re- 
search. 

Huebner said that “no one should 
regard the development of this par- 
ticular experimental gas turbine as 
an indication that we are anywhere 
near the point where commercial 





Moore said. They are capable of 
handling jets more than twice as 
powerful as any yet designed. 

The J-57 engine is officially 
rated in the 10,000 pound thrust 
class, and with an afterburner, is 





f used to power the F-100 Super 


Sabre Air Force fighter, successor 
to the F-86 Sabre, which out- 
fought Russian-built MIGs in 
Korea, The plane recently flew 
nearly 755 miles per hour. 

The new test cells are located im- 


| mediately north of the Ford Motor 


Co.’s Aircraft Engine Division's 
assembly area at 7401 S. Cicero. 

The overall manufacturing facil- 
ities cover 483 acres and include 17 
buildings, one of them the largest 
industrial plant under one roof. 
Total floor space in the entire plant 
is 6,600,000 square feet. 

Built in 1942 at a cost of $75 mil- 
lion, the plant was operated by 
Chrysler Corp. during World War 
II, producing 18-cylinder Wright 
R-3350 engines. When the war end- 
ed, the Air Force used the facilities 
as a storage depot. Preston Tucker 
leased a portion of the plant for a 
short time, during his unsuccessful 
venture into automobile manufac- 
turing. 


Freed to Address 
Wash. Dealers 


SEATTLE. — Charles C. Freed, 
NADA president, will speak at the 
convention of the Washington State. 
Auto Dealers Assn., to be held June 
3-5 in Bellingham. 


Other speakers are Fred Sutter, 
chairman of NADA’s industry rela- 
tions committee, and Walter Coop- 
er, chairman of NADA’s public re- 
lations committee. Another speaker 
is still to be selected, according to 
Fred K. Eells, WSADA manager. 

For the first time at a WSADA 
convention, Eells said, ‘make meet- 
ings” will be held in order that all 
dealers may hear latest reports 
from their “make” committee chair- 
men and to perfect plans for fur- 
ther organization. 


production of gas turbine engines 
for passenger cars can be consid- 
ered.” 


Complex problems in material 
cost and procurement and in metal- 
lurgy and manufacturing will have 
to be’solved before commercial pro- 
duction can be undertaken, Hueb- 
ner said. 


“None of us at Chrysler Corp.,” 
he said, “care to guess at this 
time how long it might take to 
solve these problems. 


“Some people in the industry 
have estimated that it would take 
25 years or more. However, because 
We are very much encouraged by 
the test results ... we are going 
to press the search for the an- 
swers.” 


Huebner said that Chrysler’s 
present test turbine was developed 
in less than 10 years’ time, and 
claimed that its performance “rivals 
that of piston engines with a design 
history of more than 50 years of 
refinement and improvement.” 

He said that with further de- 
velopment work, the Chrysler 
turbine should achieve thermal 
efficiency of as much as 40 per- 
cent. Various auto engines now 
range from 24 to 27 percent 
efficient, he said. 

Huebner said that one of the ad- 
vantages of the gas turbine is that 
it poses no knock problem, It can 


| Operate on whatever petroleum fuel 


is abundant, he said, since its oc- 
tane requirement is “zero.” 


AAA Asks Senate 
To Forgo Slash 
In Road Funds 


WASHINGTON.—Annual expend- 
iture of at least $200 million on the 
40,000-mile system of interstate 
highways was urged last week by 
the American Automobile Assn. 


In telegrams addressed to all 
members of the Senate, Ralph 
Thomas, president, and the AAA 
executive committee declared that 
the interstate system is of vital im- 
portance from the standpoint of 
both transportation and national 
defense. 


The McGregor roads bill, which 
has passed the House, earmarks 
$200 million for the system, while a 
bill introduced by Senator Edward 
Martin, Pennsylvania Republican, 
sets aside $150 million. 

The amount provided in the Sen- 
ate bill, said AAA, falls “far short 
of assuring completion within a 
target date so distant as 15 years 
from now.” 

AAA urged that, in order to as- 
sure uniform rate of progress, funds 
be apportioned to the states on 
the basis of population instead of 
on the basis of the three-way 
formula used in apportioning funds 
to the primary Federal-aid system 
which takes into account area and 
mileage of post roads as well as 
population. 








5) 514% Commaission Asked . 





Sales Union Demands 


Rock Detroit Dealers 


(Continued from Page 6) 


sisting of Pete Shick, of Don 
Homer Chevrolet; Elmo Johnston, 
of Hettche Ford; Donald Miller, 
of Carter Ford; Jack Markowitz, 
of Buick Retail; Ford Haggerty, 
of Ver Hoven Chevrolet; Sam 
Segan, of McLaughlin Pontiac; 
Larry Bowlen, of Goldhar-Zim- 
ner; Bob Hanna, of Lare Ford; 
Nate Nelson, of C. & M. Motors, 
and Bob Morand, of Bob Ford. 


Floyd Rice, chairman or tne labor 
committee of the Detroit Ford 
Dealers Assn., said: 

“Since the union wants to give 
the salesman about $110, or 5% per- 
cent on an average $2,000 sale, and 
the union expects us to keep a man 
who will sell only 80 cars a year, a 
very mediocre salesman would earn 
between $8,000 and $9,000 annually. 

“T don’t think the business can 
stand that. A good salesman should 
sell at least 12 cars a month. Under 
the union’s proposal, he would 
make more than $15,000 a year. 

+ + * 
THE other hand, if a sales- 
man today, can’t earn $75 a 
week, he’s not much good. So I 
don’t think that clause would both- 
er anyone. 

“The salesman’s commission 
would be so high that some cus- 
tomers would be priced out of the 
market. In the long run, it’s the 
consumer who'd pay. Furthermore, 
new-car dealers would be hurt be- 
cause the differential would be too 
great between new and used cars. 


“In the final analysis, these de- 
mands could have a great effect 
on the whole industry. They 
would certainly result in reduced 
auto production,” Rice said. 

“The union seems to be concen- 
trating on the Ford dealers. Seems 
we're always the guinea pigs. They 
tried to organize our people a num- 
ber of years ago.” 

The Detroit Automobile Dealers 
Assn. had “no comment” to make 
on the organizing drive. 

+ . * 


EANTIME, the union has 
threatened to picket Rosedale 
Motors, Inc. (Oldsmobile), 17411 


Grand River, which fired Joseph | 


Booth, a salesman for the firm 
since September. 

R. P. Stiles, Rosedale general 
manager, said: “Booth was laid 
off for inefficiency and for not 
producing. Then the union people 
called and said they would be out 
here with a picket line, but they 
haven’t shown up yet. There was 





Md. Dealers Set Outing 








\lets. Right now I’m busy enough 


no unionism involved in this 
firing.” 

Lower said: “The union doesn’t 
want trouble with Rosedale Motors. 
I asked Mr. Stiles to either take 
Joe Booth back or to give me a 
reason for his firing. He refused to 
do either, so we'll have to get a 
picket line out there. 

“Through the Teamsters who 
drive the haulaways, we can easily 
stop car deliveries to Rosedale and 
I think we can put quite a crimp 
in his showroom traffic, too,” Lower 
declared. 

* * * 
WANT to make it clear that 
we'll tolerate absolutely no 
rough stuff during this organizing 
movement,” Lower said, “Further- 
more, we don’t intend to use any 
illegal procedures. If the lawyers 
say that blocking delivery of the 
cars is illegal, then we won’t do it. 

“When we have more time, we’re 
going to organize the mechanics in 
the back rooms.” 

Arthur M. Stringari, counsel for 
Ford and Lincoln-Mercury deal- 
ers in Detroit, contended that the | 
union’s plans would “raise the | 
price of cars to the consumer, re- 
duce sales and drive some dealers | 
out of business.” 

He said the present system per- 
mitted “the dealer to give high | 
tradein allowances because any loss | 
he takes on tradeins is deducted 
from the gross profit.” { 

* * a 

= HAUCK, an AFL organizer 

of auto salesmen in Seattle, ad- 
dressed a meeting of about 750 
persons last week in Detroit, ex- 
plaining procedure to them and 
telling them of his union’s achieve- 
ments. The salesmen’s union now 
claims 1,230 members in Detroit out 
of a possible 3,300. 

When asked to comment on the 
union drive, one Chevrolet dealer 
remarked, “their job is to organize 
the workers. And they seem to be 
doing it. My job is to sell Chevro- 





worrying about my job without 
worrying about their jobs, too.” 
Meanwhile, Fred J. Bell, NADA | 
executive vice-president, declared 
in Washington that “increased 
activity is noted in the organizing 
efforts of trade unions among 
new-car and truck dealers. 
“These efforts are directed at or-) 


| ganizing salesmen and mechanics. 


“The position of your national 
association is that NADA is neither 
pro-union nor anti-union, 

oe | 
Y PERSONAL view is that| 
any competent businessman of | 


BALTIMORE. — The Automobile | high integrity will be alert to the| 
Trade Assn. of Maryland will hold| practical as well as the ethical | 


its first golf and dinner party of| value of good human relations,” 
the 1954 season Apr. 23 at Wood-| Bell said. 


holme Country Club, Pikesville. 


“Such a businessman—and there 








Motorama Sets Mark in San Francisco— | 
Scenes like this were typical of the San Francisco showing of General Motors’ | 


Motorama as record-breaking crowds jammed the exhibition halls to overflowing. 
This year's nine-day run saw 520,597 visitors against 252,123 during last year's 
seven-day run in San Francisco. The 1954 attendance was the highest recorded for 





Qny onn city during the exhibit's two years on the road. 


oe 








Industrial Uses of Lurex Shown— 


An exhibit in Detroit by Dobeckmun Co., Cleveland, demonstrated uses of Lurex, 
a metallic yarn, in auto upholstery and seat covers. Inspecting the exhibit are (from 
left), J. A. Lucas, manager of the automotive production department of Goodyear 
Tire & Rubber Co.; J. D. Sewell, of the Lincoln-Mercury product planning department; 
Mrs. Helen Rother, consultant designer, and Arthur Gould, sales manager of Dobeck- 
mun's Lurex yarns division. 


employes without outside stimulus 
or coercion. 
An organizing movement among 


are thousands within NADA—will 
accept as a responsibility of man- 








agement the provision of the best 


possible working conditions for his| auto salesmen by the AFL Team- 
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sters also has been reported from 
Miami, where a Buick and a 
Chevrolet dealer were notified 
that the Teamsters had been 
named as bargaining agent for 
the dealers’ salesmen. 


Both companies have called for 


| NLRB elections. 


A number of other Miami dealers, 
who employ a total of 1,000 sales- 
men, are also expecting represen- 
tation notifications. 


‘ 
* s 


‘Shade Tree’ Repair Work 
Draws Fire in Oakland 


OAKLAND, Calif.—The East Bay 
Motor Car Dealers Assn. and Local 
1546 of the Automotive Machinists 
Union are teaming for a campaign 
to curb “shade tree” repair work. 

The union has mailed letters to 
its 4,800 members, reminding them 
it is against the union’s principle 
for a member to hold down two 
jobs or to do outside work on a 
car other than their own. 


A union spokesman said mechan- 
ics would be asked to stop doing 
work for “friends, neighbors and 
relatives.” He said once it is ex- 
plained that such practice is de- 
priving someone of a possible job, 
the union expects little difficulty in 
obtaining cooperation of its men. 


FENDER SKIRTS—FENDER SHIELDS 


THAT OUTSELL ALL 


OTHERS! 


FOR CHEVROLET, FORD, PLYMOUTH, MERCURY, PONTIAC, DE SOTO, CHRYSLER 


® BeautiFLARE Custom Fitted Fender Skirts with Exclusive Dual 
Locking Device for snug, rattle-proof fit. 
® BEAUTIFLOW Highly Polished Stainless Steel Fender 


Shields. For that de luxe look. 


These fender skirts and fender shields are the recognized No. 1 sellers 
. most popular with car owners. Stock the skirts and shields which 


outsell all others. 


"54, '53, 52 Ford and Mer- 
cury Flared Bottom Stain- 
less Steel Custom Skirt. 
Replaces Ford Part No. 
CPA 18973 but INSTALLS 
WITHOUT DRILLING, {an 
exclusive Erie feature). Also 
available finished in red 
oxide prime. 


"54, '53, '52 Ford and Mer- 
cury Front Fender Shield. 


"54, 53 Chrysler and De 
Soto Flared Bottom Custom 
Skirt. 


"54, ’53 Plymouth Flared 
+ Bottom Custom Skirt. 





Chrysler, De Soto, Dodge, Ford, Plymouth and 
for many earlier car models. 





Front and rear fender shields also available for some earlier models of Chevrolet, 


Pontiac. Fender skirts also available 


Order from your jobber or write for further information today. 


ERIE MANUFACTURING DIVISION 


PRESSED STEEL CAR COMPANY, INC. 


WORLD'S OLDEST GRILLE GUARD MANUFACTURER 


sae 
ge 


General Sales Office: J & H Sales Company, 75 E. Wacker Drive, Chicago 1, Illinois 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 


Week Week dan, 1 dan, 1 
Ended Same Ended March, to to 
Apr. 10, Week, Apr. 3, 1954, Apr. 11, Apr. 10, 
19) 1953 1954* Total* 1953* 1954* 

26,652 15,308 66,312 378,120 205,168 

8,985 2,198 9,911 56,671 34,461 

2,394 1,606 6,054 38,263 23,064 

7,665 2,889 11,308 102,270 35,279 

12,608 9,120 39,089 180,916 112,364 

28,148 36,561 168,614 364,160 521,430 

22,077 29,268 184,948 281,989 411,611 

1,415 9238 44,597 11,646 14,421 

4,651 6,370 29,069 70,525 95,398 

62,640 60,568 268,785 789,761 795,884 

12,284 11,322 50,890 148,520 148,597 

2,494 3,003 12,238 34,244 30,256 

20,541 29,182 131,151 397,750 401,857 

8,111 9,137 38,980 98,570 104,848 

10,210 7,924 «35,526 115,677 110,326 

2,701 839 2,985 29,222 6,589 

4,839 1,304 5,568 61,754 22,163 
2,286 544 2,780 «81,325 = 6,159 | 

779 208 975 18,211 2,244 

1,507 $41 1,755 18,114 3,915 

2,302 1,041 3,916 34,093 12,598 

5,287 264 7,060 44,253 27,247 

121,498 134,300 116,429 




















525,970 1,732,688 1,597,238 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
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Week Week dan. 1 Jan. 1 
Ended Same Ended March, toe to 
Apr. 10, Week, Apr. 3, 1954, Apr. 11, Apr. 10, 
1954 1953 1954* Total* 1933* 1954* 
CHEVROLET ............... 7,200 9,392 7,250 $2,348 128,997 102,428 
DIAMOND T .................. 70 159 71 284 2,534 919 
ES Ahsttiljads LAcwissstethes code 80 50 80 368 167 1,120 
I issizeiscyvascunieecincenesse 2,000 2,394 1,996 8,923 36,110 26,870 
FEDERAL. ....................... 50 47 35 260 455 7136 
ails iis socisieiteieoseseere 6,300 4,727 6,263 28,766 73,316 98,881 
actin as: seksasissesseses iss 2,100 2,808 2,109 9,506 41,116 27,372 
INTERNATIONAL 2,285 3,140 2,268 10,032 40,786 30,844 
SE Rcdrne Zhi cedbensetssscockvase 155 177 148 742 3,104 
SN Bal eitiaseenossioenieao¥ss sectesessee 225 368 185 1,029 5,076 3,158 
STUDEBAKER. ............ 267 923 347 1,631 ~=—:19,158 3,413 
I ide ac Aecnsicessccsieves 255 332 257 1,057 4,229 3,366 | 
ES 20 50 shrsincosnagseses 595 1,369 905 4,893 29,985 15,924 | 
MISCELLANEOUS 110292 11 437 4,646 :1,506. 
Total Trucks, U.S..... 21,692 29,178 22,025 100,271 390,274 313,413 
Total Cars, Trucks, 
BMI area iiathirsacacsck cp 148,185 168,978 138,454 626,241 2,122,962 1,910,651 
Total Cars, Trucks, 
Canada. ....................... 10,300 10,492 7,941 45,324 135,990 140,842 
Grand Total 
Cars and Trucks, 
U. 8 and Canada 153,485 174,470 146,395 671,565 2,258,952 2,051,493 





Car-Tire Shipments Show 
Drop of 10 Pet. in Month 


NEW YORK. — Manufacturers’ ; 


shipments of car tires during Feb- 
ruary decreased 10.06 percent to 
5,383,876 units, compared with the 
5,985,913 tires shipp:d in January, 
according to the Rubber Manufac- 
turers Assn., Inc. 

Production of car tires during 
February was up 13.35 percent, 
totaling 5,952,480, against produc- 
tion of 5,251,403 units in the pre- 
vious month. 

As a result of lighter shipments, 


Chrysler Dealers 
Are Due at First 
Convention Today 


DETROIT. — A cross-section of 
the nation’s 3,300 Chrysler dealers 
will attend the first in a series of 
dealer conventions in Detroit’s Ma- 
sonic Temple today (Apr. 12). 

E. C. Quinn, president, Chrysler 
Division, said “Five hundred of our 
dealers will be present at the meet- 
ing to discuss matters of mutual 
interest and exchange ideas de- 
signed to promote the sale of our 
cars.” 


Quinn said that Chrysler at this 
méeting will endeavor to familiarize 
the dealers with what the factory 
is doing to increase profit possibil- 
ities in today’s highly competitive 
market 








inventories of car tires at the end 
of the month had increased 4.53 
percent to 12,834,883 tires, compared 
with stocks of 12,279,042 tires at the 
end of January. 

Shipments of truck and bus tires 
in February totaled 923,842 tires, a 
decrease of 9.05 percent from Janu- 
ary, when 1,015,749 tires were 
shipped. Production was up 3.93 
percent to 1,089,301 tires, compared 
with 1,048,082 tires produced in 
January. 

Inventories at the end of the 
month were 2,376,813 tires, 6.64 
percent above the previous 
month’s end total of 2,697,796 
units. 

Shipments of car inner tubes 
totaled 5,617,254 units, a decrease 
of 17.81 percent from January when 
6,833,997 inner tubes were shipped. 
Production for February was 5,896,- 
024 units, an increase of 9.28 per- 
cent over January when 5,395,155 
units were produced. Month-end in- 
ventories at 10,448,121 units were 
3.37 percent above the Jan. 31 total 
of 10,107,488 inner tubes. 


Hudson Franchise Given 


L. T. Mortensen, newly appointed 
Los Angeles zone manager of Hud- 
son, has announced the appoint- 
ment of W. P. Rucklos and his 
partner, C. A. Walker, who will 
head the Monterey Park (Calif.) 
Hudson dealership. 





2-Millionth Vehicle of ’°54 to Roll Thursday... 


Production Boosted 5 Percent 


(Continued from Page 1) 
to Automotive News estimates, were 
121,493 cars and 21,692 trucks, com- 
pared with 116,429 and 22,025 in the 


preceding week. 
* * * 


Y two of the 18 car makes— 
Hudson and Packard — flowed 
off assembly lines at appreciably 
lower rates than in the week 
earlier. Hudson was down all week, 
but will reopen tomorrow, while 
Packard was closed the first two 
days of the week. 

Production should dip this week 
because Lincoln-Mercury will cut 
schedules by 10 percent and 
Studebaker’s South Bend car line 
will be down. Studebaker’s truck 
line and Los Angeles car plant 
will work, however. 

Ford division continued to spark 
the output picture and remained in 
the No. 1 spot — 411,611 cars to 
Chevrolet’s 401,857. 

* = * 
ORD division last week boosted 
its rate and set a new daily 


erg 








North State Chevrolet in New Home— 


record of 5,692 cars on Tuesday 
(Apr. 6). The previous mark was 
set on Sept. 28, 1950. Ford worked 
three plants Saturday, against four 
in the previous week. 


Chevrolet also bumped up its 
week’s output by some 1,300 cars 
by working some plants on Sat- 
urday. ~ 
Ford division and Chevrolet, com- 
bined, account for 51 percent of this 
year’s car turnout. Ford is running 
46 percent ahead of last year’s level, 
while Chevrolet is up one percent. 

+ * + 
= sizzling producer is 
Cadillac, which last week went 
on a 10-hour day. 

Chrysler Corp. also helped boost 
the week’s effort; all its divisions 
again worked five days. 

The Big Three share of output 
slipped slightly to 96.2 percent 
last week, compared with 96.5 in 
the previous week, General Mo- 
tors rose to 52.5 percent from 
52.0; Ford Motor slipped to 30.6 





ee 


A $400,000 building was opened by North State Chevrolet Co., Inc., at 451 N. 
Eugene St., Greensboro, N. C. The plant covers 50,000 square feet. The two-story 
front section houses the showroom, sales and general offices, and the parts depart- 
ment. All service operations are directed from a dispatcher'’s tower. T. A. Williams 


is president of the firm. 





Makers, U.S. Set to Talk 


Auto Men Meet Tomorrow with Commerce Aides 
To Study Areas of Cooperation 


WASHINGTON. — Attendance of | of business, Federal aid for public 
high-level officials representing both roads and the business outlook. 


the auto industry and the Depart- 


A similar conference will be held 


ment of Commerce is expected at| Thursday (Apr. 15) with the parts, 


a conference scheduled here tomor- 
row (Apr. 13). 

It is understood that acceptances 
have been received from most of 
the top car and truck executives, 
while the Government will be repre- 
sented by Secretary of Commerce 
Sinclair Weeks; Assistant Secretary 
Lothair Teetor; Charles Honeywell, 
administrator of the Business and 
Defense Services Administration; 
Assistant Secretary Samuel Ander- 
son; Commissioner of Public Roads 
Francis duPont, and others, 


The auto men will be asked to 
give their views on preparedness 
for defense emergencies, foreign 
economic policy, taxes and census 


Canada Passes Up 
Auto Tax Cuts 


OTTAWA. — The Canadian Gov- 
ernment announced last week that 
no general tax cuts would be made 
on motor vehicles this year in view 
of the fact that revenues from this 
source are “quite substantial” and 
“consumer demand for these prod- 
ucts has been well maintained.” 


However, excise taxes have been 
reduced from 15 to 10 percent on 
tires and tubes for motor vehicles, 
and on motorcycles and all other 
two or three-wheeled motor driven 
vehicles, as well as motors for bi- 
cycles. 

The Government also has re- 
pealed the sales tax on road-mak- 
ing, road-cleaning and fire-fighting 
equipment bought by municipalities 
for their own use when over $1,000 
per unit. Motor vehicles imported 
as settlers’ effects also are exempt 
from duty and tax when valued at 
more than $1,500. 

No claims for refunds will be al- 
lowed on such taxes already paid 
by dealers, the Government said. 
The changes went into effect at 
once. 


equipment and accessories indus- 
tries represented. Tomorrow’s meet- 
ing will include only motor vehicle 
manufacturers. 


British Subsidiary 
Fills Tool Order 
For ’55 GM Cars 


NEW YORK.—Fisher Body divi- 
sion of General Motors is receiving 
$600,000 worth of dies, press-weld- 
ing fixtures, wood models and 
checking fixtures from Vauxhall 
Motors, Ltd., of Luton, England, a 
GM subsidiary. 

Delivery of the 110 items, to be 
used in the production of 1955 mod- 
els, will be completed this month 
by Vauxhall, which began last 
August to fill the Fisher Body order 
between model changes of the Brit- 
ish auto makers. 


A GM spokesman in Detroit said 
the order was placed two years ago 
when the Korean War was in prog- 
ress and there was a possibility 
that U.S. production facilities would 
be overloaded. 


Extraordinary precautions were 
taken to insure that the tools and 
dies—some fitted with automatic- 
ejecting devices—were not damaged 
in transit. All machined surfaces 
were painted with a lanolin prepar- 
ation. 


Fire Hits Curry Motors 


CHARLESTON, S. C.—The build- 
ing and contents of Curry Motors 
(Chrysler-Plymouth) was damaged 
by fire March 29. Loss, including 
an automobile undergoing repairs, 
was estimated at $10,000, said Deal- 
er Amos L. Curry. The fire is be- 
lieved to have started when sparks 
from an acetylene torch hit an 
open can of gasoline. 


percent from 3814, and Chrysler 
Corp. held even at 13.1 percent. 

The L-M cutback eliminates the 
second shifts at the St. Louis and 
Metuchen (N.J.) plants. Two-shift 
operations will continue at Wayne, 
Mich. The Los Angeles facility will 
remain on one shift. 

Richard E. Krafve, assistant gen 
eral manager of L-M, said two 
shifts were necessary to meet de- 
mands in 1953 and the first part of 
1954. As a result, the St. Louis and 
Metuchen plants shipped cars into 
areas normally served by Wayne, 
he said. 

* = s 

HE new schedules follow the 

normal distribution pattern, he 
added. 

L-M output this year is 33.6 per- 
cent ahead of 1953. 

U.S. plants so far this year 
have turned out 1,597,238 cars and 
$13,418 trucks, down 7.8 percent 
and 19.7 percent, respectively, 
from last year. 

Revised figures give March a 
total of 525,970 cars and 100,271 
trucks, bringing the first quarter 
to 1,426,024 cars and 283,705 trucks. 
It was the third-highest first quar- 
ter in history. 

Only two car firms produced more 
units in this year’s first quarter 
than in 1953’s comparable period. 

Ford Motor turned out 46.6 per- 
cent more, while GM made 2.1 
percent more. 

The “downs” were posted by 
Chrysler Corp., 45.5 percent; Kaiser 

Motors, 81.0 percent; Hudson, 74.6 
percent; Packard, 62.4 percent; 
Nash, 62.2 percent, and Studebaker, 
30.1 percent. 
* * + 

— Nash, apparently enjoy- 

ing increased sales in all mod- 
els since the Metropolitan was in- 
troduced, reportedly is ready to in- 
crease production . .. Kaiser Mo- 
tors last week started moving auto 
body operations from its former 
factory at Willow Run and the De- 
troit plant of Murray Corp. to its 
own plant at Shadyside, O. 

GM of Canada turned out 41,568 
cars in the first quarter, a gain of 
3,289 units over the corresponding 
period of 1953, which was a record 
year. 

The transparent top models are 
accounting for 2 percent of Ford 
division car production and 3 per- 
cent of Mercury output. 

On that basis, it is expected that 
25,000 Ford Sunliners and 9,000 Sun 
Valleys will be produced this year. 

A. H. Crowley, assistant general 
sales manager for Mercury said, 
“. .. We anticipate an even bigger 
demand for (Sun Valleys) as we 
enter the spring and summer sell- 
ing season.” 


Cadillac Boosts Output 


With 10-Hour Day 

DETROIT.—In an effort to fill its 
backlog of customer orders, Cadil- 
lac last Monday (Apr. 5) increased 
its entire final-assembly line opera- 
tion from an eight-hour to a 10- 
hour day. 

General Manager Don E. Ahrens 
said Cadillac now will produce 
about 560 units a day, an increase 
of almost 25 percent over normal 
production. 2 

The move will eliminate Satur- 
day work, which Cadillac had been 
using almest every week. 





U.S. Car Output 


New-car production through 


second week of April: 

1954 Pos. Make 1953 Pos. 
1—411,611 Ford 28 2 
2—401,857 Chev. 397,750— 1 
38—148,597 Buick 143,520— 4 
4—112,364 Plym. 180,916— 3 
5—110,326 Pontiac 115,677— 5 
6—104,848 Olds, 98,570— 7 
I— 95,398 Mercury 70,525— 8 
8— 35,279 Dodge 102,270— 6 
9— 34461 Chrysler 56,671—10 

10— 30,256 Cadillac 34,244—13 

11— 27,247 Stude. 44,258—11 

12— 23,064 DeSoto 38,263—12 

13— 22,163 Nash 6L,754— 9 

14— 14,421 Lincoln 11,646—18 

15— 12,598 Packard 34,093—14 

16— 6,589 Hudson 29,222—15 

17— 3,915 Willys 18,114—16 

18— 2,244 Kaiser 13,211—17 

Total 
1,597,238 1,732,688 
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New Headlight Gaining Approval iC 


Vehicle Equipment 
Gets States’ Attention 


NUMBER of states are discuss- 

ing legislative action on auto- 
motive equipment requirements. 
The following developments are re- 
ported from state capitals: 

Arizona — Enacted a bill to 
legalize a new type of headlight 
expected on some new cars next 
year. A State Highway Depart- 
ment official explained that the 
changes dealt with the amount of 
candlepower and angle of beam 
on headlights. 

He said the lights planned for 
1955 cars have candlepower exceed- 
ing the 75,000 which has been per- 
mitted by Arizona law, and that 
they will be beamed to concentrate 
more light on the highway on a pro- 
jection angle different than that 
prescribed heretofore. The planned 
lights were termed “infinitely su- 
perior” to the sealed-beam lights 


now in use. 
7 


+” + 
NOTHER Arizona bill would re- 
quire front and rear bumpers 


Ford Official Calls 
1954 Business 
Better Than 750 


BUFFALO.—Business in general 
was better in the first quarter of 
this year than it was in the first 
three months of the 1950 boom 
year, according to Robert J. Eggert, 
program planning manager of the 
Ford division. 

Eggert told the Niagara Chapter 
of the American Marketing Assn. 
that little or no recession had been 
experienced in disposable income 
and consumption. 

He said, “Disposable income is 12 
percent higher than in the first 
quarter of 1950, industrial produc- 
tion is 24 percent higher, employ- 
ment is 5 percent greater and un- 
employment is 20 percent lower.” 

Eggert said long-term prospects 
for the auto industry were good. 

“The number of families is grow- 
ing steadily,” he added, “and by 
1960 it is estimated that the total 
will have risen from the prewar 
figure of 42 million to 60 million. 
More families with higher incomes 
simply means a bigger market — 
not only for automobiles but for all 
types of goods.” 


Dodge Promotes 


Salter in Trucks 


DETROIT. — Appointment of M. 
E. Salter as Memphis regional truck 
manager was announced last week 
by William S. 
Woolsey, general 
truck sales man- 
ager for Dodge. 

The Memphis 
region includes all 
of Louisiana and 
Mississippi and 
most of Tennessee 
and Arkansas. 

Salter started 
with Chrysler 
Corp. in 1936 and 
M. E. Salter was transferred 
to Dodge in 1945. He joined the 
truck sales department in 1947. He 
was district truck manager in the 
Detroit region until last week. 


Murphy Honors Old-Timer— 
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on all passenger vehicles and on 
light delivery trucks. 

CoLorapo — Failing of enactment 
was a bill which would have re- 
quired governors on trucks. 

Kentucky — Unsuccessfully in- 
troduced in the Legislature was a 
bill which would have required 
all trucks and semitrailers, ex- 
cept farm trucks, to be equipped 
with mudguards. 

Also rejected was a bill which 
would have required all buses, oth- 
er than school buses, to be equipped 
with vertical exhausts to discharge 
fumes above the roof of the vehicle. 

* * * 


ARYLAND. — A bill requiring 

turn signals on motor vehicles 
manufactured after June 1, 1955, 
was rejected. 

MassacHvusetTts—Bills still pend- 
ing in the Legislature include a 
proposal to require the installation 
of mudguards on trucks and trail- 
ers. 

Another bill would require gov- 
ernors on all motor vehicles to 
limit speed to 60 miles per hour. 
Other bills would require all trail- 


| 





Dealers Tell Me 





Chevrolet Sales Leaders— 


Four top Chevrolet salesmen in the Los Angeles zone have become honorary 
officers of the 50-100 car club on the basis of their sales records. They are (from left) 
R. L. Wilson, secretary; Alvin Siler, treasurer; L. G. Coryell (second from right), vice- 


president, and Gene Prochnow (right), president. 


zone manager. 


In center is Joe Steele, Chevrolet 





ers and semitrailers to be equip- 
ped with a stop light showing 
red to the rear, and require an 
extra quantity of brake fluid in 
vehicles having a hydraulic fluid 
brake system. 

MicuicaAN —A bill passed by the 
Senate and sent to the House would 
require automatic directional sig- 
nals on all cars built after July 1, 
1954. 

Passed by the House and sent to 


(Continued from Page 3) 


each year than he had hoped to 
make in a lifetime. He has prob- 
ably just finished telling me that 50 
dealers in his community failed 
during the period he was in busi- 
ness. So, he is really proud of his 
record of being one dealer who suc- 
ceeded while 50 failed. 

He is what is known as a rugged 
individualist. He was a pioneer—a 
pioneer in this field, just as much 
as our forefathers pioneered in 
taming the prairie and subduing 
the forest. He started out in the 
horse - and - buggy days with the 
present type of contract in opera- 
tion. He wants the young folks who 
are starting out today, working un- 
der brand new conditions, to have 
the same horse-and-buggy contract 
he did. 

Then you will occasionally run 
across a dealer who will say, “The 
factory never cancelled a good 
dealer, so why should I worry?” 

Let’s concede the fact that no 
factory ever cancelled a good 
dealer. Whether they cancel a 

good dealer or not depends large- 
ly upon the definition of a good 
dealer. But nevertheless the can- 
cellation clause in the present 
contract puts economic power in 
the hands of the factory that 
forces good dealers into situa- 
tions that work much injury to 

the dealer as well as the automo- 
bile owner. 

Another dealer will say, “If more 
dealers would stay home and pay 
attention to their business, rather 
than running around to association 
meetings, this industry would be 
better.” 

Of course, none of us can take 
advantage of improved conditions 
unless we have everything within 
our power to improve ourselves in- 
dividually. Anyway, dealers who 





Thirty years of service were completed recently by W. J. Trimble (second from 
right), of Murphy Motor Co. (Studebaker), Oakland, Calif. Graydon Murphy, owner 
Of the firm (second from left), presents him with a pin. At left is Frank Zuanich, who 
has completed 34 years of Studebaker service in Oakland. At right is Don Moyer, 


district manager. 


criticize their fellows for association 
activities forget the biblical injunc- 
tion that “You are your brother’s 
keeper,” or the example set by our 
founding fathers who, when they 
signed the Declaration of Independ- 
ence, pledged to each other their 
lives, their fortunes and their 
sacred honor. 
* * * 


Just Around Corner? 


i: there is another type of 
dealer who says, “We have had 
the contract for 40 years and there 
is no chance to get it changed, so 
why extend any false hopes?” 

This type of dealer reminds me 
of the goldfish in the quarium. One 
day a glass partition was inserted 
in the aquarium to divide it in half: 
When the goldfish tried to swim 
the length of the aquarium, his 
progress of course was interrupted 
by the glass. He tried for many 
months only to get his snout 
bruised. The glass then was re- 
moved, but it made no difference 
to the goldfish. He never tried to 
get to the other side of the aquarium 
after that. 


Because the industry has made 
no progress in this direction is no 
indication whatever that an ap- 
proved contract is not available. 


The majority of dealers, how- 
ever, are sure that a new contract 
is just around the corner. But the 
procurement of a new contract 
will be accelerated when a great- 
er majority of dealers demand it. 
You can start the process of get- 
ting a better contract by thinking 
about it, by talking to your bro- 
ther dealers, by talking to your 
factory representative, not bellig- 
erently but from the standpoint 
of good for the industry and for 
the benefit of the users of our 
product. 


At the urge of many dealers, next 
week I will review the so-called 
“performance” or “forever con- 
tract” that we have advocated for 
many, Many years. It will bear re- 
peating so that more and more can 
become familiar with it and use it 
as a basis of getting together not 
only on the fact that the contract 


is necessary, but the type of con- | 


tract tHat is most desirable. 





Boise to Stage 


Show May 24 


BOISE, Id.—May 24 has been set 
as the date of the annual Boise 
Automobile Dealers Assn. Auto 
Show. 


R. D. Dodge, committee chair- 
man, said that the show will be on 
a Boise street. ° 








the Senate was a bill which would 
require trucks, other than those op- 
erated on farms, to be equipped 
with power-driven windshield wip- 
ers and heated defrosters. 


Bills killed 





included proposals! 


63 


which would have required mud- 
flaps on rear wheels of commercial 
vehicles or combinations, and which 
would have required safety belts on 
cars. 
* + * 
ISSISSIPPI — Proposed legisla- 
tion would require the installa- 
tion of mud guards on the rear 
fenders of commercial vehicles. 
New YorK—Bills enacted included 
measures requiring all motor ve- 


|hicles manufactured after Jan. 1, 
| 1957, to be equipped with a wind- 
| shield defroster, and requiring. all 


buses making trips of more than 25 


| miles to carry speed recording de- 


vices. 


Rejected were bills to require 
mud guards on trucks and trail- 
ers, and to require that new cars 
after Dec. 31, 1955, be equipped 
with a governor limiting speed to 
65 miles an hour. 

Ruope Istanp — Bills introduced 
in the Legislature included a pro- 
posal to legalize the use of multiple- 
beam headlights expected on some 
new cars next year. 

Vircinu—Enacted a bill requiring 


'turn signals on all vehicles manu- 


factured after Jan. 1, 1955. 

Also passed by the Legislature 
was a measure permitting the use 
of fog lamps on motor vehicles. 


nothing beats 


$.0.8 
for cleaning 


TTL ELL ey 





Research has shown, experience has proved that S.0.S. 
cleans scuff-marks, road dirt and grease off white-walls like 
magic. S.O.S. is harmless to rubber, and inexpensive. Sold 
at all grocery stores. Your customers will appreciate this tip! 


nee ene 
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Exceed Expectations in Many Areas... 


New-Car Sales Still Booming 


in Columbus ahead of the same pe- | were born out by Automotive News’ 
riod of 1953 in all classifications | index of the overall average price 


(Continued from Page 1) 
cent ahead of February and used- 
truck sales climbed nearly 300 per- 
cent. 

Columbus dealers in March 
moved 2,472 new cars, 6,942 used 
cars, 202 new trucks and 601 used 
trucks. The February totals were 
1,591 new cars, 4,641 used cars, 172 
new trucks and 204 used trucks, 
_ terrific showing in March 

pushed the first-quarter totals 


Minnesota Fills 


Committee Posts 


ROCHESTER, Minn. — Appoint- 
ment of committee chairman has 
been announced by Clare L. Fisch- 
er, president of the Minnesota Auto- 
mobile Dealers Assn. 

Mal Nichols, Minneapolis, was 
named to the convention commit- 
tee; Harold Queenan, St. Paul, to 
the group-insurance study commit- 
tee; Norbert Koppy, St. Paul, to the 
legislative committee, and A. C. 
Furos, Zumbrota, to the nominat- 
ing committee. 





except used trucks. 

New-car totals were four per- 
cent better than 1958, while used- 
car sales were nearly six percent 
greater. New trucks were up less 
than one percent and used trucks 
were down less than one percent. 

New-car sales for the first quar- 
ter of 1954 also surpassed the same 
period of last year in Cincinnati 
and Louisville. For the quarter, 
sales in Cincinnati wefe 13 per- 
cent better and in Louisville the 
improvement was 11 percent. 

Among other gains in March 

were: Houston, up 41 percent on 
new cars and 51 percent on new 
trucks; Minneapolis, new cars up 
37 percent and trucks up 56 per- 
cent, and Sioux City, Ia., up 29 per- 
cent on new cars and 30 percent on 
trucks. 
* * - 

EPORTS from wholesale used- 

car auctions have been consis- 
tent: Good demand and high activ- 
ity, with prices dipping slightly. 


These reports, in regard to prices, 





$16.5 Million Sale to Henney 
Approved by Reo Directors 


(Continued from Page 1) 


said the sale would include all 
assets and liabilities of Reo. 

The sale amounts to approxi- 
mately $30 a share. 

A spokesman said Feldmann 
plans to continue the Reo business 
as before and hopes to expand it. 
No name change is expected. 

Reo dealers were assured by fac- 
tory officials that the dealer setup 
will not be changed. 

= + € 

Bus of Feldmann’s past 

record of buying and selling 
companies, industry observers be- 
lieve that he might set Reo up in 
a position for a possible merger 
with American Motors, which pre- 
viously had expressed interest in 
Reo. 


Feldmann, now 56, came on the 
industrial scene in 1925. By 1928 he 
had bought and sold three com- 
panies. 

He founded Automobile Radio 
Corp. in 1928 and sold it to Philco 
in 1980. However, he was active 
with the firm until 1937. 

In that same year he bought con- 
trol of Simplex Radio Corp., which 
he sold to Philco in 1938, He re- 
mained as president through 1948. 

Feldman has been active in the 
development of many companies. 
For instance, in 1939 he hegan buy- 
ing a group of companies with 
which he formed a multi-million 
dollar corporation known today as 
the Newport Steel Corp. These com- 
panies included the Foster Machine 
Tool Co., Elkhart, Ind.; Interna- 
tional Machine Tool Co., Indiana- 
polis; Detrola Corp., Detroit; Uni- 
versal Cooler Co., Marion, O.; New- 
port Rolling Mill Co., Newport, Ky.; 
a blast furnace at Martins Ferry, 
O.; Hardy-Burlingham Mining Co., 
Hazard, Ky.; Utah Radio Products, 
Chicago; Caswell Runyan Co., 
Huntington, Ind.; Goshen Veneer 
Co., Goshen, Ind., and Rohr Air- 
craft Corp., Chula Vista, Calif. 

He sold the controlling interest 
in Newport Steel in 1950. 

= ” 


Genes he is president and 
chairman of Oneida Corp., Can- 
astota, N. Y., maker of school buses 
and fire trucks; president and 
chairman of Strong, Carlisle & 
Hammond Co., Cleveland, distribu- 





Auto Stocks 
Apr. Mar. 1954 
7 31 High Low 
Chrysler 61% 68% 64% 56% 
GM 66% 65% 67 5854 
Hudson 9% 9% 18% 9% 
Kaiser 2% 2% 2% 2% 
Nash 4% 14% 18% «18% 
Packard 3% 3% i 3% 
Stude. 18% 18% 28 18% 
Average 25.10 265.41 
Compiled from reports of trading on the 
American and N. Y, Stock Exchanges. 





tor of industrial supplies and home 
appliances; president and chairman 
of National Union Radio Corp., 
Hatboro, Pa., maker of electronic 
tubes, and a director of Textileather 
Corp., Toledo. 

He became president and chair- 
man of Henney in 1945. He makes 
his home and has general offices 
in New York City. 

Henney specializes in work on 
Packard chassis. It turned out the 
body for Packard’s experimental 
Pan-American sports car. 

During the early days of the au- 
to industry, Henney manufactured 
the Stephens car. Prior to World 
War I, it was a leading bus maker. 

Reo was founded by Ransom E. 
Olds in 1904 and produced cars un- 
til 1936. At that time, Reo dropped 
its car line and now concentrates 
on trucks, truck engines, bus chas- 
sis and power lawnmowers. 

Olds also founded Oldsmobile. He 
died in 1950, at which time he was 
no longer an officer of either firm 
but was considered their “elder 


statesman.” 
+. * 


Textileather, Bolta Merge 


Into General Tire 

AKRON. — Stockholders of Gen- 
eral Tire & Rubber Co. last week 
approved the mergers of the Texti- 
leather Corp. and the Bolta Corp. 
into the General Tire & Rubber Co., 
President W. O’Neil announced fol- 
lowing the annual stockholder 
meeting here. 

The merger, which establishes 
General Tire as the world’s largest 
manufacturer of vinyl plastic sheet- 
ing and vinyl film, is expected to 
become effective Apr. 30 with the 
filing of papers with the State of 
Ohio. 

General’s stockholders also re- 
elected all directors, while officers, 
headed by President O’Neil, were 
renamed at the directors’ annual 
meeting. 

The deals were consummated 
separately in an exchange of Gen- 
eral Tire preferred stock for the 
outstanding common stock of both 
Bolta and Textileather corpora- 
tions. 

Both Bolta and Textileather post- 
ed record-breaking sales in 1953. 
Bolta had sales of $19,977,557, while 
Textileather’s sales were $19,522,238. 

Textileather is one of America’s 
leading producers of specially-pro- 
cessed fabrics, and its products are 
widely used in automobiles. 

Bolta’s vinyl sheeting, known as 
Boltafilex, is used widely in auto 
seat covers and in the furniture 
industry. 

Jules D. Lippman, who has served 
for. many years as Textileather’s 
president, will continue to direct the 
Toledo operation for General. Key 
personnel of the Bolta Corp. will 
retain their connections under the 
merger arrangements. 


of cars auctioned last week. 

The index showed a tumble of 
$10 to $875, the lowest price regis- 
tered since ’54 models were added 
to index compilations. 

In the face of the overall price 
decline, however, three models — 
52s, 49s and '47s—gained. The $6 
added to ’49s brought the price to 
$439. The $20 gain on '52s pegged 
the price at $1,089. Over the last 
five weeks, 52s have shown a net 
increase of $50, 

The price of 47s gained $6 to 


a month and a half for that model. 


Bee loss last week, in a 
downward trend for that model 
established in mid-February, was 
$55, taken by '53s. The price of '53s 
now is $1,466. A loss of $28, to $2,- 
146, was noted on ’54s, but they are 
selling for only $2 less than they 
were on March 1. 

The next greatest loss was on 
50s, which fell $16 to $567. An 
$11 decline was noted on ’48 mod- 
els, which wound up at $274. The 
other loss was charged against 
51s, which fell $8 to $786. 

The price spread between models, 
after last week’s adjustments, was 
(previous week’s spread in paren- 
theses): °54 to ’53, $680 ($653); ’53 
to ’52, $377 ($452); ’52 to ’51, $303 
($275); ’51 to ’50, $219 ($211); ’50 to 
49, $128 ($150); °49 to °48, $165 


$230. The increase was the first in! ($148), and '48 to ’47, $44 ($61). 
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Detroiters Guilty 


Of Tax Evasion 


DETROIT.—Louis H. Bohm and 
Robert T. Bolo, owners of B. & B. 
Chevrolet Co., have been convicted 
by a Federal Court jury of evading 
payment of $276,000 in corporation 
and individual income taxes. 

Federal Judge Theodore Levin is 
withholding sentence, which could 
amount to 30 years in prison and 
fines of $60,000, until he gets a pro- 
bation report. 

Bohm and Bolo also have a civil 
liability up to $500,000, according to 
Joseph A. Moynihan jr., assistant 
U.S. district attorney. 

Testimony indicated that they 
made false invoices for cars and 
that they concealed income from 
under the table payments on cars 
from 1946 to 1948. 


FIED WANT AD DEPARTMENT 


ee eS ee ee ee eT TD from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates 


Add One Dollar ($1) per 


insertion for 


use of a box number, in care 


of Automotive News. Replies to Box Number ads: ore forwarded to the advertiser, unopened, the same 
day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADVANCE 


OF PUBLICATION DATE. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





AUTOMOTIVE NEWS 


HELP WANTED 


TRUCK MANAGER, One of country’s 
largest, long established Ford dealer- 
ships in metropolitan city has opening 
for ambitious, thoroughly experienced 
truck man capable of organizing and 
directing full management of large new- 
ly completed truck sales and service, 
merchandising 700-1000 new trucks per 
year, Must be volume minded, aggressive 
and capable of top flight operation and 
management. Write giving age, back- 
ground, qualifications and salary de- 
sired. Box 3649, c/o Automotive News, 
Detroit 26. 





COMPTROLLER 
CERTIFIED PUBLIC ACCOUNTANT 


Prefer Man With. Motor Holdings Experience 
Headquarters: FORT LAUDERDALE, FLORIDA 
The man we choose will be placed in top 
flight executive position and will offer a 
challenge to @ man of experience and 
vision. Write Box 3689, ¢/o Automotive 
News, Detroit 26, giving complete details 
of your experience, education, salary, etc. 





USED CAR MANAGER, Large progressive 
Ford dealership in midwest metropolitan 
area has opening for thoroughly ex- 
perienced used car manager. Must be 
capable of buying, selling and trading 
on a large volume basis, directing sales 
personnel and assuming full manage- 
ment responsibilities. Must be ambitious 
and aggressive. Give age, qualifications, 
experience and salary expected. Box 
3648, c/o Automotive News, Detroit 26. 


WANTED—AGGRESSIVE self-starting in- 
dividual who likes the truck business 
and can produce sales. Experience pre- 
ferred but not essential. References. At- 
tractive proposition. Can you qualify? 
Also, three experienced new passenger 
car salesmen who are ready and willing 
to work, Contact C. H, Elder at Elder 
Sen Co., P.O. Box 870, Midland, 

‘exas. 


USED CAR MANAGER. Must be strong 
closer, General manager experience pre- 
ferred. This spot will take you to the 
top in our organization. Opportunity ior 
man willing to settle in Washington, 
D.C, State age, experience and when 
you can start. Box 3685, c/o Automo- 
tive News, Detroit 26. 


MANAGERS WANTED for new, volume 
Ford dealer, metropolitan Chicago. Sales 
managers, truck manager, parts and 
service supervisor. Salesmen: new and 
used cars, parts and service. Excellent 
opportunities with new organization, Box 
3675, c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 


number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to-the advertiser. 











HELP WANTED 


MANUFACTURERS REPRESENTATIVE 
with active following among automotive 
accessory jobbers and chains to sell pro- 
motional priced quality power tools. Ex- 
clusive territory. High commission earn- 
ings. Advise territory desired, Gibraltar 
Mfg. Co., Inc., 403 Communipaw Ave., 
Jersey City 4, N. J. 

SALESMAN. NOW calling on car dealers 
in metropolitan New York area to sell 
exclusive line of sealers in protected 
territory. Excellent commission. Write 
fully. Mayflower, 1053 Bedford Ave., 
Brooklyn 16, N, Y. - 

PARTS MANAGER—Large Chicago Ford 
dealer. Must be experienced. Salary and 
bonus. Give experience and recom- 
mendations in letter, Box 3651, c/o 
Automotive News, Detroit 26. 


AUTO SEAT COVER salesmen. Excellent 
opportunity for salesmen covering new 
car dealers to carry strong repeat order 
line of well known precision fit auto seat 


covers, either part or full time. Fabric 


Mfg. Co.. 205 Thomas St., Newark, N.J. 





POSITION WANTED 
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POSITION WANTED AS service manager. 
Attention: Florida GM _ dealer. Ten 
years’ experience with Chevrolet, Olds 
and Pontiac also familiar with Cadillac. 
Have handled up to $20,000 customer 
labor a month. Attended the General 
Motors School of Technology in service 
management. Also several product 
schools in hydromatic, power glide, 
power steering, etc. Can take complete 
charge of any phase of the service de- 
partment and body shop including a 
tower operated service department. Past 
experience has enabled me to build up 
large service volume through good cus- 
tomer relations. Excellent factory and 
personal references. Sober and reliable. 
Now employed as service manager. 
Would like to settle in Florida. Married 
and have one child. Box 3686, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER AVAILABLE to dealer 
overstocked with new and used cars. 
Will organize dealership to operate prof- 
itably. Past record froves efficiency. 
Excellent background of experience. Can 
handle and train men interested in 
future with chances to buy interest. 
Twenty years’ experience all phases. 
Presently employed. Sales manager same 
firm since 1949. Age 40, single. Will 
consider ‘“‘Big 3’’ U. 8S. or Canada. 
Write to Box 3676, c/o Automotive 
News, Detroit 26. 


YOUNG GENERAL MANAGER with 
capital to invest in GM or Ford deal. 
Fully experienced in all phases of 
management. California experience and 
resident but would consider good deal 
anywhere. If retirement with continued 
ancome is what you want, I'm your man. 
I have a family and excellent references. 
Box 3605, c/o Automotive News, De- 
troit 26, 

TRUCK SALESMAN, now employed, age 42, 
family, 15 years successful selling and 
5 years’ management. Specialized heavy- 
duty field. Desire situation away from 
metropolitan areas. West coast or south- 
east, Excellent references. Box 3644, c/o 
Automotive News, Detroit 26, 


GENERAL MANAGER or would like to 
buy % interest and pay for it out of 
my share of profits. Have set up two 
dealerships from scratch. Know all phases 
of automobile business from financing 
to used car merchandising. Eighteen suc- 
cessful years of selling. Can produce 
and can prove it. Prefer west coast. 
Presently employed by Ford dealer. Box 
5677, c/o Automotive News, Detroit 26. 


SERVICH AND PARTS expert, 16 years’ 
experience Chrysler , supervising, 
promoting and m both de- 
partments. Wants to relocate in Texas 
or southwest. Presently employed. Box 

3608, c/o Automotive News, Detroit 26. 


POSITION WANTED 


ACCOUNTANT-OFFICE MANAGER with 
large dealer experience. Familiar with 
forecasting, daily operating control and 
comparison figures. Can assume _ re- 
sponsibility for accounting, credits and 
office activities. Thoroughly qualified ac- 
countant. University graduate. Box 3678, 
c/o Automotive News, Detroit 26. 

MANAGER, SEVENTEEN years’ Chevro- 
let experience. Prefer southeast. Chester 
Edwards, 618 McRorie, Lakeland, Fla. 


DEALERSHIPS AVAILABLE 


RURAL DEALERSHIP AVAILABLE han- 
dling Pontiac in wealthiest farming area 
in Michigan. Sold 50 new cars in 1953 
with Pontiac on allotment most of year. 
With controls removed will now be avail- 
able as needed. No used cars, Merchan- 
dise and equipment at inventory. Will sell 
building on small down payment. Twen- 
ty-five thousand will handle. Sickness in 
family, reason for selling. Good building 
and facilities. Box 3681, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING Dodge - Plym- 
outh—Texas’ largest city, Average $3,- 
000,000 gross annually, Purchase parts, 
equipment only. Good lease. Established 
15 years. Part cash will handle. Box 
3612, c/o Automotive News, Detroit 26. 


AUTO AGENCY—Northwestern Ohio. Han- 
dling DeSoto-Plymouth. 140 car fran- 
chise selling due to death of co-owner 
and manager. $10,000 buys ghop equip- 
ment, parts, office equipment, signs, etc. 
No obsolete parts. All equipment less 
than two years old. Box 3682, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-Piym- 
cuth, proven money maker, 150 cars an- 
nually, Los Angeles suburban area. In- 
ventory parts and equipment $16,000. 
New building and lot, reasonable lease. 
Box 3635, c/o Automotive News, Detroit 
26. 


DEALERSHIP AVAILABLE handling best 
ef the ‘‘Big 3’’ in eastern metropolitan 
area, Excellent lease on new building. 
Finest location. Approximately $48,000 
will handle parts, tools and equipment. 
No more to buy. 1953 gross sales— 
$2,000,000. Submit qualifications, espe- 
cially financial etatus, Confidential. Box 
5683, c/o Automotive News, Detroit 26. 


LOS ANGELES AREA handling popular 
high profit line. 1953 return on in- 
vestment—$19,000 net. Low ‘nvestment 
required. Excellent lease available, Must 
qualify with factory. Write Box 3671, 
c/o Automotive News, Detroit 26. 


SITUATED ON THE FLORIDA east coast, 
@ small GM agency, whose location of- 
fers one of the most promising futures 
in Florida, Nominal parts inventory, no 
used cars or accounts receivables. Almost 
all new automotive equipment in a mod- 
ern, reasonably leased shop offering 
complete automotive service. Box 3688, 
c/o Automotive News, Detroit 26. 


AGENCY HANDLING STUDEBAKER, 
northeast Indiana. Low rent and over- 
head. Owner has other interests and 
will finance right party. Box 3636, c/o 
Automotive News, Detroit 26. 

DEALERSHIP HANDLING WILLYS — 
Denver area, population 50,000. Down- 
town location, excellent building, rea- 
sonable rent. Parts inventory and equip- 
ment. $18,000. Box 3680, c/o Automo- 
tive News, Detroit 26. 


100 CAR BUSINESS FOR SALE handling 
Cadillac and Oldsmobile, Profit rating 
excellent with or without modern build- 
ings on inventory 12,000 popu- 
lation in very good farming area in mid- 
west, With buildings, $65,000. Box 3633, 
c/o Automotive News, Detroit 26. 


CHICAGO DEALERSHIP handling De- 
Soto-Plymouth sales and service, ex- 
cellent location, doing large volume 
business, good deal to right party, 
principals only, lease or sell property, 
selling order by doctor. Write Box 3663, 
c/o Automotive News, Detroit 26. 


AGENCY HANDLING DeSOTO - PLYM- 
OUTH in southern California. 100 car 
deal. Excellent climate — stable market. 
Will sell or lease modern building. Buy 
parts and equipment only. Terms to suit 
buyer. Box 3660, c/o Automotive News, 
Detroit 26. 
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AUTOMOTIVE NEWS : 
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DEALER SERVICES 
LAER TST TE a 
LET US MOVE THOSE 
USED CARS 


DEALERSHIPS AVAILABLE 


rANDING DEALERSHIP handling 
Chevrolet in Massachusetts — available 
due ‘to illness, Our organization is large 
yolume account and buyer should be 

lifed to handle sale of 125 new cars 
and 150 used cars per month. Must se- 
eure Chevrolet approval Buyer required 


AT PUBLIC AUCTION 
archi 1 , ries, tools, 
wii; ment, furniture and fixtures, ‘no ae. | An experienced reliable auction organiza- 
counts receivable or liabilities included tion, we have sold in 24 states and Canada. c 


ale. Will sell or lease real estate 
seeooaaly to operate this business. 1953 More than 4,000 various type sales. 
Phone, wire or write for 


earnings were $244,000 before taxes. 
Sale date and information 


Minimum cash investment of $400,000 
required. Your inquiry treated confidenti- 
(References: First Hardin National Bank 
this city.) 


ally. Address Box 3679, c/o Automotive 
News, Detroit 26. 

Bowen & McCullum Auction Service 
Phone 4232 or 5110 


ee 
WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 


Ky. 








Dealers — Sales Managers 
Watch Your WASTE-line 


rt ir m sing, our new, sim- 
PRICED FOR QUICK CASH sale. 75 car | Start your salesmen using, ’ 
dealership handling Chrysler-Plymouth. | plified daily work sheet and follow-up plan. 
Midway between Salt Lake City and 
Ogden, Utah. Excellent highway loca- Here’s a PROVEN method of complete 
tion—heart suburoan business district. | sales control offering a fresh approach to 
Fastest growing county intermountain A 
west. Large local federal payroll, Over | an old problem. Easily adaptable to new 
modern building. Adjacent * 
ea da | lot. Buy only parts, damn and | and used car and truck operations regard- 
uipment. No cars, accounts, real eS- | jess of size. Salesmen like it! Inexpensivel 
tate. No blue sky. Long established suc- a 
cessful dealership. Trained personnel will 
stay. Owner has other interests. A real 
opportunity for owner- manager with 
$12,000 cash. Factory approval necessary. 
Contact us if you mean business. Max 
N. Lunt Company, Kaysville, Utah, 


—_—_————— 
OLD ESTABLISHED DEALERSHIP, 
handling Chrysler-Plymouth, with trained 





Write for free brochure 
SALES ACCOMPLISHMENT CO. 


121 Circle Road Syracuse 10, N.Y. 





INVENTORY SERVICE 


NORTHWEST'S LARGEST volume 


CARS WANTED 


WANT PERMANENT WHOLESALE con- 


nection on west coast for heavy used 
cars. Only interested in dealers who 
can pay for cars here. Furnish excellent 
financial and experience record. No other 


buyers in territory for your markets. 
Mel Jacobson, 2401 Canal S8t., New 
Orleans, La. 


ASH TO AUTHORIZED Oldsmobile- 


Cadillac dealers for new, 1954 models. 
Any quantity to take care of heavy 
local ofl deal demands—we transport. 
Don Pierson, Olds-Cadillac Co., East- 
land, Texas. 


used 
car dealer wants permanent wholesale 


connections. We buy all year! Grant's, 
200—6th Ave., N., Seattle, Wash. 


We Need at Once 


CADILLACS 1950-1954 
CHEVROLETS 1953-1954 


Clean % ton pickups — 1948 
and up. Clean used cars — 


1951 and up. If you have these 
cars and are within 200 miles 
of Pittsburgh, Pa. 


Contact 


R. S. HENRY 


614 - 5th Ave., New Brighton, Pa. 
Phone N.B. 6230 





organization. Eastern Pennsylvania city PAR 

in h of rich TS, ACCESSORIES & EQUIPMENT 
Socctrial ane. Deming ‘sn, oe real | MODEL, YEAR & OBSOLESCENCE REPORTS ____—_—STIRESFORSALE 
estate, used cars, accounts receivable to Fast services rendered [500 MATORED GEES DC Gua Gerean 
buy. About $60,000 will purchase all Call or write for details ° year, Firestone, rich’ 0. Ss. 
other assets and supply adequate work- ALLIED INVENTORY co., INC. aoa ~ 670K1B at gis aia, ieee 


ing capital. Present owners taking larger 
deal elsewhere. Factory approval re- 
quired. Replies’ confidential. Box 3631, 
e/o Automotive News, Detroit 26. 


Sed epeieieatiinneetienencasenineceicinsaeat chneandomnindanediinenntvestnandnsatiasise 
DEALERSHIP FOR SALE handling Chev- 
rolet, 1953 volume over $1,000,000. Net 
over $70,000. Service absorption 70 per- 
cent. Southeastern location. Town 10,- 
000. Trade territory 50,000. No used 
cars, notes, new cars, new trucks, nor 
real estate to buy. Can obtain short 
term lease cn building. Only men with 


SOMETHING NEW 
cash and ability to qualify with Chevro- USED CARS DELIVERED 
let should answer, $55,000 cash can 


handle deal. = 3661, c/o Automotive | We have for sale a nice selection of 
- online ara fleet leased 1952 Chevrolets, Fords and 


1916 E. 79th St. Chicago 49, Ill. 
ESsex 5-8300 


1380 Penobscot Bidg. Detroit 26, Mich. 
WOodward 2-8242 





CARS FOR SALE 








iene 
WASHINGTON STATE DEALERSHIP Plymouths in all body styles. These cars 
Sound area. 1953 sales — $679,000, No/| can be delivered to your door regardless 
real estate, used cars or accounts re- M : : 
of location. Phone or write for informa- 
Proven money maker. Factory approval 
required. Replies confidential. Box 3687, 
DEALERSHIP-WANTED Robinson Auto Rental, mm: 
CHEVROLET OR FORD AGENCY — 100 | 229 S- Hanson St. Philadelphia, 
young former dealer. Adequate capital; Sherwood 8-1500 
factory approved; consider working in- 
location. All replies in strict confidence. 
P. O. Box 488, Phone 2004, Pascagoula, 


handling Dodge-Plymovth in Puget 
ceivable to buy. Good reasonable leases. 
tion: 
c/o Automotive News, Detroit 26. 
or more units franchise. Wanted by 1. E. Spatig, Used Car Manager 
terest; will pay premium for desirable 
Miss. 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 





GM OR FORD DEALERSHIP 
Minimum allotment of 400 units. Must be 
“single-point’’ location in middle west. Have 
both GM and Ford factory OK. Plenty of | Excelient Bodies - Good Motors - Heaters 
experience. Just sold smaller deal. Have Upholstery New 


,000 liquid cash. Will buy corporation 
0.000 Niguid cath tall ethos feed uc| BUY NOW — LOWEST PRICES EVER 


vantageous to you tax-wise. Strictest confi- 

ay All capiles will be answered immedi- 1950-1951 

ately. 4 Plymouths — Fords — Chevrolets 
Box 3667, c/o Automotive News, Detroit 26. a 





DEALER SERVICES 


TALBOTS INVENTORY SERVICE, 124 
8. Woodward, Birmingham, Mich., Mid- 
west 4-5355. 


MORRIS FREEDMAN 


S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 





Clean Off Your 
Used Car Lot 


AT PUBLIC 
AUCTION 


Results Guaranteed 
20 Years Experience 
Complete Sales Service 





DEALERS SAY 
Qur greatest dollar valves are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 
Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 


Phone—Wire—Write for 
Sale Date and Particulars 


WM. A. LEIGH 
ASSOCIATES 


“Nation Wide Sales Service” 
Phone FO 5-5832 or WI 3-8104 


P.O. Box 7061 
Okiahoma City 12, Okla. 


AUTO AUCTION 


TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.AA.P.A. 





INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP ? 
© Buy Right @ Sell Right 


Parts — Accessories — Equipment 
* © A disinterested certified physical 
inventory will save you money © ®¢ 
DON'T GUESS — BE SURE 





SYRACUSE AUTO AUCTION 
(for dealers only) 
iia Every Thursday — at oo. s 
checks 
Lecetad. LUT beste 11, 3% miles south 


Call or write for service details. of Syracuse suburbs, 2/2 miles north of 
AUTOMOTIVE INVENTORY na = © 


SERVICE CO. 
Freeland, Detroit 27, Mich., WE 3-6445 


Auctioneer: A. V. Zogg, Jr. 


10040 Irving C. Mondore, Owner 














original tread design regrooved. Clean. 
Free of any repairs. Other sizes at low 
prices. Allied Tire Sales, Broadway and 
Atlantic Ave.. Camden, N. J 


PARTS FOR SALE 


ae FREE 


FOR 


GM ILLUSTRATED 
PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 


© Buick 

® Cadillac 

® Oldsmobile 
® Pontiac 

® Chevrolet 


One day service. ‘Special cash allow- 
ance on Phone Orders. All Shipments 
C.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 


1000 S. WABASH AVENUE 
Chicago 5, Illinois WaAbash 2-1030 
aSaagaganws 


HUDSON PARTS 
DISTRIBUTORS 


LARGE PARTS INVENTORY 


WE SHIP ANYWHERE 
THE SAME DAY 





Wire, Write or Phone 


GIL SCHAEFER DIST., 
INC. 


101 Weston S. E. Grand Rapids, Mich. 
Phone 8-1183 





GENUINE 
STUDEBAKER 
PARTS 


® targe Complete Stock 
© Ship Anywhere—Same Day 


NORTHSIDE MOTORS 


4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 





CROSLEY PARTS. Service Motors, Box 7, 


New York. 
FOR 


Elmont, 


TRUCKS SALE 


outes 20 and II (Greyhound | 1953 MODEL CHEVROLET tractor, brand 


new motor, 2 speed axle, new tires per- 
fect condition with 4 car automobile 
trailer. A real bargain. Andean Motor 
Co., Cumming, Ga. Phone 2220. 









~ * 
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, APRIL 12, 1954 


TRUCKS FOR SALE 


FEDERAL 10 TON WRECKER 
Government Surplus 


Federal 10-ton army wrecker, 6x6 all wheel 
drive ten wheeler, equipped with 10- 
power driven revolying crane, two heavy duty 
winches, 10:00x22 tires, air brakes. Like new 
condition . . . Original cost to government 


$2,950 fob Atlanta 
Call—Write—Wire 
FULTON AUTO EXCHANGE 


2235 Stewart Ave. S.W. Atlanta, Ga. 
Fairfax 





g 





FOR SALE: SNUB-NOSE bus tow truck, 
equipped with followirg: 
(Ford), [ ; 
cable, hydraulic boom, separate swing- 
around boom, air brakes, air compres- 
sor, 12 volt system, 3 speed syncro-mesh 
transmission, 2 speed rear end, battery 
charger, emergency flasher lites, 3 aux- 
iliary fuel pumps, flare pots, etc. 
g00d condition, ready to ¢g 
Original cost to build in 1946 over $10,- 
000. Will take $1,500, C. Van Hattem 
Motors, 1200 Halstead St., Chicago 
Heights, Ill. 

TRUCKS WANTED 

WANTED TO BUY. 1950 or later model 
Dodge truck with wrecker body and 
power winch, Give price and full details. 
Narotzky Motors, Dodge-Plymouth, Ish- 
peming, Mich. 


OFFICE EQUIPMENT FOR SALE 


PITNEY-BOWES PARCEL post tape me- 
tering machine. 2 auto typist with punch 
machine. Sunstrand bookkeeping ma- 
chine. All in excellent condition. W. B. 
Meacham, P. O., Box 215, New Orleans, 
La, 


SHOP EQUIPMENT FOR SALE 


FOR SALE—LARGE vertical neon Stude- 
baker sign—20 feet high. Also large 
horizontal Studebaker used car neon sign 
with flasher, bargain. Birk-Lyon Motors, 
Inc., Owensboro, Ky. Telephone 3-2095. 


NEW SHOP EQUIPMENT. New Van Nor- 


man boring bar — model 777S_ with 
vacuum. Cost new—$1,030. Sell $850 fob 
Whittier. H. F. Arnold, 312 West Phila- 
delphia St., Whittier, Calif. 





Attention Ford Dealers 


FOR SALE 


F-700 and F-750 (Eaton 16600) complete 
2-speed Hypoid third members including 
carrier and head assembly, 6.5 and 9.04 
to 1 reduction, electric shift. New—crated. 
Box 3674, c/o Automotive News, 
Detroit 26 








ANTIQUE CARS FOR SALE 


1918 FORD RUNABOUT—new paint, etc. 
Runs good, $695. Boch Sales & Service, 
Norwood, Mass. 


MISCELLANEOUS 


$100 
REWARD 


FOR INFORMATION PERTAIN- 
ING TO stolen 1950 Cadillac 
motor number 506254784, 
color dark green, original finish, 
four U.S. Royal Masters white 
walls, four door sedan, model 
62. 





Contact 


Lincoln Motors, Inc. 


East Washington St. Route 1 
North Attleboro, Mass. 











MISCELLANEOUS 


fw weaeeaesaeenaeezes | 


1 "How to DOUBLE Your , 
5 Used Car Sales!" i 


The 66 most successful used-car promo- 
E tions of all time are outlined in this new @ 
brochure. Tells how an Alabama dealer 
§ put up a sign that brought 3,000 customers 3 
nside in 5 days; how a postcard sold 
© 700 cars for a W: a lot; how a series 2 
5 of unusual classified ads costing $3 each 4 
sparked a Michigan firm's sales sixfold 
5 in 2 years; how an lowa dealer, using a 
telephone operators, jumped his turnover 
by 40% in one month! And many more. 
New ideas are tried daily. Few succeed. 
g These are the ‘‘cream": the business- g 
stimulating, action-inspiring, sales-produc- 
ging plans that CONSISTENTLY win cus- § 
tomers! Here are merchandising methods, 

i publicity plans, ‘'tricks of the trade," § 
showmanship gimmicks, dramatically pav- 

§ ing the way to hit the JACKPOT . . . to 
win customer gratitude . . . to sell higher- 

' — units . . to create excitement 

your cars . . . to save money being 
B wasted. OUR GUARANTEE: 25% IN- @ 
CREASE IN BUSINESS IN 90 DAYS, or 
B money refunded. a 
a 
£ 
5 


eet only $4.95, Send today—you can't g 
ose 


ooo er cer er eee ae ae i 
H. K. Simon Co., Dept. AN-! 
48 Fifth Ave., Pelham, N. Y. a 


' Send at once "How to DOUBLE Your 8 
Used Car Sales!"' Check for $4.95 is en- 


: closed. & 
a NAME fees eae ee 
| ee ee | 


CITY 2 25 soba 


1,000 BUSINESS CARDS, raised printing, 
(1 color) $3.50; (2 color) $4.50. Emblem 
cut inserted—-50c extra per 1,000. Post- 
paid if check accompanies order. Samples 
free. Business Specialties, Dept. A-42, 
1422 Rosemont, Chicago, II). 





AUTO SAFETY BELTS, All colors. Made 
in accordance with CAA technical 
standards, Order C-22. $9.95 list. Dealer 
inquiry invited. City Lincoln Mercury 
Company, 605 South Arroyo Parkway, 
Pasadena 1, Calif. 

DEALERS’ MAILING LIST. Ford, Chevro- 
let, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 





list, February. 1954, checked. On ad- 
dressed labels, 32M. $12 per M. Box 
3684, c/o Antomotive News, Detroit 26. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 


Our New Medel 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meets 1.C.C. Requirements 


Cannot Be Matched 
At Any Price 


Write Today For 
Illustrated Catalog 


FACTORY SALES DIVISION 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 








for One Year $8 [_] 
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Car Dealer (] 


Jobber [) Insurance [1] 


NG OS cians vn ckck eedae Baa 
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Subscription Order: 


Send Automotive News to Address Below 


for which check is attached [_] or send bill ["] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


CORO ee eee eee eee eee eee eee eee EEE 
COOP ee eee ewe HEHEHE EEE EEE EES 
ee 


TRADE CONNECTION: 
Truck Dealer [] 


Se ee 


or Two Years $14 [] 


| 
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Here is the message appearing this month on over 
10,000 outdoor boards across the country .. . giving 
strong sales support to Ford Dealers everywhere! 
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Another:Ford 


SIMPLER DESIGN 


= = The kingpin on which each front wheel turns 
4 r fy, } nr a right or left in conventional systems has been 
replaced. Gone, too, are the “hinges” on 


which the wheel moves up and down. Two 
simple ball joints now take care of both motions. 


Low-Price Field! ee 


instead of on a conventional kingpin. Ford ball 
joints are self-aligning, can’t stick or bind. 
They're spring-loaded, too, to compensate for 
wear and keep steering consistently easy. 








New car prospects who Test Drive a ’54 Ford are sold from the start on 

Ford’s smooth, smooth ride. Why? Because of Ford's revolutionary new Ball-Joint 
Front Suspension . . . the greatest chassis development in 20 years! Teamed 
with Ford’s new springs and shock absorbers, front and rear, Ball-Joint 
Suspension produces the smoothest ride in the low-price field! 


It’s another example of Ford’s Engineering Leadership! 


Ford’s look-ahead engineering policy is to give Ford buyers the greatest 
possible value for their investment . . . and Ball-Joint Front Suspension, 
the only system of its kind in its field, is only one of the many 

“Worth More” features with which Ford leads the industry today. 





QUICKER SERVICING 


Engineering Lea dershi p sales selling easier! Ford’s new ball-joint system eliminates 12 of 
16 points of wear found in conventional sus- 


pensions. Thus, there are only four lubrication 


Ball-Joint Suspension is a marked example of Ford’s engineering leadership . . . points. Rubber bushings at inner ends of con- 
leadership that increases public preference for Ford products, and trol arms insulate chassis from road noises. 
strengthens the sales advantage of Ford Dealers everywhere! LONGER LIFE 


Ford ball joints (two for each front wheel) are 
completely sealed against dirt and water by 
a unique rubber-and-metal shield at each 


Another reason why ees ee 


It’s GREAT to be a FORD Dealer 
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